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eg any complicated machine*, 
+ American Tiger Brand Wire 
Rope is precision-built. Dimensions 
must be accurate toinsure the smooth 
working together of the many wires 
so they will handle all jobs efficiently. 

Think how much is demanded 
of wire rope. It must string or 


reeve easily and quickly . . . spool 
well... avoid whipping at high 
speeds .. . stand up under the ter- 


ACCURATE DIMENSIONS — 
another Sood sales feature 





rific jerks of starting and stopping. 

That is the kind of service Amer- 
ican Tiger Brand Wire Rope gives. 
And that is the reason why distribu- 
tors find American Tiger Branda fast- 
moving, profitable wire rope to sell! 

American Tiger Brand Wire Rope 
is available in either Standard (non- 
preformed) or Excellay (preformed) 
constructions. 





|| TOR BRAND 
wine owes 










American Tiger Brand Wire Rope 
Tiger Wire Rope Clips 
Electrical Wires & Cables 
Tiger Wire Rope Slings 
Amerciad All-Rubber Cables 











*American Tiger Brand Wire Rope is a 
machine, more complicated than many, fitting 
the definition “Any combination of mechanism 
for utilizing or applying power,” 


U-SSS AMERICAN TIGER BRAND WIRE ROPE 


AMERICAN STEEL & WIRE COMPANY 
208 S. La Salle Street, Chicago—Empire State Bldg., New York 


COLUMBIA STEEL COMPANY 


Russ Building, San Francisco 


United States Steel Products Co., 33) New York City, Export Distributors 


UNITED STATES STEEL 
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} @ You can depend on Link-Belt quality 

LINK-BELT ; to help you earn more money. 
EQUIPMENT. i These products, with their modern sales 
i i ii ie appeal and their ability to save money 
| ee ae in service, are earning country-wide en- 


pages of engineer 


ing data and cata- dorsement. 
~~ Agrmnanancacaedh-ng With effort on your part and this line of 
ree transmission units you can set yourself up 
in the minds of your customers as the log- 
ical source for equipment of this type. 
Look into this opportunity now. Address Link- 
Belt Company, 2410 W. 18th St., Chicago, Illinois. 


; L { N K- B E LT The Power Transmission Line that 


POWER TRANSMISSION Includes Positive Drives and 
a 0 UJ i p * f NT Assures Greater Sales Opportunity 
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FOR THE TOUGH JOB FOR THE LIGHTER JOB 





WITH THE (24) SANDERS 


Jobber’s sales have hit a new high with the Thor U 68 Sander. Heavier ana 
more powerful, this new sander was completely sold out while still in its original 
production run. 


It doesn’t make any difference what kind of a sanding job there is to be done, 
Thor Sanders are able to handle anything from the toughest to the lightest kind 
of a sanding job. 


A demonstration of either one of these machines will convince a customer that 
here is a pair of sanders that combine all the essentials needed in a machine 
to do a finished piece of work. 


That's why jobber’s sales are booming with the Thor Sanders. 


INDEPENDENT PNEUMATIC TOOL CO., 600 W. JACKSON BLVD., CHICAGO 


NEW YORK TOOL MAKERS SINCE 1893 SAN FRANCISCO 
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CONDOR HOSE 


In industry and on construction Condor Hose 
has been recognized as a consistently good 
investment because its dividends are increased 
dependability and longer life. 


For every service Condor Hose is especially 
built to fit the particular need. For instance 
Condor Air Hose is designed and constructed 
to withstand abrasion, irregular pressures, oil 
in the air line, exposure; Condor Steam Hose 
to resist over-vulcanization caused by intense 
heat; and each and every other Condor Hose 
is likewise built to withstand the wear incident 
with its use. 


Consumer acceptance for Condor Hose builds 
repeat business and repeat profits for many 
leading jobbers. Write for details of the 
Manhattan Franchise—a franchise to profit. 


Condo 














PRODUCTS 
Compensated Belt Fire Hose 
Standard Belt Hydraulic Hose 
V-Belt Packers Hose 
Conveyor Belt Paper Mill Hose 
Acid Hose Sand Blast Hose 
Air Hose Sand Suction Hose 
a sm ‘ > J Brewers Hose Spray Hose 
Contractors Hose Steam Hose 
OTHER MANHATTAN PRODUCTS Textile Mill Specialties Water Hose 
Packing Matting Pump Valves Creamery Hose Garden Hose 
on tae alae then } eee sal Hose Dredge Seaves Chute Lining 
Molded Rubber Goods C. |. Air Tubing Launder Lining 
Belting of Every Description Industrial Brake Lining and Brake Blocks 


Molded Hose for Every Service 







THE MANHATTAN RUBBER MFG. DIVISION 


he MR of OF RAYBESTOS-MANHATTAN, INC, 
‘ wh" WZ 4 
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20,000,000 


ADVERTISING PAGES A YEAR HELP YOU SELL 


— BETHLEHEM 
BOLTS ann NUTS 






































When you are selling Bethlehem Bolts 
and Nuts your efforts are backed up by 
a powerful program of advertising— 
the presses roll out an average of 7,000 
messages a day on Bethlehem headed 
and threaded products, to appear in 
technical publications. 

The most direct part is a yearly total 
of approximately 1,000,000 pages de- 
voted entirely to bolts and nuts. Then 
come campaigns of group advertising 
in which all Bethlehem products for an 
industry are advertised on two-page 
spreads. Bolts and nuts figure in eight 
of these—about 2,100,000 pages. And 
underlying all of this is the steady 
building up of an impression of quality 
in any product carrying the name 
Bethlehem by all of the Bethlehem 
advertising in business and industrial 
publications. This brings the total 
from which bolts and nuts derive some 
measure of support to about 20,000,000 
pages a year. 

Though we realize that advertising 
alone will seldom make sales of bolts and 
nuts, the continuous succession of print- 
ed messages impinging on the minds of 
users inevitably makes for a more 


favorable reception for the products. 


BETHLEHEM STEEL COMPANY 
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Sell thes new 


STARRETT S-M. MOLYBDENUM 


Hacksaw Blade 


Starrett S-M Blades make a big difference 
when your customers have real metal cutting 
jobs to do. The combination of long-wearing 
Molybdenum and the special Starrett heat- 
treating process makes a blade that will 
stand up longer and cut fast even through 
tough metals like nickel, monel, stainless 
steel, high speed steel, tool steel, phosphor 
bronze, etc. Do you need extra copies of the 


revised Starrett Catalog No. 25EG? 


















THE L. S. STARRETT 


World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


Steel Tapes, Standard for Accuracy 


ATHOL, MASS., U. S. A. 


Sell Starrett Hacksaws 
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IMATE 


IN DYNAMICALLY BALANCED 
SHEAVES FOR V-BELT DRIVES 
































Aware of the trend toward precision in plant modern- 
ization, Allis-Chalmers engineers now make the finest 
dynamic balance commercially available in Texrope 
Sheaves. This, again, illustrates the forward-looking 
policy and engineering capacity of the company. 


Allis-Chalmers offers this accurately balanced and 
completely vibrationless sheave for applications where 
dynamic balance is necessary or desirable. Extreme 
accuracy may not be necessary on your job, but what- 
ever your job is and whatever V-Belt drive equipment 
you may require, you get Allis-Chalmers engineering 
experience and ability built into it when you buy 


Texrope V-Belt Drives. 


Allis-Chalmers originated and 
pioneered the multiple V-Belt drive 
principle, and has always main- 
tained its position of leadership in 
that industry. 

If you want the best multiple V- 
Belt drive equipment, buy from 
multiple V-Belt drive headquarters 
—Texrope Division of the Allis- 
Chalmers Mfg. Co. 


Write for Duro-Brace Bulletin No. 2188 


Belts by Goodrich 






TEX ROPE DIVISION 
7 me 
LLIS*CHALMER) > 


\| 
= ] 
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OF WICHOLSON FILE 


_ bet 
\f you are interested in dependable file performances you can 5 a3) 
Nicholson. Black Diamond or wave IN qwese BRANDS 


make sure of it by specifying 


McCaffrey Files. 









NICHOLSON ° 








the line of absolute yniformity- 
i dependable performance is worth 
ant. That is one of the many reasons why 


solid, outstanding success- 
PATENTS 
holesalers- Nicholson 









PENDING 






File 


UNIFORMLY INTERESTING 


adverticina 

Let this ni is the appeal of uni 

MILL SU vertisement help Pray ss performance 
PPLIES © APRIL 1937 increase file a 
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| Operation: Movement of valve 
F is governed by variations in 
pressure in contro! chamber D 


Hot condensate causes higher 
pressures, closing the valve 
| Cooler condensate causes lower 


| pressures, opening the valve 


a _ _ 


Serving 72 Government Buildings, Washing- 
ton’s new heating plant has employed Yarway 
Impulse Steam Traps in the boiler plant, in the 
tunnels carrying the distributing mains and in 
various buildings heated from this single source. 


Purchase after purchase has now brought the 
total to 138 Yarway Traps in use in this one 
heating system. 


This is typical of the way Yarway Trap users be- 
come repeat customers — and in most cases, 
standardize exclusively on this revolutionary 
trap design, after they have once experienced 
its superior service on the job. 


Think what this means to Yarway Distributors who 





are aggressively promoting steam trap sales. 


For example, one house reports —“more busi- 
ness in one year since we took on the Yarway 
Trap than we formerly did in our trap de- 
partment in ten years.” 


Why don't you look into the real profit possi- 
bilities in steam trap sales when you sell the 
right trap—the Yarway Impulse Trap. Over 100 
leading firms in principal centers already handle 
this line—but a few choice territories are still 
open if you act quickly. Write for particulars. 


YARNALL-WARING COMPANY 
Mermaid Place Philadelphia 





ee 





















YAR WAY IMPULSE STEAM TRAP 


COOPERATION makes PROFITS 
for SKILSAW DISTRIBUTORS! 


’ SKILSAW 
CUTS 
SAWING COSTS 


@ Nine tools sold... over $500 in cash business at a real 
quino's profit ...and additional interested prospects for future sales— 
he cons all as a result of one week’s demonstration and special display 
yon — wert 

e' 


‘jem ... arranged and conducted by a SKILSAW representative! 


pues cried?” 
e 
no AY 


rest Ov ese t wie 
Os rer of the Ven SOs This is a typical example of how SKILSAW Distributors are 
me nem red . p P 
prepet® Sears, Tronsti® profiting by our whole-hearted cooperation ... our consistent 
Ag sto “2 ‘ 
e nad over™® = had ro walk: advertising ... our constant efforts to produce a complete line 
3 sie at , 
Oy a on thie a bret of good tools that make customers and profits for YOU! 
ott m nu s! 
nave at be sine . 7- , ee : , 
© 4 uP # eure bY he SKILSAW Tools are sold on a restricted distribution basis. 
fut ONSs © oe 
fot sv ne 


I D ; . : 

ality Of ys the mosaics May we have one of our representatives explain the details of 
-ve anh. 

oO v » 


ui 
wid © the SKILSAW franchise? 


SKILSAW, INC., 3330 Elston Ave., Chicago 
210 East 40th Street, New York ¢52 Brookline Avenue, Boston 
312 Omar Avenue, Los Angeles ¢ 2065 Webster Street, Oakland 


SKILSAW !s2'° 


SKILSAW TOOLS ARE SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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@So far as Republic is concerned, these nut blanks were dead 
when born by the punching machine. Never will they see the tap- 
ping machine or future use. Their only value is in a pile of scrap. 

An autopsy is simple. Note the marks on the blanks. Slight 
imperfections which, even though they might not have impaired 
useful service, are not acceptable for Upson quality. Imperfections 
ended the life of these blanks as they met the watchful eyes of 
Republic inspectors who must approve or reject every bolt, nut, 
rivet or other headed and threaded product. 

Rigid inspection is another of the little things that make per- 
fection in Upson products—that insure uniform high quality 
and dependability—that promote customer satisfaction—that keep 
Upson products moving through jobbers’ stock rooms. 


SP 


Republic Steel 


=F °F 


[REPUBLIC | 


STEEL 


IT’S THE LITTLE THINGS THAT MAKE PERFECTION 


When writing Republic Steel Corp. for further information please address Department MS. 
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Let’s Make Hay! 


Yes, the \state of the nation today is a 
terrible state indeed. When minority 
groups of workmen can strike, tie up 
great industrial plants, seize property, 
even intercept the mails, it smacks of 
anarehy or reyolution. When an ad- 
ministration that has recognized few 
traditional limitations to its power pro- 
poses to step over the last hurdle be- 
tween itself and absolute dictatorship 
we have really come upon evil days. 

Mint. SUpPLiIEs agrees with disturbed 
and harassed distributors everywhere 
who wonder fearfully, ‘‘What’s coming 
next?’? Burt we feel that the time 
is not vet here for us all to collapse 
across our desks and wait for the firing 
squads to come and get us. 

Amid all the national clamor in press, 
radio and on the streets—louder and 
more passionate than many of us can 
remember —the important and wise 
thing is to keep one’s feet on the ground 
and remember the fundamental facts in 


the case as they apply to us. Those 
facts, as we see them, are these: 
1. The distributor’s business is to 


provide industrial supplies to industry. 

2. This business is currently enjoying 
a prosperity of major proportions. 

3. The distributor, through his vari- 
ous trade associations, has policed him- 
self fairly well, so that he has little to 
fear from drastie legislation no matter 
what happens to the Supreme Court. 

4. The distributor is not an employer 
of labor in large groups, so the threat of 
strikes affects him only indirectly. 


True, Point No. 4 may be challenged 
by many in strike areas who can say, 
‘*But our business suffers considerably 
due to closed plants,’’ and this is a 
legitimate challenge certainly. 


Yet it is reassuring to note that most 
all of today’s capital-labor disputes are 
being submitted to resultful arbitration, 
or quickly brought to a head and liqui- 
dated by one means or another. As a 
matter of fact, the great steel strike, 
which we all feared so much, did not 
come to pass at all. Steel operatives 
met labor more than half way and there 
was no shut down. Why? Well, per- 
haps it was because steel men foresaw the 
profits that were to be made in 1937 by 
sticking to business, and rated those 
profits as even more important than the 
vital concessions they made to labor. 
That’s a point worth 
itself. 


The fact remains that the supply 
business today is at its best level in 
many, many years. Numerous discon- 
serting things may be happening all 
about us, but let’s not forget that the 
foremost consideration of every distrib- 
utor is to get the most out of his own 
business. Worrying about the state of 
the nation ean be a costly luxury if it 
distracts us from business that demands 
attention. 


considering im 


We may be approaching dictatorship, 

revolution or even the end of the world 

we doubt it, but anyway, let’s wait 

till it happens. Meanwhile, the sun is 
shining—let’s make hay! 


JIM CHANNON 
Editor 














VD) moot oomien give industry the best service it can obtain and at the least 
cost, particularly on its mechanical rubber goods requirements. They close- 
ly watch their customers’ needs, carry ample stocks, make quick deliveries and 
explain the most efficient use of each product. 

Recognizing this service as one of the irresistible forces of economy, Republic was the leader in put- 
ting every possible means of factory cooperation into practice. Long ago, it published the famous Republic 
5-Point Distributor Policy which became the standard of all progressive factory-distributor relationships. 

Any distributor who seeks his largest opportunities could do no better than to associate with a firm 
backed by a remarkably successful experience in cooperating with distributors. 


REPUBLIC /RUBBER 


Manufacturers of HOSE 
BELTING @® PACKING 
MOLDED PRODUCTS 










YOUNGSTOWN - OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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The mere thought of all the calls which could be 
made and the commissions which could be earned 
if waiting time could be entirely eliminated, makes 
us shiver at times. Some purchasing agents seem 
to take fiendish delight in keeping their waiting 
rooms full of dozing salesmen. However, in justice 
to the P. A.’s generally, it must be admitted that 
they do their best to “keep the decks clear.” Sev- 
eral old timers have suggested that it would pay 
every supply salesman big dividends to schedule 
his calls so as to hit every plant at approximately 
the same time every week or every month, as the 
case may be. They have found that purchasing 
agents appreciate this regularity, will hold orders 
against the expected visit and are able to work 
faster on each call, thus relieving the salesmen 
to make more calls. Seems like it is worth a try, 





at least. 





Convention 


Convention plans develop apace. 
Hotel Peabody reports every one 
of the 400 rooms set aside for the 
May 10, 11 and 12 meeting already 
spoken for. The management is 
assisting late comers to reserve 
rooms in other hotels. Reservations 
for MILL SUPPLIES’ and Mill and 
Factory’s special train indicate un- 
usual interest in starting the con- 
vention ahead of time. Secretaries 
of the three associations met in 
Washington March 23 to take the 
last wrinkles out of a program 


which promises to be lively and up- 
to-the-minute. The unsettled in- 
dustrial picture certainly justifies a 
comparing of notes at this time. 
Every eligible distributor should 
join in the discussion. 


Tea, By Jove 


In recent years much has been 
written about the increase in effi- 
ciency of workers when “in _ be- 
tween” meals were served. The 
English, of course, have always 
used the tea period for “picking 
up” purposes. 
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Now comes the latest issue of 
“United Effort,” published by the 
Employees of the United Engineer- 
ing and Foundry Co., Pittsburgh, 
carrying on its inside front cover 
the announcement that “tea will be 
distributed to each man at his own 
board.” Draughtsmen are cautioned 
not to congregate around the tea 
tray. Undoubtedly, this is a good 
idea and will add to the efficiency 
of United’s draughtsmen. Perhaps 
it could be adopted in the supply 
business but it is just a little hard 
for us to picture the shipping room 
gang daintily nibbling crumpets 
and jam at four o’clock every day. 


Strikes and Such 


The rapidly-spreading wave of 
strikes which has paralyzed _ so 
many seemingly progressive indus- 
trial plants set us to wondering 
what would happen if the supply 
business were to be “sitdownized” 
and what, if anything, distributor 
executives were doing to forestall 
such an eventuality. Distributors 
are paying fairly good salaries and 
wages. Many are using some type 
of incentive system. We ran across 
one last month who holds weekly 
“grievance” meetings. Everyone 
is encouraged to get any “growls” 
he may have off his chest. Notes 
are taken and a written report 
issued explaining how the condi- 
tion was corrected or if not, why 
not. This system is working like 
a charm according to its sponsors. 
Perhaps it would pay every distrib- 
utor to work out some similar 
scheme. After all, “public relations 
begin at home.” 


Goldsborough 


Rep. Goldsborough’s recently in- 
troduced bill to “permanently dis- 
tribute the national wealth”, pro- 
poses to set up a giant consumer’s 
co-op, prevent inflation by Federal 
Reserve operations in the open mar- 
ket, and pay a $5 monthly dividend 
to every American citizen. Without 
attempting to pass on the sound- 
ness of the measure, with all its 
radical departures from our pres- 
ent distribution system, we can see 
that certain features, notably the 
$5 dividend every month, would be 
mighty popular with lots of people 
who vote. 







































1. Found at the Philadelphia p.a.'s annual ex- 

hibit of industrial products and office equipment | 
were the Messrs. Bailey and Coe (Greenfield 
Tap & Die) facing the camera, and Bill Holman 
(p.a. of Maddock & Co.) at right, in profile. 


2. At the same Philadelphia exhibit our camera 
caught the smiling faces of Richard Barr (Rei'ly 
Bros. & Raub) Frank Barnes (Alexander Bros.) 
and John Klein, also of Reilly Bros. & Raub. 





3. Bill Bridges (left) entertains visitors to Buhl 
Sons’ successful industrial exhibit in Detroit. 


4. Last month the Pulvers (Chicago distributors) 
"threw" a party. Harry, second from left, and 
Fred, fifth from left. look pleased with results. 


5. Spring comes to Atlanta, and J. M. Tull, 
with his secretary, Kathleen Ash, deploys to the 
big, beauteous garden that runs beside his com- 
pany's warehouse on Marietta Street. 


6. P. J. Polke presides over the big cake that 
was a feature of the Belcher & Loomis Open 
House Show in Providence. 


7. Robert D. Black, Black & Decker sales mgr., 
(on right with Mrs. Black) takes time off to haul 
in two prize fish from the Gulf—the big sail 
fish and the 25-pound mackerel (center). At 
left are Mr. and Mrs. H. Kirkus Dugdale, Balti- 
more advertising exec. 
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Tue “V-BELT” is really trape- 
zoidal in cross-section, and in in- 
dustrial power applications two or 
more belts usually run side by side 
on sheaves that have trapezoidal 
or V-shaped grooves to suit belt 
shape. Number of belts depends 
upon cross-section, linear speed of 
the belt, power to be transmitted 
and are of contact on the small 
sheave, and may run as high as 
thirty-five or 

V-belts are composed of fabric 


more. 


by E. J. Tangerman 


Technical Editor 


V-belt drives are among the 
simplest of mechanical power 
transmission units. Here are 
pointers which will help you 
to suggest trouble-saving 


standard sizes 





Noma eI Etats 
NEEDED 


TO SELL V-BELT DRIVES. 


impregnated with rubber. The 
cross-section of a belt bent around 
a pulley is made up of three zones, 
an outside zone (mainly rubber) 
in tension, a center zone which is 
heavily corded and transmits the 
power, and an inner zone (mainly 
rubber) in compression. Because 
of belt thickness and other charac- 
teristics, it is essential that these 
three zones be constructed for con- 
ditions under which they are to 
operate. On the inner surface one 
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maker puts tooth-shaped corruga- 
tions. Variations in cording or 
applying fabrics to belts are end- 
less, but all are designed to cause 
the belt to conform to. pulley 
grooves when it is flexed and do so 
without heating; otherwise exces- 
sive heat in compression and ten- 
sion zones will cause short belt 
life. 

V-belts transmit power by bulg- 
ing at the sides as they bend around 
a pulley, thus locking into grooves 
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in the sheave (except when they 
run on a flat driven pulley). The 
top surface of the belt is normally 
flush with (to plus or minus 1/16 
in.) the top of the groove, and the 
belt should never be allowed closer 
than 1/16 in. to the bottom of the 
groove (some makers specify 4 in.). 
When cross-section is reduced so 
that the belt rides on the base of 
the groove, its gripping action is 
lost and it will slip and overheat. 

V-belt sizes are fairly well stand- 
ardized, but cross-sections vary to 
some extent. Some belts have 
straight sides, others have slightly 
concave sides, due to a difference of 
opinion regarding V-belt action in 
the sheave groove. Proponents of 
belts with the side slightly concave 
claim that when a belt is bent 
around a sheave its side walls bulge 
to a straight line to make prac- 
tically 100 per cent contact with 
the grooves. Those advocating 
belts with straight sides contend 
that controlled bulging of the belt 
as it passes around the sheave locks 
the belt against the sides of the 
groove. 

Standard V-belt sheaves have 
grooves with a 40-deg. included 
angle. Actual shape of the sheaves 
outside this dimension may vary 
to a considerable extent. The 
smaller the radius on which a belt 
is bent, the more its outside sec- 
tion will be stretched and the in- 
side section compressed. This 
tends to reduce outside width, in- 
crease inside width and reduce in- 
cluded angle between V sides. For 
this reason when the driving sheave 
is smaller than the driven sheave 
(which it usually is) grooves in 
the former are sometimes made 
with an included angle of 34 to 
36 deg., while the driven sheave 
has 38-deg. grooves. To compen- 
sate for change of section due to 
flexing on the sheave, the V-belt 


(Top) A diesel drives a 210-g.p.m. deep- 


well pump through a quarter-turn 


(Center) Automatic spooler driven 


double-V belts. A 7-in. flat idler 


cannot be seen. The center drive sheave 


runs at 1750 r.p.m., the 6!/2-in. 


sheaves at 2160 r.p.m. (Right) A 150-hp., 
450-r.p.m., synchronous motor drives a 100- 
ton ice machine through a V-flat drive with 
an idler. It has 9-ft. 3-in. centers, and the 


flywheel is 6 ft. in diameter. 
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TABLE I—MAXIMUM HORSEPOWER THAT CAN BE TRANSMITTED 
EFFICIENTLY WITH A SINGLE V-BELT, 180-DEG. ARC OF 
CONTACT AND CORRECT SHEAVE DIAMETERS 


TABLE III 


CORRECTION FACTORS BY WHICH THE NORMAL 
RATING OF V-BELTS IS REDUCED TO COMPENSATE FOR 
ARCS OF CONTACT LESS THAN 180 DEG. 


_ Velocity in Type A Type B Type C Type D Type E Are of Correc- Are of Correc- Are of Correc- 
Feet per Min. Hp Hp. Hp Hp Hp Contact, tion Contact, tion Contact, _ tion 
1,000 0.9 ti 30 5.5 re Deg. Factor Deg. Factor Deg. Factor 
1,100 1.0 '.3 3.2 6.0 8 2 180 1.00 130 0.89 95 0.77 
1, 200 1.0 14 34 6.5 8.9 170 0.98 125 0.88 90 0.74 
1,300 11 15 36 7.0 96 160 0.96 120 0.86 85 0.72 
1,400 ‘2 16 3.8 oe 10.3 150 0.94 115 0.85 80 0.69 
1,500 1.3 17 40 8.0 11.0 145 0.93 110 0.83 75 0.66 
1,600 14 1.8 4.3 8.4 11.6 140 0.92 105 0.81 70 0.63 
1,700 ,.45 19 46 8.8 12.2 135 0.90 100 0.79 vin eee 
1,800 1.6 a 49 9.2 12.8 
1,900 1.6 2.2 5.2 96 13.4 
2,000 1.7 ee 5.5 10.0 14.0 
+ 3 3 57 10.5 4.8 TABLE IV — RECOMMENDED AND PERMISSIBLE PITCH 
s 5 5.9 11.0 15 OT ERS OF SHPAURS 
2, 300 1 9 26 61 WS i$ 8 DIAMETERS OF SHEAVES 
. 0 27 6 3 12.0 10.4 Recommended Permissible To Find Outside 
$28 21 2.8 62> 12 5 17 0 Belt Pitch Diameters, Pitch Diameter, Diameter Add to 
’ 2.2 28 67 129 17.5 Section In. In, Pitch Diameter, In. 
2,700 2.2 2.9 6.9 13.3 18.0 36 3 } 
2,800 2.3 3.0 73 13.7 18.5 B 54 5 } 
2,900 2.3 3.1 73 14.1 19.0 Cc 9 85 } 
3,000 2.4 3.2 75 14.5 19.5 D 13 12 i 
3, 100 2.5 3.3 77 14.8 20.0 E 21.6 20 i 
3,200 2.5 34 79 15.1 20.5 . ; 
3, 300 2.5 35 81 15.4 21.4 
3,400 26 3.6 8 3 15.7 21.4 
7s : $ : : :? +e 2 § TABLE V— RECOMMENDED CROSS SECTION OF Y-BELTS FOR 
3,700 2.7 39 87 16 6 22 6 DRIVES OF DIFFERENT RATING 
3,800 2.8 4.0 8 8 169 23.0 . , . 
3,900 2.8 41 89 17.2 23 3 —Belt Speed in Feet per Minute . 
4,000 ™ Hp. 2 Less than 2,000 2,000 to 3,500 some 3,500 
te C 5 Py p to A A 4 
5 am 2.8 42 70 17.5 23.5 eee B B san 
5to 10 Borc B B 
10 to 25 ¢ Borc Borc 
« ‘o : ¢ 
TABLE II— SERVICE FACTOR BY WHICH THE NORMAL 3 4 R . D - Cc = D Cor D 
HORSEPOWER OF DRIVES MUST BE INCREASED 100 to 150 E D D 
Above 150 E E E 


WHEN SELECTING BELTS 


Service 
Nature of Load Typical Machinery Factor 
Start ng load light Operat- Small fans, blower and centrifugal 
ing iload normal. pumps. 
Light pulsating Starting on Small reciprocating pumps and com- '% 
b peak loads up to 125 per cent pressors, line shafts driving light 
normal. loads. 
Moderate shocks or pulsations Reversing drives; large compressors 1.25 


— Starting on peak loads up 
to 150 per cent of normal 
machinery; 


Severe shocks or pulsations 
Starting on peak loads up to 
200 per cent. 

Starting on peak loads up to 


and pumps; sawmill machinery; clay- 
working machinery; pulp and paper 
large fans and blowers; 
large feed mills and pulverizers. 
Mining and smelting machinery; mud 1.40 
pumps; drives for continuous opera- 
tion; small feed mills. 
Textile machinery, such as spinning 1.5 
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250 per cent — Belts to run frames, twisters, etc. = 
loose to absorb shock. H 
Stalling tendency. Crushers, drag lines and other machin- 1.75 ‘ 
ery driven by slip-ring motors. to2' ; 
i 
= 
.. 
' 
Fig. | (Right)—Cross-section of the five standard sizes of V-belts. The : 
areas of the different cross-sections shown are approximately the same ‘ 
as the standard makes of V-belts available. One type of belt has its "'V" + 


sides made with a small concave and its cross-sectional dimensions are 


slightly smaller than those given in the figure. 





usually has an included angle of 
38 to 42 deg. 

V-belts are made in five stand- 
ard cross-sections, Fig. 1, and are 
usually designated as A, B, C, D 
and E sections. Although an in- 
dividual manufacturer’s belt may 
vary slightly from the dimensions 
in Fig. 1, usually his belts are in- 
terchangeable with those shown. 

V-belt drives in general are si- 
lent, compact, have high efficiency 
and can be operated on very short 
center distances. On the other 
hand it is also possible to accom- 
modate fairly long centers. For ex- 
ample, V-belts are available for 
12-ft. centers when transmitting 5 


hp. Short center distances are, 
however, preferred. The belts op- 
erate with equal efficiency at high 
or low speed with ratios of from 
1 to 1 up to 7 to 1. High-speed 
ratios may be used up to 10 to 1, 
but above 7 to 1, it is advisable to 
obtain the manufacturer’s recom- 
mendations on the drive. Because 
of the working action of belts in 
sheave grooves, slippage is low and 
creep is only 0.5%, yet they form 
a flexible connection between source 
of power and driven machine that 
does not transmit shock and vi- 
bration from one to the other. Un- 
der heavy overload, the belt will 
break, thus saving the machine. 
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V-belts may be run in either di- 
rection with the slack side on top 
or below, may be operated on re- 
versing applications, and may be 
used on horizontal or vertical paral- 
lel shafts or with the two shafts 
at any angle as long as they are 
maintained parallel. Although 
V-belts have used on drives 
where shafts are not parallel, such 
applications are not generally rec- 
ommended. Standard belts handle 
speeds up to 5,000 f.p.m. It is 
normally safest to stay below 4,500 
f.p.m., to avoid reduction of horse- 
power-transmitting capacity due to 
centrifugal force, 

Do not suggest V-belts where 
temperatures are continuously above 
120 deg. F., where they come in 
contact with oil, where adjustment 


been 
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of centers cannot be made to com- 
pensate for belt stretch, or to con- 
nect shafts that are not parallel. 
Specially compounded heat-resist- 
ing and oil-resisting belts are also 
available. Complete information 
for ordering V-belts includes mini- 
mum and maximum center dis- 
tances between driving and driven 
shafts, pitch diameters of the driv- 
ing and driven sheaves, full load 
speed of the driving and driven 
shaft extensions, bore of both 
sheaves, type of sheaves, solid or 
clamp hub, or completely split type, 
make and type of drive and driven 
pulleys. 


All V-belt manufacturers have 






comprehensive data books with in- 
structions for selection of their 
equipment which should be care- 
fully studied 
mend a belt. 


before you recom- 
Normally the data 
you need can be gotten from them 
without calculation. Ratings of 
single V-belts are given in Table 
I. They are represented as stand- 
ard practice, even though small dif- 
ferences may be found between 
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these values and those for some 
particular make of belt. Belt rat- 
ings are usually from 100 per cent 
load starting conditions, with no 
provisions for peak or shock loads 
or for arcs of contact less than 
180 deg. 

Therefore, if the drive is to op- 
erate under conditions where load 
is likely to exceed 100 per cent and 
will subject the drive to shock, you 
must make allowances. Table II 
gives recommended service practice 
of one manufacturer which corre- 
sponds fairly closely with those of 
other companies. The table does 
not list all machinery to which these 
belts are applicable, but for those 


(Above) A v- belt 
drive from motor to 
refrigerating com- 
pressor. (Right) A 
10-hp. "speed-up" 
drive on a wood- 
working planer. 
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not listed a comparable type in the 
table may be used. 

Loss of are of contact on the 
small sheave and drive is another 
factor that must be compensated 
for. Most power ratings given in 
Table I are for belts making 180- 
deg. arc of contact with sheave 
grooves, as would be obtained with 
a speed ratio of 1 to 1. For all 
other drive ratios the are of con- 
tact on one sheave usually in driv- 
ing is less than 180, therefore cor- 
rection factors must be _ used, 
Table III. 

Good practice and application of 
V-belts prescribes minimum sheave 


(Continued on page 130) 
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KEEPING 
B@KS 


ON 


SOCIAL 
SECURITY 


F arure to keep adequate rec- 
ords under the Social Security Act 
involves heavy penalties. For this 
reason the mill supply distributor 
should see that he is using an effi- 
cient system for handling payroll 
taxes. 

It is assumed that the employer 
has made himself familiar with the 
requirements of the Social Security 
Act. This article concerns only the 
installation of an efficient system 
to record social security payroll 
data. 

There are two types of systems 
available, the card system and the 
loose-leaf method. A card system 
is easy to handle but its weakness 
lies in the fact that a card may be 
taken out of the file and_ lost. 
Where there are less than 25 em- 
ployees, a missing card may be de- 
tected and brought back to file, 
hence, a card system may be prac- 
ticable and economical up to 25 em- 
ployees. Cards should be kept un- 
der lock or in the safe, accessible 
to few. A lost card may cause end- 
less trouble. With payrolls over 25, 
we recommend loose-leaf sheets in 
ring binders. In our field work on 
Social Security payroll tax records 


we find that 80 per cent of the 
employers are installing loose-leaf 
systems, even where fewer than 25 
are employed. The chief reason 
given for the preference of loose- 
leaf over card is safety. There is 
less danger of lost records. 


Three Record Systems 

Payroll tax records may be oper- 
ated in three ways: 

1. Supplementing present pay- 
roll and timekeeping system, not a 
replacement or duplicate. 

2. Replacing present timekeeping 
and payroll system in part. 

3. Replacing present timekeeping 
and payroll system entirely. 

After analyzing the many differ- 
ent payroll tax systems on the mar- 
ket and inspecting the payroll 
routine of many distributors, we 
recommend the second method, re- 
placing the present payroll system 
in part. Retain existing payroll or 
time sheets for computing wages 
and salaries, then enter these 
amounts with taxes on the Social 
Security payroll tax record. 

There are simple systems on the 
market and systems complicated. 
The wise thing is to select a simple 
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system or have a simple system 
specially prepared. 

These four payroll tax forms are 
now necessary for every employer. 

1. History record. Many employ- 
ers already keep history records 
covering employee’s application, de- 
pendents, age, record with the com- 
pany, birthplace, etc. This infor- 
mation is useful to the employer in 
many ways. Under the Social Se- 
curity Act it becomes doubly im- 
portant because it aids compliance 
with the law. History record should 
carry company number assigned 
employee and numbers assigned by 
government and state. These num- 
bers should appear on all forms per- 
taining to that employee and should 
never be re-assigned to others since 
they are a means of identification. 
Some concerns are placing finger- 
prints on history records, but we 
haven’t yet found any distributors 
who went to this extreme. This 
scheme might arouse the ire of em- 
ployees and is not recommended, 
but it is a positive identification 
that may save trouble in handling 
compensation claims. 

2. Employee's weekly income rec- 
ord. Individual income records 
should be kept for each employee 
on a separate sheet with enough 
room to cover a year’s income. A 
new sheet should be mide out each 
year for each employee, and the old 
one filed in another binder with 
records of employees who have left 
the concern. Treasury Department 
rules are that records should be 
kept at least four years but we ad- 
vise retaining them _ indefinitely, 
dead sheets in one binder, live 
sheets in another—locked. Infor- 
mation required by law should be 
entered on the employee’s income 
record, percentage of tax, identifi- 
cation numbers, wage rate, gross 
earnings, deductions, taxable earn- 
ings, etc. Earnings from time- 
keeping records are transferred to 
this record, tax deductions and net 
income computed and employee paid 
from this form. 

3. Payroll tax summary. This is 
a master sheet showing gross pay- 
roll, tax deductions and net earn- 
ings in lump sums. This record 
may be kept in the same binder 

(Continued on page 129) 
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lf you're trying to crack a new plant use 
grinders for a wedge. They seldom fail. 
Then talk savings—and you get sales! 


by Douglas A. Clay 


Salesman, Mid-States Industrial Corporation 


Rockford, 


|‘ YOU CAN SHOW aé plant 
superintendent you can save 
him money, you are almost sure 
to get business from him. 
Presupposing a man’s ability to 
present his story effectively once 
he has the opportunity to do so, 
there are two things necessary be- 
fore the salesman can put over 
his picture of operating economy. 
First, he must get a hearing from 
the man or men who are vitally in- 
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Illinois 


terested in plant efficiency and 
economy. Secondly, he must have 
something definite to talk about, 
something interesting to his pro- 
spective customer. 

It is part of each salesman’s job 
to find out who are the key men 
in every plant. Then he must use 
tact, diplomacy and good, sound, 
horse sense in attaining the prop- 
er contacts where there is op- 
position on the part of the pur- 
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chasing agent. He must have good 
reasons for secking this privilege. 
Trickery will never do. But if a 
salesman has good reasons, most 
purchasing agents are gracious 
about granting permission. 
Now, what to talk about! 
Honestly, I believe we actually 
scare the plant man when we 
barge in on him with one of our 
great big salesman’s catalogs, ex- 
pecting him, as some salesmen do, 
to leaf through it with us, page by 
page. I seldom take our catalog 
into a plant with me. I know what 
I am going to talk about, so I 
throw two or three manufactur- 
ers’ catalogs covering the items in 
question into my portfolio with a 
discount sheet and order forms. 
That comparatively small port- 
folio is not nearly so formidable as 
our massive salesmen’s catalog. 
There is always something 
specific a salesman can talk about 
on every call. If his previous con- 
tacts, and information he has 
gathered otherwise, do not pro- 
vide him with a clue, he can al- 
ways figure out something that 
should interest the plant man. 
Take grinders, for _ instance. 
What plant is there which does 
not have grinding operations of 
one kind or another, whether it 











be snagging, internal, external, or 
tool? Any plant superintendent is 
interested in things that will 
speed up his grinding operations 
and cut down his grinding costs. 
Show the plant superintendent 
how he can accomplish these 
things with the grinders your com- 
pany handles, and you’re well on 
the way to sales of not only grind- 
ers, but many other things—grind- 
ing wheels, lathe tools, files, drills 
and taps, for instance. You start 
on one thing and lead to another 
and another, and another. It’s a 
continuous round robin. Maybe the 
start is small, but you keep up a 
steady job of education that even- 
tually causes the plant man to look 
upon your house as his one source 
of supply on many items. 


It's All in the Book 

I’m going to digress here to take 
issue with those critics of mill 
supply salesmen who say _ they 
can’t sell grinding wheels. I think 
selling grinding wheels is a fairly 
simple matter today, provided you 
are able to “spot” opportunities 
and have general selling ability. 
Our grinding wheel manufacturer 
provides us with a guide book that 
analyzes practically any job we 
encounter. This guide is so “brok- 
en down” that once you know the 
type of job to be done and the 
metal to be ground, you can im- 
mediately determine the grade and 
grain of wheel that must be used. 
All you have to do then is to pick 
the proper size. 

But grinders, grinding wheels 





and other grinding accessories 
form only one of many paths to 
sales. I, like hundreds of other 
supply salesmen, secure many tips 
for specific sales talks through 
observation of equipment and 
tools in use in the various plants 
I visit. One very good source of 
guidance is provided by my noon- 
day visits to industrial plants to 
sell machinists’ tools to mechan- 
ics. Many salesmen don’t like this 
job. I find it very worth while. 
We do not as a rule find it dif- 
ficult to secure permission for 
these noon-hour “ confer- 
ences.” Generally speaking, plant 
officials are glad to have us dis- 
play our lines to their men, as they 


sales 


- like to have them use the best pos- 


sible tools. In fact, we have agree- 
ments with many of our custom- 
ers whereby they deduct the cost 
of tools purchased by the men 
from the pay of the latter, and we 
bill the company itself for the 
tools bought by the mechanics. 


It really doesn’t require selling 
to dispose of tools to the mechan- 
ics at these noon-hour sessions. I 
lay out the tools on the table. The 
men know what they want and 
make their own selections. So far 
as I am concerned, it is mainly a 
matter of informing them on qual- 
ity, specifications and prices. 


Profit at Lunch-Time 

There is a period of about fif- 
teen minutes after the noon recess 
whistle blows while the men are 
eating their lunch. During this 
time I often get a chance to walk 
around the plant and make mental 
notes of sales opportunities. At 
times, too, my conversations with 
the mechanics give me leads which 
are later very useful and profitable 
in my sales calls on plant buying 
factors. 

But when I am not possessed of 
definite information on the spe- 
cific needs of plants, I try to discuss 
something which I think should 





Grinders sales often 
lead to orders for wheels, 
lathe tools, files, drills, 
and taps. The author 
sold this drive by stick- 
ing to his own rules. 


“There is always some- 
thing specific a sales- 
man can talk about on 
every call," says Mr. 
Clay (right), "and the 
plant man will listen 
provided it has to do 
with greater efficiency 
in plant operation.” 
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interest the buyer — something 
that will save time, improve ef- 
ficiency, cut costs. I pick on some 
tool, machine or other piece of 
equipment a plant of the type I am 
visiting uses or should use. And 
always I have in reserve that uni- 
versally used item—the grinder 
which has seldom failed me as an 
entering wedge to the sale of 
many items. If you’ve never con- 
centrated on grinders, and the 
things that go with them, try it. 
You, too, may find them as useful 
to you in your sales kit as they are 
to your customer in the operation 
of his plant. 


23 





BEA 


by E. J. McOsker 


Western Editor 





A "fan fan" is a salesman who knows the 
profits that come from electric fans. 


He'll be mentioning ‘fans to every 


customer from 


Tass IS the month of April 
and April is the time to really 
start pushing sales of electric 
fans to industrial plants, shops 
and all kinds of institutions 
served by mill supply houses. 

Not summer yet, of course— 
but spring is upon us, and it’s 
high time to start buyers think- 
ing of the hot months ahead and 
the need they are going to have 
for electric fans when Old Sol 
strikes with all his glory —and 
power! 

Even where you can’t crack or- 
ders now, you can do a good job of 
impressing upon your customers 
and prospects the fact that your 
house stocks electric fans and 
that you, personally, sell them. 
And in a way you may be doing 
the buyer a distinct favor, for in 
more than one city last summer 
the supply of electric fans was 
completely exhausted during one 
of the hot spells. So by passing 
along a suggestion to him now you 
give him the opportunity to be 
prepared well in advance for the 
coming torrid season. At any rate, 
your message will be a satisfac- 
tion to him, for he will know that 
his supply house can take care of 
his fan requirements when the 
emergency arises. 

All this, of course, presupposes 
that your house is now handling 
electric fans. If not, the acquisi- 
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now 


till September. 


tion of a line is well worth imme- 
diate and serious consideration. 
More and more mill supply houses 
are getting into the electric fan 
business, for here is a product 
with an almost unlimited market 
—and a very good profit margin. 

As an example of how good elec- 
tric fan business can be, take the 
case of one supply house which 





last year carried a maximum stock 
of $600 worth of fans and did a 
total sales volume of $10,000. 
There is a turnover that should 
warm the heart of any distributor. 
Other houses are doing an even 
heavier volume. There’s a lot of 
food for thought for the distribu- 
tor and his salesmen who are not 
now selling electric fans. 

Time was, perhaps, when the 
big boss was the only one who en- 
joyed the luxury of an electric fan 
—but those days have gone for- 
ever. Look over the offices and 
workrooms of the plants on which 
you call today and make note of 
the number of places in which 
electric fans are installed—and 
then observe the opportunities for 
additional installations in these 
plants and many others. 

And you don’t have to limit 
your observations to plants and 
shops. Hospitals, public institu- 
tions, office buildings and many 
other places offer opportunities to 
the ambitious salesman, as they 
do on many other items handled 
by the supply house. 

It doesn’t require engineering 
knowledge to sell electric fans 
any more than it requires a mar- 
ket analysis to tell you where to 
go to get fan business. In the 
first place, fans can be installed 


Put yourself in place of that second man. It's August. Yesterday 
was just plain hell. You came in this morning and found — 


a FAN. Can you moke 
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yourself a sales talk out of that? 
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One distributor's salesman. One department. And one, two, three, 
seven, eight, nine, ten, eleven, twelve — fans. 


four, 


in any plant or institution where 
they will do the most good, as wit- 
ness the pictures of actual instal- 
lations presented herewith. 

Plant management has never 
before given such serious consid- 
eration to employee comfort. The 
movement is well advised—not only 
from the humanitarian standpoint, 
but because employee comfort 
means increased efficiency. A few 
dollars spent for fan installations 
will mean many more dollars saved 
through faster and better work. 

The electric fan provides you 
with a good seasonable item to 
talk about in your calls. And April 
is the time to start talking, and 
ordering, fans. 


You don't have to be an engineer to 
sell fans. They're easy to install, 
easily moved, and need darned little 
attention while they're running. Just 
say "fans" every so often when you're 
calling on a customer. 


Women feel the heat even more than 

men. So tell your customer the girls 

in “assembly” will pay him back if 
he buys them fans. 
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EASY TO SELL 


by H. W. Dryden 


Lers get one thing straight 
at the beginning. Some pump 
problems, because of special and 
highly individual requirements, re- 
quire a pump specialist for their 
solution. Even after you read this 
you won’t be a pump specialist. You 
should, however, be able to handle 
the common, or garden, variety of 
pump sales and it is these sales that 
make up the bulk of the pump busi- 
ness—and pump profits. 
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PUMPS 


IF YOU USE YOUR HEAD 


Under ordinary conditions satis- 
factory service will be asSured if 
three questions are answered cor- 
rectly. First, what capacity of 
pump should be installed? Second, 
what type of pump will meet the 
customer’s requirements? Third, 
of what material should the pump 
be built in order to withstand the 
corrosive action of the liquid being 
pumped. 

The determination of the size of 
the pump to specify and the power 
of the driving unit depends on two 
factors. First, the quantity of liquid 
to be moved per minute and the 
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head against which the pump must 
operate. The first is easy, the sec- 
ond is the thing that makes so 
many, too many, say “I can’t sell 
pumps”’—so let’s talk about automo- 
biles for a while. 

Imagine your car on a smooth, 
level concrete road. Shift into low 
and slow down until the car barely 
moves. Your engine is now doing 
just enough work to overcome the 
friction of the moving parts and 
that between tires and road. The 
resistance to the rolling is the same 
as the resistance of a new, clean 
pipe line to the flow of water, tech- 











Rotary pumps are particularly suited for handling 
liquids with inherent lubricating properties. Power 
and hand operated models are widely used. 





—AND BACK COMES THE ANSWER OH 


nically called the friction head. Try 
the same thing on a rough dirt road 
and it will be necessary for you to 
open the throttle more—the resist- 
ance to rolling is higher. 

If you have been demonstrating 
your genius for mathematics by 
solving Junior’s algebra homework 
you can look up the equation for 
friction head in any hydraulic hand- 
book and find it that way—but it’s a 
lot easier to measure the length and 
diameter of the intake and dis- 
charge lines, count the elbows and 
tees invoived and look up the an- 
swer in your pump data sheets. 


Built as a single unit close- 
coupled centrifugal pumps 
are recommended when 
mounting space is at a 
minimum. Pumps like these 
can be operated in any 
position. 


Centrifugal Pumps for mo- 
tor or belt drive are av .- 
able to meet practically 
every pumping requirement. 
They are particularly suited 
to installations where non- 
stop operation over long 
periods is essential. 


Now let’s get back to the car, and 
for the level road, substitute a hill. 
Going up takes more gas than going 
down. In one case gravity is work- 
ing against us, in the other with us, 
in a pump this is static head. Meas- 
ure the height from intake to pump 
and from pump to discharge and 
remember that liquid going uphill 
increases the head and that liquid 
going down hill decreases it. 

Since this is imaginary driving 
we’re doing, and since we don’t own 
the car anyway, let’s make the last 
comparison. See how hard you can 
hit that coal truck—that’s the same 
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as forcing liquid into a tank against 
pressure. Grab the handbook again 

the pounds per square inch that 
you read on the pressure gage are 
all neatly transferred into heads 
in feet. 

That’s all there is to this “head” 
business. The total head is the sum 
of the friction head, the static head 
the velocity head and the pressure 
head. Add them up, take your de- 
sired capacity and pick your pumps. 

Here’s how it works out. John 
Jones wants to pump 500 gallons 
of water per minute from tank A 
to tank B. 

The relative location of the tanks 


YEAH! 


and the pump and the diameter and 
length of the intake and discharge 
pipes are as shown. All pipe is new. 


Friction Head 


Length of intake pipe........ 16’ 
Length of discharge pipe...... 42’ 
3 Elbows Oe Oe ee sce ean 48’ 
Effective length.........+.+- 106’ 


From the handbook the friction loss 
in new 4” pipe is 24 feet per 100 
feet of length when the discharge 
rate is 500 g.p.m. Therefore 


Friction Head 24 x 1.06 25.44’ 


Static Head 
Static Head 
above pump + 


Height of discharge 
Height of pump 
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above intake = 18 — 6 = 12 feet. 


Velocity Head 
From the handbook the Velocity 
Head of 500 g.p.m. flowing in a 4” 
pipe is 2.535 feet. 

Pressure Head 
The pressure in the discharge tank 
is 20 pounds per sq. in. 
Pressure Head = lbs. per sq.in. X 


2.31 20 X 2.31 46.2 feet. 
46.2 


Total Head = Friction Head + Static 
Head + Pressure Head = 25.44 + 
12.00 + 46.2 
- 83.64 feet. 


—just to be on the safe side call 
it 85 ft. The table in your pump 
catalog will show just what pumps 
will give the required discharge 
against the head. 

Not so terrible, is it? 


What Type Where? 


Question number two—what type 
of pump is best answered by the 
use of ordinary common sense. All 
pumps fall into one of three classes 
—reciprocating, centrifugal or ro- 
tary. There is no clear cut zone of 
application where one type must be 
specified to the exclusion of the 
others and the characteristics of all 
overlap so that in many cases any 
type will give satisfactory service. 
However, cost and efficiency as it 
affects power bills and initial cost 
and interest on the investment must 
be considered and often become the 
main factors governing selection. 

The centrifugal pump, except for 
very high heads and small capaci- 
ties, will invariably be less expen- 
sive than the reciprocating. The 
centrifugal has fewer parts and 
because of its higher 
speed is smaller in size 
for a given capacity. The 
higher speed_ usually 
expensive 
motor or other drive. For 
installations 


means a less 


where the 
discharge rate must be 
varied, or even shut off 
entirely, the use of a cen- 
trifugal is desirable. Be- 
cause of its operating 
pressure 
in the discharge line can- 
not rise 


characteristics, 


above a_ safe 
maximum and the ad- 
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ditional expense and complications 
of relief and by-pass valves can be 
avoided. The centrifugal pump is 
available for any discharge up to 
20,000 gallons per minute and heads 
up to 3,000 feet and almost any 
combination of discharge and head 
up to these limits is available from 
standard lines. However, the speci- 
fications of really big pumps should 
be left to a pump specialist because 
of fhe problems of piping and in- 
stallation which must be solved to 
assure satisfactory service. 


Viscosity Tells All 


For low viscosity liquids such as 
water or gasoline, the centrifugal 
pump will usually be found to be 
the least expensive and the most 
efficient. For liquids with a high 
viscosity, such as heavy oil or mo- 
lasses, its efficiency is reduced 
enough so that the additional cost 
of a reciprocating pump will, in all 
probability, be made up by the sav- 
ings in reduced power costs. If a 
pump of small capacity is sufficient 
to meet the requirements, a rotary 
pump can be used to advantage. 

The rotary pump shares with the 
centrifugal the advantages of sim- 
ple construction and small size. Its 
capacity, however, is limited to an 
output of 500 g.p.m. or less and the 
maximum working head is about 
230 feet. Within this range it can 
be used efficiently to pump any 
liquid that will flow at room tem- 
perature. Because of its design the 
rotary pump will operate efficiently 
only if the initial close tolerances 
are maintained. For this reason it 


20 /b. per sq. in 
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should not be used if the liquid 
carries abrasive matter. Rotary 
pumps operate at low speeds and 
are available in both power and 
hand designs. 

The reciprocating pump is best 
adapted to smaller discharges, up 
to 200 or 300 g.p.m. and the higher 
heads. It is particularly suited for 
boiler feeding in smaller steam 
plants and for use with hydraulic 
rams, presses and accumulators. If 
the liquid contains grit or abrasive 
materials of any kind the recipro- 
cating pump will have a longer use- 
ful life than the centrifugal. 

When a constant discharge rate is 
desired despite changes in head, a 
reciprocating or rotary pump—de- 
pending on the capacity required— 
should be specified. Because of 
their design both of these pumps 
deliver a given amount of liquid per 
revolution and the discharge rate 
can be varied only by changing the 
speed. 


On Marathon Jobs 


In many installations the ability 
of the pump to operate continuously 
for long periods is of major import- 
ance. On such jobs the centrifugal 
pump—or the rotary if the dis- 
charge rate is very low—is pre- 
ferred. Due to their simplicity of 
design and _ construction these 
pumps are more dependable, over 
long periods, than the reciprocating, 
and maintenance, repair and re- 
placement costs will be lower. 

Because industrial liquids vary in 
their corrosive action the liquid to 
be pumped will determine the ma- 


terial from which the 
pump parts are to be 
made. For oils, the parts 


in contact with the liquid 
can be of cast iron. Water, 
however, would rust these 
parts and bronze should be 
used. When chemical solu- 
tions are to be pumped, 
pick the material most re- 
sistant to the chemical ac- 
tion of the liquid handled 
—when in doubt ask the 
manufacturer for his 
recommendations, being 
sure to give details. 
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1. How large a center hole 
should be drilled in the end of a 2- 
inch bar to be turned in a lathe? 


2. Do forged lathe tools pay in 
the average shop? 


3. Where should cemented-car- 
bide tools be used, and what kind 
should you recommend? 


4. What should be the char- 
acteristics of lathe dogs? 


“™ 


\ 
\ 


“4 


5. Which chuck will handle the 
wider variety of lathe work, in- 
dependent-jawed or universal? 


6. Should you recommend a 
solid tapered mandrel for hold- 
ing work by an internal diame- 
ter? 


7. What are collets good for? 


8. What are some of the stand- 
ard tapers? 





9. Can any metal be sprayed 
with metal spraying equipment? 


10. How does a_ metal-spray 
gun get the necessary heat and 
blast-force? 


11. How much air is needed 
for a single metal-spray installa- 
tion? 


12. Where is general informa- 
tion on metal-spray available? 


13. What are the common types 
of drilling machines? 


14. What is an upright drill 
press? 






All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 126 for author's ‘list. 














THE SALESMAN 
ENTHUSIASTICIZER 
Salesmen, particularly distributor’s 
salesmen, have a tendency to enjoy 
the comforts of an office chair and 
to consider a desk as a hoof-park. 
For the distributor so troubled, this 

electrical gadget is suggested. 

First you decide how long each 
day the salesman should occupy his 
chair. This requires adjustment of 
relay A. Thereafter the device is 








‘\ 
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automatic. Let us assume the sales- 
man arrives not more than a half 
hour late, seats himself comfort- 
ably with feet high on desk, and 
begins his daily perusal of the 
morning paper. After the pre- 
planned period of time has elapsed, 
the heat of his body on the chair 
seat actuates thermocouple B, which 
closes relay A and starts motor C. 
The motor revolves drum D sus- 
pended over a 4-switch board. The 
rotating drum brings its first peg 
into contact with the “Picture” 
switch, and lights the light over the 
composite oil painting of Hitler, 
Napoleon and Mussolini, while an 
electric fan behind the canvas alter- 
nately puffs out and deflates the 
martial chest. As the next peg 
strikes, it actuates the “Phonog’” 
switch, which starts desk phono- 
graph E to playing the “Star Span- 
gled Ranner” followed by “Onward 
Christian Soldiers’. If the sales- 
man is unpatriotic, hard of hear- 
ing, or an atheist, drum D turns 
onward, pushing down with its 
third peg the switch marked 
“Desk”. This energizes the grid 
at the desk center under the sales- 
man’s legs, shocking him and at 
the same time lighting the inspira- 
tional mottoes in turn. If this still 
fails, the final peg on drum D actu- 
ates magnet F to drive sharpened 
pins G through holes in the chair 
seat. That will certainly get ac- 
tion, for it strikes close to the 
salesman’s heart. 
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A CONVENTION which has 
already taxed the capacity $f the 
largest hotel in Memphis and over- 
flowed into others, is in the mak- 
ing. Whether it be better general 
conditions, whether it be the very 
real need for note comparing on 
mutual problems or any one of the 


plans unusual presentation. 





Distributor-Manufacturer Relations Committee 


Large attendance 


expected. Special train will make Derby stopover 


hundreds of other reasons for con- 
vention attendance, it appears that 
all records for mill supply gath- 
erings will be shattered when the 
thirty-sixth annual Triple Con- 
vention is called to order. 





SECTION 1—The Through Conven- 
tion Special. 
SECTION 2—The 

Special. 

Both sections will be together in 
same train to Louisville, where they 
will be separated; Section 1 go- 
ing straight through to Memphis; 
Section 2 laying over in Louis- 
ville for the Derby, and proceeding 
to Memphis after the Derby. 


Derby-Convention 


Ly. New York (Penn. Sta.) 3:3: 
Newark (Penn. Sta.)....3:53 
North Philadelphia .....5:0: 

Leave Washington at 2:20PM and 

Baltimore at 3:16PM to connect 
with Special Train at Harrisburg. 


Friday, May 7th E.S.T. 
3 
5 


Ly. Harrisburg . 


= lasecui tesa jefab abies 7:00 PM 


Ly. Pittsburgh (PRR No. 27) 
10:50PM (May 7th) 


Ar. Cincinnati .. 7:25 AM (May 8th) 


Saturday, May 8th 

Ly. Cincinnati (Louisville 
& Nashville R. R.)...... 8:00 AM 
Ar. Louisville ............ 11:00 AM 
Section 1—The Through Special 
it, SEE. ccawewdaw owed 12:00 PM 
PO ee eee 9:15 PM 


SPECIAL CONVENTION 
1 OS = 4-98) 6) BS 





Program—The program, with only 
a few final wrinkles to be ironed 
out, appears a “natural.” Meet- 
ings are scheduled to start at 10 
A.M., Monday, May 10 and con- 
tinue until Wednesday afternoon, 


TRAIN 


MILL SUPPLIES and MILL AND FACTORY 
are sponsoring special train service to Memphis with 
stopover privileges at. Louisville for the Kentucky Derby. 
By travelling to and from the Convention with other dele- 


gates, maximum return can be realized on investment. 


Res- 


ervations will be received at either office. 


Section 2—The Derby Special 
Held over for occupancy 

at Louisville during stop- 

over for Derby, and 


Ly. Louisville (Louisville & 
Nashville R. R.)........ 9:39 PM 


Sunday, May 9th 


a ee 7:30 AM 
Equipment will consist of the latest 
type of air-conditioned Pullman 
cars, offering berth and room accom- 
modations with club lounge service 
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with Tuesday afternoon and all 
evenings free for manufacturer- 
distributor contact. 
Meetings of the American and 
National Association executive 
committees and of the Governing 
Board, Industrial Supply Research 
Bureau, are scheduled for Sunday, 
as is the annual dinner for past 
presidents of the three associa- 
tions. 
Secret—At a Monday morning ses- 
sion scheduled to run for an hour 
and a half, the manufacturers’ re- 
lations committees of the National 
and Southern Associations and the Reservations at the Peabody Hotel have exceeded 
distributors’ relations committee, the 400 rooms set aside for the convention. Accom- 
American Association, acting modations may be secured at the Chisca Hotel, a 
jointly, plan a presentation of few blocks distant, at the following rates: dhe (rest 
common problems and suggested . 
cures. The subject is not new. Single —$2.00-$5.00 
(Continued on page 151) Double—$3.00-$6.50 
— 
including dining car, serving a la The following rail and Pullman fares to Memphis, Tenn., via Louisville will 
carte and table d’hote meals en apply, and include transportation between railroad station at Louisville and 
route to and including luncheon at Cleat Dien: 
Louisville. Settlement for meals to aii 
be made by the individuals at card RAIL FARE ONE-WAY PULLMAN FARES 
oe ng of ag hi Roundtrip Single 
: — = Sree Se — aa (15 day Occupancy Compt. Drawr'm 
f New England members can join party FROM Oneway limit) Lower Section (2 pers.) (2 pers.) 
at New York by using the NYNH&H Bost 40.8¢ ‘ re $1.0 aes Wa 
train “Colonial Express” leaving Bos- eseians 30 64.10 Seat — ra ” to votre 
ton at 8:00 AM (E.S.T.), May 7th, ar- Awe ee ee See 
riving at Penn Station at 1:15 PM. New York 34.80 18.50 12.50 16.40 33.00 10.50 
Members from territories surrounding Philadelphia 32.10 13.10 12.00 15.70 31.50 38.50 
the following cities can join special : 
: “gat . Harrisburg 29.20 37.30 10.75 13.95 28.00 34.50 
t arty at ( ti, as follows: gets : ; 
oe Py SF Ca 6S eee Washington 29.20) 37.30) Seat to Harrisburg, thence in 
Friday, May 7th Baltimore 29.20( 37.304 special sleepers to Memphis. 
wr Ts: . Pittsburgh 24.36 41.15 10.00 12.20 26.00 31.50 
, . > 
+, Dele (hee ti.. P  ae 27.61 47.65 10.50* 13.40% 27.00" 33.50" 
Ly. Cleveland (NYC Lines) Detroit 22.26 36.95 10.00* 12.20* 26.00* 31.50° 
12:15 AM (May 8th) — Cleveland 22.06 36.56 10.00* 12.20* 26.00" 31.50" 
Ly. Detroit (PMRR) ...... 11:00 PM Toledo 20.51 33.45 10.00* 12.20% 26.00% 31.50" 
Ly. Toledo (B&O RR) Chicago 20.41 ss ee 5.50 7.70 15.50 20.00 
1:00 AM (May 8th) aa ; ; — 
Ar. Cincinnati early morning of May * Seat in sleeping car, Cincinnati to Louisville. 
8th and join Special leaving at 
8:00 AM. Admission—Churchill Downs—Kentucky Derby—May &th 
From Chicago and points north and ’ 
west thereof, Members will join Spe- Reserved Seats 
cial at Louisville. Sleeper service Grandstand boxes (six persons).................-+-- $66.90 
leaves Chicago via PRR at 11:00 PM, Club House boxes (six persons)...............--. ae 99.90 
Friday, May 7th, arrives at Louisville Terrace Section (each person) .... 2.0.00. ssccccscees 8.40 
at 7:10 AM (where transfer to Con- General Admission (can be pur. at track—each person) 2.35 
vention Special will be made). ee eg ery 5.65 
—_—— 
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Attractive displays enticed the visitor down aisles at both the Detroit and 
Providence events. Top photo shows a scene at the Buhl showing; below is a 


Belcher and Loomis view. 


isesamenes distributors in two 
widely separated parts of the coun- 
try recently staged product shows 
that left marks for others to shoot at 
in promotions of this kind. In Provi- 
dence, R. L, 100 manufacturers par- 
ticipated and displayed their lines in 
the three-day Open House Show held 
by Belcher and Loomis Hardware 
Company. Most of the 2,500 who 
attended the company’s 1936 show 
came back for this year’s edition, plus 
several hundred more who were first 
time visitors. 

Each exhibit was in charge of a 
factory representative. Customers 
were mailed invitations, and as soon 


32 


as they arrived at the show, where- 
ever possible, the salesman calling 
on them conducted them through the 
exhibits, showed them through the 
firm’s plant, showed them the stock 
the firm carries and gave them a 
general idea of the company’s opera- 
tions. Each manufacturer kept a 
prospect list which was later turned 
over to Belcher and Loomis. This list 
has, since the show, made many sales 
for the company, and is credited with 
having developed several new ac- 
counts. 

“We feel well repaid for the ex- 
pense of the show,” writes P. J. Polke, 
Belcher and Loomis vice-president. 
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“Not only are we gratified at the 
business written up during the affair 
itself, but we feel that valuable prog- 
ress has been made in helping many 
of our customers become better ac- 
quainted with us and the lines we 
represent.” 

In Detroit, Mich., Buhl Sons Co., 
smashed two of its own records in its 
second industrial show, staged in the 
broad aisles of the company’s main 
office. A total of 2,500 people saw the 
1936 show. This year an estimated 
3,000 inspected the exhibits, stopped 
to talk with manufacturers’ men and 
partook of Buhl hospitality in the 
refreshment room. 

Last year 97 manufacturers dis- 


NEW 
IGHS 


FOR 
SHOW INTEREST 


Buhl in Detroit and Belcher- 
Loomis, 





Providence, stage 


promotions that draw thou- 
sands of interested customers 


played their wares to show visitors. 
This year the total was upped to 105 

possibly a national record for dis- 
tributor shows. 

The Buhl show this year was run 
off with even greater smoothness and 
precision than that of 1936. William 
P. Bridges, industrial sales manager, 
who engineered the big affair, and his 
assistants profited by their experi- 
ences in 1936 and filed off the rough 
edges—if there were any in 1936. 
For one thing, the show was held 
over for Saturday afternoon, whereas 
it was closed on Friday evening a year 
ago. 

The selected list of vendors invited 
to display their products were re- 
quested by the Buhl management to 
present exhibits that would be worth 
while to both them and the distribu- 
tor, and they responded nobly. In- 
dustrial supplies and tools, bar and 
sheet steel, electrical goods, hardware 
and precision tools, mechanical rub- 
ber goods, drills, reamers and cutters 
and other products were presented 
with moving or otherwise interest- 

(Continued on page 124) 
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The home of Ross-Willoughby was 
: originally a three-story structure, but 
; about four years ago, a heavy wind- 
storm struck Columbus and tore the 
top floor off the building. The third 
story was never replaced. Instead, a 
roof was built and the structure con- 


verted into a two-story affair. Until 
last fall, however, Ross-Willoughby 
occupied only the ground floor of the 
main structure and a one-story exten- 


sion together with a separate ware- 
house, in which pipe and steel bars 
were formerly stored. 

Now, Ross-Willoughby has a most 
modern and practical home for its 





Bs cab 


Ross-Willoughby expands space and puts supply house. Entering a door at 
: one end of the building, you find 
on brilliant new appearance for Spring yourself in an attractive reception 


room, which also contains the infor- 
mation desk and telephone switch- 
(Continued on page 122) 


Wis occupancy of the second 


floor completed, The Ross-Willoughby 
Co., Columbus, Ohio, now has all its 
main house activities concentrated in 
one completely remodeled building at 
215 West Spring Street. The firm 
has a branch in Springfield, Ohio. 
The building will be formally “dedi- 
cated”—and the company’s 25th an- 
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: niversary observed—at an industrial 
exhibit and open house to be held 
June 2, 3 and 4. 


(Top) Modern home of The Ross-Willoughby 
Co., Columbus, Ohio. (Right) R. W. Mar- 
tin, Ross-Willoughby's vice-president and 

sales manager. (Below) Corner of the pur- 
chasing department, showing R. E. Davis 
k (left foreground), assistant purchasing 
aaent; E. M. Birkenbach, purchasing agent; 
and Georgia McMahon. (Right) Portion of 
Ross-Willoughby's big stock of wire rope. 
Note the manner of handling “remnants” 
(above the reels), all of which are care- 
fully marked for size and construction. 
There's little waste of wire rope in this 
organization. (Right below) A considerable 
section of Ross-Willoughby's pipe stock in 
the one-story extension of the main build- 
ing. Note the lightness and roominess of 
this warehouse. The company's garage and 
“drive in’ for customers is in the front part 


of this building. 
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that help sell 


@ Simplified selling is the 
answer to present-day 
sales conditions. Indus- 
try is moving at high 
speed. Buyers have no 
time to waste. Quick 
action is necessary to 
meet their needs. 

These facts are recog- 
nized by “Brush Con- 
scious” Salesmen of Os- 
born Distributors. The 
standard line of Osborn 
Brushes makes possible 
quick action to meet most 
brush needs of Industry. 

But Industry demands 
good brushes .. . brushes 


High grade hardwood 


handle properly —> 


shaped to fit the hand 


Nickeled ferrule se- 


curely fastens handle a all 


to brush part. 


Bristle is vulcanized 
in rubber by slow 
process to protect 
natural oils of bristle 


and prolong its life. 


Pure Chinese or Rus- 
sian Bristle of high 
quality is used in 
Osborn Paint and 
Varnish Brushes. 


made to help men per- 
form good work quickly. 
For example, the stand- 
ard line of Osborn Paint 
and Varnish Brushes is 
“stripped for sales ac- 
tion.” Popular, fast-sell- 
ing, most-needed brushes 
make up the Osborn line. 
And every brush is made 
to assist workers do good 
work quickly. 

Important points that 
recommend Osborn Paint 
and Varnish Brushes to 
industrial users are illus- 
trated and explained 
herewith. 


Hardwood plug helps bristle to 
hold its natural inward curve 


to properly shape the brush. 


Note “reservoir” formed by hard- 
wood plug. This feature helps hold 
more paint in the brush with result- 


ant time-saving advantage to user. 


Expert brush makers turn natural 
bend of bristle toward center of 


brush to give it correct shape. 
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@ Pure Bristle of high quality is 
used in most types of Osborn Paint 
and Varnish Brushes. The only 
exceptions are brushes made of 
soft hair for flowing work and 
certain types of Kalsomine and 
whitewash brushes. 

You can identify Pure Bristle 
by the Flag or split ends. Only 
Pure Bristle has this characteristic. 
The Flag of Pure Bristle has two 


important functions as follows: 


@ At left, note how the split ends or Flag of Pure Bristle 


‘hold the vehicle (represented by shading) in the brush 


prior to use. This prevents wasting material between 
actual applications. 

When brushing action starts, the pressure on the 
bristle releases the vehicle past the Flag or split ends 
which then function to spread the vehicle smoothly and 
evenly upon the surface. Only brushes made of 
uniformly high quality Pure Bristle can do the best work. 
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® The chief sales points about the entire group of standard Osborn 


Paint and Varnish Brushes may be summarized as follows: 


») 


. A correct type and size of brush for practically every need. 
2. Every brush made to conform to highest standards. 
3. Uniformly high quality and dependable performance. 


4. Unsurpassed purchasing economy for industrial users. 


With these strong sales factors 


to back them up, Salesmen of 


Osborn Distributors are developing increased business constantly. 


And every new customer means repeat business 99 times out of 100! 


JHE OS80RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE 


Sales Offices: New York » Detroit 


. CLEVELAND, OHIO 


. Chicago - San Francisco 



















MILES TPS 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 


through digesting. 


Where the reader's interest is particu- 


larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Parts for Diesels 


THE FOLLOWING LISTS are mini- 
mum parts that should be carried for 
the different types of engines: 

4-cycle air-injection engines, 6-cyl. 
or more. 

2 spray valve and cage assemblies 
complete. 

2 spray valves and seats only. 

2 exhaust valve and cage assem- 
blies complete. 

2 exhaust valves only. 

1 set piston rings for power cylin- 
der. 

1 set rings for each stage of air 
compressor. 

1 each of suction and discharge 
valves for compressor. 

1 complete fuel-pump unit for 1 
cylinder. 

1 spring of each type and _ size 
fitted on engine. 





enn 
__ 





Stacked Cable Reels 


1 lub. pump unit for lubricator. 

1 of each type of special gasket 
used on engine. 

1 power piston. 

(On solid-injection engines disre- 
gard the compressor parts.) 


2-cycle, solid-injection engines. 

3 spray valves complete. 

Set of piston rings for largest en- 
gine. 

Complete set of springs for 1 en- 
gine. 

1 complete set of high-pressure and 
special gaskets for 1 engine. 

1 fuel pump complete for 1 cylin- 
der. 

1 piston. 


Added to the above lists should be 
such parts as have been found to 
break often in service. No one type 
of engine has been made perfect yet, 
but the service department of the 


STORING of large reels in a minimum space, yet having them available for 
quickly cutting off any desired length, is a problem that has vexed many indus- 
trial distributors. Here's how it is done by the Pacific Electric Motor Co., Oak- 
land, Cal. Vertical timbers, spaced at varying distances, are secured to ceiling 
joists and to a wood floor sill. Their front edges are faced with flat iron strips 
to which are welded brackets for supporting the reel spindles. Heavy reels are 
moved with a portable crane. Seventy reels are accommodated in this setup.— 


Electrical Wholesaling, February, 1937. 
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builder can make up a list that will 
cover all general breakage. 

As to a work shop, provide a good 
workbench with a combination vise, 
cabinets and lockers for storing tools, 
and supplies, lathe, drill press, 
grinder, and electric drill. The lathe 
should be large enough to take the 
pistons and be equipped with a tool- 
post grinder for facing valves. Hand 
tools should include pipe wrenches, 
cutters and dies. A good supply of 
punches, chisels, hammers, drill bits, 
screw drivers, blowtorch, scrapers, 
soldering outfit, files, and several 
sizes of adjustable wrenches. He 
should have an engine level, calipers 
up to the size of the pistons, and in- 
side calipers for measuring the cylin- 
der bore. And a diesel-engine indi- 
cator for checking the setting of the 
valves and timing fuel injection. 
This will cover the general run of 
engine repairs, with the tools fur- 
nished with the engine—Wm. W. 
Dingwall in Power, February, 1937. 


Salesmen's Nuisance Quotient 


HOW BIG a nuisance are you—to 
yourself, to your customers, to your 
employer? 

If you are a big nuisance, your 
chance for success is slim, for you 
are engaged in a business of personal 
contact. 

Here are 20 nuisance factors— 
read them, allow three minutes for 
each for a detailed study of yourself 
on each question. Mentally review 
the last week’s calls. Think of each 
call in relation to the question. Then 
honestly write your answer. 

If you score between 25-75 it’s 
thumbs up for you. If more than 175, 
thumbs down. 

Yes = 10; Frequently = 8; Some- 
times = 5; No. = 0! 

1. Are your interviews long-winded, 








TABLE ON HAND TRUCKS—Classification 
of running gears and styles of upper struc- 
ture are set forth in an informative chart 
that also contains 20 illustrations of differ- 
ent hand truck styles—The Iron Age, March 
18, 1937. 


BOLT AND NUT PROGRESS— The seldom 
appreciated nut and bolt are given deserv- 
ing attention in an article that points out 
the brains and effort now being applied to 
keep these lines in step with industrial 
progress.—-The Iron Age, March 18, 1987. 


PROCESS INDUSTRY REVIEW—Chemi- 
cals: Where they come from and go, trends 
in distribution of chemical raw materials, 
economic conditions affecting their supply 
and demand. Here is a definite contribu 
tion to a better understanding of what has 
been called “the least common denominator 
or industrial progress.”’"—Chemical & Metal- 
lurgical Engineer, February, 1937. 


PETROLEUM REVIEW — 1937 demands 
should require 38,000,000 barrels more 
gasoline than the record year, 1936, says 
the forecast in this review issue that pre- 
sents an extensive survey of the petroleum 


- industry in its present prosperity.—-Owul and 


Gas Journal, January 28, 1937. 
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Actual Unretouched 
Photographs 





THERE IS A DIFFERENCE 
BETWEEN CUTTING AND SQUEEZING 


The bar on the left has been cut with a four knife cutter. The bar on the right has 
been squeezed through with a whe el cutter. One has a heavy burr, the other a clean, 
smooth, square-end cut, so there is a difference —— A VAST DIFFERENCE. 


A “TOLEDO” No. 999 uses a four knife cutter as shown below. It cuts all kinds of pipe 
— steel, wrought or cast iron, brass and copper easily and smoothly and leaves no 
burr. 2” pipe is cut off in 8 seconds with a “TOLEDO” No. 999 and threaded in 22 
seconds. The “TOLEDO” No. 999, most popular of all small portable power pipe ma- 
chines, will cut and thread 4%” to 2” pipe and will turn out more work in a day’s time, 
than any other small portable power pipe machine on the market. 


Your customers will find a “TOLEDO” No. 999 the most satisfactory of all small port: 


able power pipe machines. Recommend it when speed, performance and service are 
desired. 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 


MILL SUPPLIES © APRIL 1937 





37 





rambling and wasteful 
tomer’s time? 

2. Are the contents of your sales 
portfolio dog-eared, dirty, disorderly 
and incomplete? 

3. Do you interrupt the customer 
when he is talking? 

4, Are you ever unaware of your 
customer’s problems and how your 
product fits his needs? 

5. Do you ever forget to plan 
your sales strategy for your call, 
based upon statements and reactions 
obtained on the previous interview? 

6. Following your interview with 
a customer, do you neglect to write 
a letter thanking him for his time 
and reiterating your major sales 
point? 

7. Do you ignore dramatic tech- 
nique and showmanship to empha- 
size your sales points? 

8. Are your reports to the home 
office vague and lacking detail which 
prohibits constructive assistance to 
be given? 

9. Do you ever under-rate the in- 
telligence of the customer? 

10. Do you ever overstate the value 
of your product or oversell in any 
manner? 

11. Does any part of your speech, 
wearing apparel or personal habits 
suggest ungentlemanliness? 

12. Are you resentful to, and close- 
minded about criticism and direction 
from headquarters? 

13. Do you ever forget to devote 
a good part of every interview to 
“listening” so that you may learn 
what the customer’s needs are? 

14. Do you “get the order” even 
if you have to resort to a method 
which may reflect upon you and your 
employer? 

15. Do you call more frequently 
upon those prospects who are friends 
than you do upon those prospects 
who are not friends? 

16. Do you speak of your product 
and its merits in a monotonous, un- 


of the cus- 


barrels daily of 30.3 gravity oil, with 
430,000 cubic feet of gas through a 
55/64-inch beam. 

Two achievements stand out as 
worthy of special mention in the drill- 
ing of the Ventura record breaker. 
The first is the straight hole record 
established by the crew; the second 
the skill with which casing was set. 

In determining the proper weight 
on the bit several major factors were 
considered by Associated’s engineers; 
namely, the size of the hole, the type 
of bit being used, the nature of the 
formation being cut and the weight 
of the drill collars at the lower end 
of the string. 

The McGonigle well was drilled in 
a locality where the dips were steep. 
Not nearly as much weight was car- 
ried on the bit as would have been 
possible had the crews been drilling 
in a nearly horizontal formation. 
Weight concentration immediately 
above the bit had to be carefully 
gaged, the trick being to provide 
weight sufficient for efficient opera- 
tion of the bit on bottom, at the same 
time maintaining a straight string 
of drill pipe below the rotary table. 
Drill collar weight was governed by 
the weight required for the bit, with 
a surplus sufficient to keep the drill 
pipe hanging vertically. Cutting pe- 
culiarities of different types of bits 
were taken into consideration. Care 


was taken that the rotary mud was of 
the character and volume best suited 
to the formation being drilled and the 
cutting tool. 

With the crews using 8-inch 46.5- 
pound drill pipe, 243-inch hole was 
drilled to 850 feet, where 18§-inch, 
84% pound surface casing was ce- 
mented. 

Drilling was resumed April 3 with 
6-inch, 25.2-pound drill pipe and a 
17-inch hole drilled to 6025 feet, drill 
pipe being used between 2492 and the 
former depth. At this point in the 
hole 13%-inch, 61 pound casing was 
cemented 10 feet off bottom. 

On May 28 drilling was resumed 
in McGonigle with 5-inch drill pipe 
and 123-inch hole carried to 8102 
feet, where a string of 46- and 55- 
pound casing, with a total weight of 
400,000 pounds, was run and ce- 
mented. 

On August 20 the crew began mak- 
ing up 15.5-pound, 3-inch external 
upset drill pipe and well was drilled 
ahead to 10,569 feet. On December 
15, 10,007 feet of 224-pound casing 
was run into the hole and a truck 
drove up and did the cement job. 
Liner was run to bottom with 539 feet 
of perforated pipe. 

On January 16 the well was 
swabbed in. About 500 feet of oil 
bearing strata are exposed in the well. 
—Petroleum World, February, 1987. 


Speeds and Feeds for Stellite J-Metal 





AVERAGE CUTTING SPEEDS AND FEEDS FOR TURNING, 
FACING AND BORING WITH HAYNES STELLITE J-METAL 





HARD 
MATERIAL CAST IRON 


MEDIUM MALLEABLE 
CAST IRON IRON 





Feed 
per 
Rev., 
in. 


Cutting 


Type of Cut > per 


min. 





Cutting 


Feed Cutting Feed 
peed, per Speed, per 
ft. per Rev., ft. per Rev., 





enthusiastic manner which might in- 
dicate a lack of sincerity and confi- 
dence on your part? 

17. Do you keep emphasizing price 
as a major point in your solicitation? 

18. Do you bury the benefits which 
your product will give the customer 
under a mass of unnecessary detail? 

19. Are you ever high hat, rude or 
discourteous in any way to your cus- 
tomer’s office boys, secretaries or tele- 
phone operators? 

20. Do you ever conclude an inter- 
view without a definite request for 
an order? — Sales Management, 
March 15, 1987. 


Rough Turn 


Finish Turn 


60-90 
150-175 

60-90 
150-175 

60-90 
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150.200 
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150-200 


020 .035 
020 .035 
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Rough Face 
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Rough Bore 
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MATERIAL 3115 


COLD ROLLED 
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Cutting Cutting 


Type of Cut ft. per 
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60 125 | .015 .030 
125 200 | .010 .020 
60-125 | .015 .030 
125.200 | .010 .020 
60.125 | .015- .030 
125-200 | .010 .020 


125-175 
150-200 
125-175 
150-200 
125-175 
150-200 


.020 .030 
.010-.020 
020 .030 
.010-.020 
.015-.030 
.010-.020 


Rough Turn 200-300 
300-400 
200-300 
300-400 
200 -300 
200-350 


-020-.035 
.010-.020 
.020...035 
.010-.020 
-015-.030 
.010-.020 


Drilling the World's Deepest 
Oil Well 


THE DEEPEST producing oil well 
in the world was completed on Jan- 
uary 16 by Associated Division of 
Tide Water Oil Company. Its Mc- 
Gonigle No. 12 was placed on pro- 
duction from 10,569 feet flowing 536 
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—American Machinist, March 10, 1937. 
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DRIVING PAPER MACHINES 


An investigation has recently been 
made into the merits of individually 
driven paper machines and group 
driven paper machines. During the 
investigation, one very prominent 
paper mill engineer stated that the 
group-driven paper machine does ev- 
erything the motor-driven paper ma- 
chine can do, and it is a lot easier 
to manage. 

Unless a plant is staffed with a 
maintenance engineer with years of 
experience in working with the motor- 
driven paper machine, it is likely to 
experience much costly grief. When 
anything goes wrong on an individu- 
ally motored machine, it is usually so 
hard to get it right and takes so long 
and wastes so much more production 
time before it is running smoothly 
again, that the advantages claimed 
for this method of driving are over- 
shadowed by the difficulties, espe- 
cially considering the tremendous ex- 
tra first cost per machine. We under- 
stand that one of the largest paper 
machine manufacturers in the coun- 
try does not recommend individually 
driven machines, but only supplies 
them if the customer insists. 


NEW ORLEANS CLUB GREETS 
IMPORTANT VISITORS 


On February 11 the New Orleans 
Club held an important meeting, at 
which they entertained as speakers— 


R. E. S. Geare, V.P., L. H. Gilmer Co. 
John Krauss, Pres., L. H. Gilmer Co. 
B. A. Keiley, Pres., R. & J. Dick Co. 


From all reports the meeting was a 
very fine one, and from the contented 
look on the faces of the members 
shown in the picture below a good 
time was enjoyed by all. 

The executives of the member com- 
panies of the Council travel constantly 
around the country and are always 


40 


glad to attend a club meeting where- 
ever possible, and give to the mem- 
bers a short talk. If club officers 
would ask their members to report 
to the club secretary when a visit 
from the “Big Chief” is expected, 
many fine meetings could be arranged. 


M.G.D. WITH CHAINS 


Diamond Chain & Mfg. Co., Indian- 
apolis, Indiana, has found that they 
cannot afford to operate their equip- 
ment in any other way than Modern 
Group Drive. 

About 98 per cent of all their ma- 
chines are group driven. The motors 
are mounted on the ceiling with chains 
driving the lineshafts and a few coun- 
tershafts, and with belts running from 
shafts to machines. Most of the ma- 
chines are automatic types—punch 
presses, bushing-forming presses, mul- 
tiple drills and assembling presses. 
The groups range in size from four 
to twelve machines and are all in 
conformity with M.G.D. principles. 


Conducted by 


VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


M.G.D. AT THE 
NATIONAL POWER CONFERENCE 


On February 16 there was held in 
Chicago the National Power Confer- 
ence. Prof. Victor L. Sherman, Lewis 
Institute, Chicago, in his speech, 
“What Determines Group or Individ- 
ual Drive?” stated: 

“In planning the drive, consider how 
it contributes to the final product; 
that is, instead of planning the drive 
as related to individual machines, 
study its relation as the prime mover 
of the unit of production, which unit 
may consist of one or a number of 
machines.” 

Mr. Sidney I. Cole, President of 
Industrial Erectors, Inc. of Chicago, 
in his talk, “What Is Efficient Group- 
ing?” gave his definition of an effi- 
cient group drive as— 

“A co-ordinated and useful assem- 


C. E. Brinley, Chairman of the Board of Power Transmission Council, Inc., and President 


of American Pulley Co., recently passed through a severe illness. 


He is now back at his 


office, where A. P. Homer, President of the Council, and the writer called upon him. 
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bly of machines operated (driven) eco- 
nomically and efficiently. To estab- 
lish efficient grouping requires con- 
sideration of four factors: Produc- 
tion cycle, load cycle, characteristics 
of the individual machines and the 
combination characteristics of the en- 
tire group.” He further stated, 
“From 25 to 35 per cent of industrial 
equipment does not permit combining 
efficiently and so must be eliminated 
from group drives. The remaining 
65 to 75 per cent of machines may 
be driven either individually or in 
groups according to the limitations 
of the particular production cycles 
and requirements.” 


CONN. CLUB MEETS AT 
MEADOWBROOK COUNTRY CLUB 


On Thursday, March 11, the Con- 
necticut Power Transmission Club 
had a gala get-together at the Mead- 
owbrook Country Club at Hamden, 
Conn. There was a splendid turnout 
of members, and the traditional good 
time was had by all. 

A. P. Homer, President of Power 
Transmission Council, Inc. gave an 
inspirational talk on “The Connecti- 
cut Club and Its Future.” Following 
Mr. Homer’s talk a lively discussion 
ensued. The consensus of opinion was 
that a more rounded membership to 
take in all phases of transmission 
equipment business was highly desir- 
able. It was felt that heretofore not 


enough emphasis has been placed on 
the electrical angle. 

Talks were given by William Con- 
nerton, President and C. A. Wallace, 
Secretary of the Conn. Club, and by 
J. E. Holway of Power Transmission 
Council on “Modern Group Drive and 
Power Costs.” 


NEWARK CLUB 
HOLDS JOINT MEETING 


One hundred twenty-three members 
and guests of the North Jersey, New 
York, and Trenton Power Transmis- 
sion Clubs attended a recent meeting 
of the North Jersey Power Transmis- 
sion Club, at Newark, N. J., to which 
the other Clubs were invited. 

William Staniar, Mechanical Power 
Engineer of E. I. du Pont de Nemours 
& Co., was the principal speaker of 
the evening. Mr. Staniar presented a 
most comprehensive paper on the sub- 
ject of “Choosing the Correct Mechan- 
ical Transmission Method.” 

At the close of the meeting, Mr. 
Staniar, who is Honorary Member No. 
1 of the North Jersey Power Trans- 
mission Club, was presented with a 
beautiful pen and pencil set in appre- 


ciation of his interest and assistance. 


ANOTHER M.G.D. INSTALLATION 
COMPLETED IN CHICAGO 


A prominent Chicago electrical firm 
is to be congratulated on its modern 





installation of group drive, which was 
made despite handicaps of such mag- 
nitude that some, less familiar with 
the features of M.G.D. might have 
easily allocated the job as being one 
for individual drive. 

Moving last summer into a new 
plant, it was found that the new build- 
ing was something less than ideal for 
the erection of hangers and shafting. 
Roof trusses were very light, scarcely 
strong enough to carry the roof load 
alone. 

Due to necessary changes from time 
to time in the arrangement of ma- 
chinery, M.G.D., with the _ steel 
stringer construction as illustrated in 
the Red Book presented to them by a 
Chicago Club member, was not desir- 
able. How to support the stringers con- 
stituted the main problem, however. 

This problem was very simply 
solved by the erection of steel pipe 
columns, consisting of 3” pipe, flanged 
at each end and fixed to the channel 
stringers as shown in the sketch pub- 
lished in the March P.T.C. News. 

This construction provides ample 
support for the transmission system 
and relies on the roof trusses for prac- 
tically nothing except protection 
against sway. 

A clever feature of the design was 
the location of motors which drive 
the two lines of shafts in the punch 
press department. These were located 
side by side on a motor platform 
mounted on channels. 


At the February meeting of New Orleans Power Transmission Club. 
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“BE te 


LAC I 


“YOUR 
CUSTOMERS 
WANT THE 


advantages of Clipper Belt 
Lacing Hooks. 


f 
i 
? 
AC. 
fC Your customers want the added 


A 1937 improvement — the New RE- 
INFORCING STRIP — has greatly in- 
creased user preference. 

The REINFORCING STRIP strength- 
ens the carding — helps hold the hooks in 
perfect alignment—and preserves the 
unused portion of the card of hooks for 
future lacings (against even rough han- 
dling or carelessness). 


CLIPPER BELT LACER COMPANY 


waste. NO part of the carding remains to fly off, or 
prevent proper imbedding. 


N G 
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STRIP!” 


says Col. Clipper 


OTHER CLIPPER ADVANTAGES: 
-reinforced tongue edge of card—fingers 
protected against snagging—carding easily 
removed; therefore—hooks can be im- 
bedded flush—no flying remnants to in- 
jure—flexible joint conforming to crown 
of pulley—full area for connecting pin is 
provided. 


Col. Clipper tells the story of the NEW 
REINFORCING STRIP in a half-page 
advertisement in the Saturday Evening 
Post for April 10th. 


GRAND RAPIDS, MICH., U.S. A. 


UNUSED portions of the hook card are preserved 
even against rough usage. Clipper Speed Lacers im- 
bed lacing hooks flush in a single operation. 


Ls 
1 


EQUIPMENT 








SUPPLY SALES 





JFMAMJJ ASONDJ FMAMJJ ASONDJ FMAMJJASONDJFMAMJJ ASONDJF MAMJ J ASONDJ 









++ b+ b+ 


++ $4 4 


NORTH ATLANTIC STATES 














Fm MAAR APR. MAY JUNE JULY AUG. SEPT OCT. NOV DEC 








SOUTHERN STATES 











PE ROR SE TRI EO NOV. DEC. 


160 
150 
140 
130 














MIDDLE WESTERN STATES 











_ 1002 Average Monthly Sales, 1923-1925 >» 





SHORT month, two extra holidays (in some sections) and 
the continuance of "'strikus sitdownus" account for the drop in the 
February Sales Indicator from 109.8 in January to 103.4. Eastern 
sales remained strong but Middle Western distributors were hit 
fairly hard. Orders dropped considerably in size, from $21.90 to 
$17.06, but were more numerous for each day worked, 125 4s 
compared with 92. 
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THIS WRENCH SELLS EASILY! 


SQUARE SHOULDERS 


F'ikst, ii c .. square shoulders 
on slidit ide positive bearing 
against working stress, permitting thicker “web” 
on jaw without increase in head thickness. 
SECOND, new materials .. Williams’ “Adjustable” 
Wrench is drop-for d from a special grade of 
carbon steel d is accurately heat treated. 
THIRD, this is actually the strongest carbon-steel 
wrench of its type made today .. and it’s fully 
guaranteed. 
FOURTH, it bears Williams’ brand .. the mark of 
wrench quality for more than fifty years. 
FOUR BIG REASONS why Williams’ “Adjust- 
able” Wrench is a big profit builder for you. 


In the Orange Box, Williams’ “Adjustable” in 
natural polished steel finish, or sen nished at 
lower price. 

In the Silver Box, Williams’ “Superjustable” 
BoE RIOR OROP-FORGED To same superior design, but drop-forged from 


OL , 
‘- Chrome-Alloy steel, handsomely chrome-plated 


USTA slim-jawed, light, strong. Both in five sizes, 4 to 12”, 
C 75 Spring St., New York 
W REN H 3 .) Headquarters for: Drop-Forged Wre (Carbon and Alloy), Detachable 
Socket Wrenches, “C” *, Lathe Dogs, Tool Hold , 


’ ye Bolts, Hoist 
Hooks, Thumb Nuts and Screws, Chain Pipe Tongs and V + ete., ete., ete, 
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Purtell Elected President 
Of Billings & Spencer 


W. A. “Bill” Purtell was elected 
president of the Billings & Spencer 
Co., Hartford, Conn. at the annual 
meeting of the distributor’s officials 
recently, while Frederick C, Bil- 
lings, who has been president of 
the company for many years, was 
made chairman of the board. Mr. 
Billings will continue his active in- 
terest in affairs of the company. 

Mr. Purtell is also president of 
The Holo-Krome Screw Corp., an 
office which he will continue to hold 
in administering the affairs of the 
manufacturing company. 

He is a member of the American 
Society of Metals, the American 
Supply & Machinery Association, 
the Rotary Club, Hartford Club, 
and is active in veteran organiza- 
tions. 


5% 
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Moreau Adds Two Warehouses, 
Sponsors Radio Broadcasts 


Two large warehouses have been 
added to the facilities of J. J. Mo- 
reau & Son, Manchester, N. H., to 
handle the expanding business this 
distributor is enjoying in building 
materials and lumber, according to 
L. H. Chalifour, and a new 130x30- 
ft. showroom has been arranged 
for selling and displaying the firm’s 
complete line of industrial and 
domestic supplies. 

The building material depart- 
ment, which was extended last year 
to include everything entering the 
construction of a modern home— 
from cement, lumber, and insula- 
tion to plumbing, hardware, paint, 
roof, electrical and heating equip- 
ment—has been still further de- 
veloped from a sales standpoint this 
year by a house-to-house canvass of 
the city by the outside salesmen. 
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An inside "shot" in the home of The Rayl 

Co., Detroit. A moment after the camera 

clicked, all were back hammering away at 
their jobs. 


As evidence that 
the Twelfth Anniver- 
sary Party of the 
Pulver Machinists 
Tool Co., was a 
huge success, we of- 
fer these pictures 
snapped during the 
festivities. 


By sponsoring local radio broad- 
casts, some with the distributor’s 
department heads making short 
talks, the firm obtained some broad 
publicity in Manchester, which has 
been effective in stimulating sales. 
Personnel of the company has been 
increased to over 100 employees. 


E. A. Kinsey Co. Holds ‘Annual 
Sales Meetings 


The E. A. Kinsey Co., Cincinnati, 
held its annual sales meetings for 
both the home office and Indiana di- 
visions in the Cincinnati Club, 
March 12 and 13. The meetings are 
usually held earlier but were post- 
poned this year because of the 
flood. 

Activities in connection with the 
sales meetings opened on the eve- 
ning of March 11 when all mem- 
bers of the Kinsey organization 
were guests of the management at 
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a dinner, at which Tel Berna, gen- 
eral manager of the Machine Tool 
Builders’ Association, was the guest 
speaker. The entire organization 
were again guests of the manage- 
ment at a dinner and entertain- 
ment on the evening of March 12. 
March 12 was given over to a 
meeting of the sales staff of the 
supply department, while the ma- 
chine tool department sales staff 
held its meeting March 13. The 
principal feature of these sales 
meetings was the assignment of 
quotas for each salesman on each 
of the company’s major lines for 
1937 and thorough discussion of 
same. While manufacturers were 
not represented at the meetings, 
each had submitted his suggested 
quota of sales on his line during 
the year, as has been the practice 
in the past. W. J. Radcliffe, presi- 
dent of The E. A. Kinsey Co., states 





that in 1936 the company’s sales 
staff materially exceeded the sug- 
gested quotas of manufacturers. 


Bostwick-Braun Purchases 


New Bulk Warehouse 


The Bostwick-Braun Company, 
Toledo, Ohio, has purchased the 
seven-story warehouse formerly oc- 
cupied by the Standard-Simmons 
Hardware Co., on Erie Street. This 
building will be used for the stor- 
age of bulk goods. Bostwick-Braun 
has recently given up the retail 
hardware end of its business and 
is devoting all its attention to in- 
dustrial supply and wholesaling ac- 
tivities. The industrial department 
in the main office and warehouse 
building at Summit and Monroe 
streets is being completely re- 
vamped to provide the latest facili- 
ties for the conduct of this branch 
of the company’s business. 














are being opened up for you as your customers read this advertisement 
RTU in the April issue of Mill and Factory and the April 7 issue of American 
Machinist. Demonstrate Van Dorn Sanders and you'll sell them! 


PORTABLE 
ELECTRIC 
SANDERS 


with More Power 
for Less Money 


NEW 7-INCH STANDARD SANDER (illustrated) built for contin- 
uous service— with all the power and ruggedness of the Van Dorn 
Sander which sold for $75.00 a year ago ..... ONLY $53.00. 


NEW 7-INCH JUNIOR SANDER —a powerful tool for intermittent 
service at the lowest price in Van Dorn history. ONLY $39.50. 


NEW 7-INCH HEAVY DUTY SANDER — built for high speed use 
on continuous production work; more powerful than the high speed 
sander which formerly sold for $85.00 -...e++. ONLY $75.00. 


NEW 9-INCH STANDARD SANDER— power has been stepped up 
and the price marked down from $88.00 to.. ... ONLY $78.00. 


Ask your Van Dorn Jobber for a demonstration or write for catalog 


The Van Dorn Electric Tool Co., 735 Penna. Ave., Towson, Md. 
(Div. of The Black & Decker Mfg. Co.) 


‘b 


FOR POWER SPECIFY 


PORTABLE ELECTRIC TOOLS 
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John S. Krauss (third from left) president 
of the L. H. Gilmer Co., Philadelphia, 
thought it was to be "dinner with a few 
friends." But it proved to be a huge sur- 
prise dinner in honor of his 25th year as an 
executive of the firm. 


Represented here are 219 years of service 
with one company. It's the Quarter Cen- 
tury Club of the Interstate Machinery & 
Supply Co., Omaha. Seated, left to right: 
Carl Johnson, John Young, James Lynch. 
Standing, E. B. Anderson, D. M. Edgerly, 
G. C. Edgerly (president), C. P. Segura. 


Herrmann Joins Herrmann 


Otto Herrmann, Jr., has joined 
the sales staff of Otto Herrmann, 
Inc. of Glendale, L. I., New York. 


Lots of enthusiasm in this recent sales 
meeting of Chase, Parker & Co., Boston. 


Worthington Executives Resign, 
Vacation and Return to Work 


C. H. Bleil, a director of The 
George Worthington Co., Cleveland 
and who was with the organization 
for over 50 years, has resigned. 

H. E. Hulburd, president, went 
to Bermuda for a rest at about the 
same time that Harry Reddle re- 
turned from his home, “Hardly 
Able” at West Palm Beach. 


Leroy Kendall Announces 
New. Lines and Birth of Junior 


Leroy Kendall, Kendall Hardware 
Mill Supply Co., Battle Creek, 
Mich., has announced that his com- 
pany is now handling Alemite and 
Dayton Cog-Belts and, what is more 
important, that Leroy Kendall, Jr. 
has been added to the organization. 
Weight at joining—eleven pounds, 
2 ounces. 
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More to sell 


means More Sales 
and MORE PROFIT 


Every ARMSTRONG line offers more to sell—not 


only full lines but more quality and features. 


ARMSTRONG VANADIUM Wrenches—are not only 
alloy steel they are special Chrome-Vanadium (the 
more costly alloy). 

ARMSTRONG Socket Wrenches also 
Chrome-Vanadium Steel, come in all sizes 


rz» all weights, with all handles, extensions and 
ratchets and in addition have the Drivelock 
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ARMSTRONG 






Feature that locks socket to driver, driver to ratchet,—makes 
of each assembly a safe, rigid tool. The Drivelock is more than 
a locking device. It works with a// sockets without special tools. 
ARMSTRONG Carbon Wrenches too, have extra features: 
Forged from special steel,—heat treated. Accurately milled 
to all standard openings a// sizes singly and in sets. Finished 
in black, baked enamel, heads ground bright and marked for 
size. They offer more to sell in designs, finish, balance, handi- 
ness and strength. 

Sell "ARMSTRONG" and you have more to sell — more 
profit, MORE PROFITS. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 


305 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York 
San Francisco © London 


ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 





























| ON DODGE 
ROLLING BEARINGS 


With industry’s production schedules gaining 





more sizeable proportions—the matter of 
transmitting power from source to point of 
utilization is of chief concern because it vitally 


affects production costs. 


Dodge Rolling Bearings have long been 
serving all branches of industry under all 
conditions— They are rugged, sturdy and 
reliable and able to absorb the shocks and 
stand up to severe, continuous service— They 
es are important to low-cost power transmission. 


new catalog of 
Dodge Rolling 








Bearings is 





. now ready. A 


copy will be 


sentonrequest. 
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There is a standard type of hanger bearing, pillow 








d block or unit mount for every service. They are 

completely assembled, factory adjusted, pre-lubri- 
n cated units ready to install on a shaft— Dodge 
i manufactures a complete line of power transmitting 
d equipment—"‘The Right Drive for Every Job.” 
d ° 
y DODGE MANUFACTURING CORPORATION 
n. MISHAWAKA, INDIANA 

U. S. A. 











. 2 There is Added 
7, Value in the Name Dodge 
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PLANT SHOTS THAT SPELL SALES (Continued 


54 
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High intensity uniform lighting is achieved in this auto- 
mobile stamping plant by use of high bay reflecto- 
units. Vertical as well as horizontal surfaces receive 


needed light. 


Two pillow blocks have a showdown with friction on a 
chain drive. Tailor made for the bearings, they assure 
permanent fit and protect bearings from dirt and 
moisture. 

This multiple dado grooving unit is cutting three grooves 
in one operation—one 26-ins. wide by 5/I6-in. deep 
and two ¥%-in. wide by %-in. deep within that. Uni! 


- makes 250 such cuts per hour. 










































The arm of this press was broken off completely. To 
save purchasing a new arm, an iron support was formed 
to fit inside the curve of the arm and welded through. 
A second support was formed on the outside of the 
casting, then welded through to the underside support 
and arcund the sides of the press arm. Total cost of 
job, $16.75. 







strapclamp has an elongated slot, ser- 
is said to save much time 
presses 


This one-piece 
rated washer and tap face, 
in securing work on planers, boring mills, drill 


lathe face plates and milling machines. 
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YOUR CUSTOMERS roi issue ot American Machinist. Carry samples and close the sales. 


WE W 6-INCH JUNIOR BENCH GRINDER 


Here's the greatest bench grinder value ever 
offered by Black & Decker. Large sales volume has 
brought about quantity production, enabling us to 
offer you a high-quality grinder at a bargain price. 
This new 6” Junior Bench Grinder has a full 14-H.P. 
Motor, anti-friction ball bearings, strong, light alloy 


housing, extra wide wheel guards, tool rests that are 


Ble 


World’s Largest Manufacturer of 


both adjustable and removable, coarse and fine grind- 
ing wheels, starting switch, 3-conductor rubber covered 
cable with plug—and you get all that for only $19.95. 
See the 6” Junior Bench Grinder at your jobber’s —let 
him point out its many features—or write for a com- 
plete catalog today. The Black & Decker Mfg. Co., 736 


Pennsylvania Avenue, Towson, Maryland. 


ee ae 
S BLACK & DECKER 
ey 


PORTABLE ELECTRIC TOOLS 
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Len Years 4go IN MILL SUPPLIES 


— é Arrer NEARLY FIFTEEN 
Ore) = — e Se) YEARS SPENT IN THEIR ORIG- 


INAL* HOME” AT 37 SOUTH 
CLINTON STREET, CHICAGO, 
HARRY BARRETT AND JAMES 
G, CHRISTIE, PRESIDENT, AND 
SECRETARY-TREASURER, RES- 
PECTIVELY OF THE BARRETT- 
CHRISTIE COMPANY, MOVED 
THEIR BUSINESS SEVERAL 
BLOCKS NORTH TO 108-110 
NORTH CLINTON STREET. 














ROA KS 
‘ AN & eS 
CHARLESTON 


AL THREE -DAY ‘OPEN HOUSE" 
HELD BY THE KNAPP SUPPLY 
COMPANY, MUNCIE, INDIANA, 
MARKED ‘ITS OCCUPANCY OF 
ITS NEW HOME AT OHIO AVE- 
NVE AND DUDLEY STREET 
ON MARCH 911927. 


-—\- o4-~--- 


THE CASANAVE SUPPLY 
COMPANY, PHILADELPHIA, 
WAS GETTING READY TO 
MOVE INTO NEW QUARTERS 





"THE CAMERON AND 
BARKLEY COMPANY ENTER- 

ED ITS SIXTY-SECOND YEAR 

WITH FOUR ESTABLISHMENTS 
AND SPLENDID ORGANIZATIONS SERV- 
ING THE SOUTHEAST. FOUNDED IN 1865 AT 
CHARLESTON, THIS COMPANY ORGANIZED A 
BRANCH AT TAMPA IN 1908, ONE AT JACKSON- 
VILLE, 1912, AND A THIRD IN MIAMI IN 1926. 


— | - oO 













> Sa" - ' AT 2028-32 SANSOM 
Taking OVER THE BUSINESS OF THE PETROLIA SUPPLY STREET, WHICH WAS TO 
COMPANY, BIGGS AND COMPANY WAS ORGANIZED IN AFFORD TWICE THE 
WICHITA FALLS, TEXAS. JAMES BjGGS, FATHER OF J,E. FLOOR SPACE TO THIS 
BIGGS, PRESENT PRESIDENT OF THE COMPANY, WAS THE GROWING ORGANIZATION, 
ORIGINAL PRESIDENT: C,C,ROBBINS, NOW VICE-PRESIDENT 





AND SECRETARY, WAS THEN SECRETARY- TREASURER, 


. - — J 


GORGE WINSHIP OF THE FULTON SUPPLY COMPANY, 7 
ATLANTIC, IN HIS HOUSE ORGAN, “FULTON FACTS,” NGERMDILES:CO 
WENT TO BAT WITH A SERIES OF ARTICLES OW ‘yUST | & Y VP ef 
WHAT THE DISTRIBUTOR MEANS TO THE CONSUMER,” PHAS-BETTINGL SUPPLY 
THE TITLE OF THE FIRST ARTICLE WAS,“ THE ANN- \ i 
IHILATION OF DISTANCE,” 


~ oO a al 
S UNbER THE NAME OF THE KLINGER- 
DILLS COMPANY WERE MERGED, TEN 


YEARS AGO, THE TWO BUSINESSES TILL 
THEN KNOWN AS THE DILLS BELTING 
ANO SUPPLY COMPANY AND THE 
KLINGER-DILLS COMPANY. AT THE 
TIME OF THIS UNION, R,T, DILLS, WHO 
HAD BEEN PRESIDENT OF THE DILLS 
BELTING AND SUPPLY COMPANY, 
BECAME VICE-PRESIDENT AND GEn- 
ERAL MANAGER OF THE NEW ORGANIZATION. & 
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MILLERS FALLS 


ADVERTISEMENT 








“GREATER PERFORMANCE” 


“Our hack saw blades are used for cutting, chiefly, what we consider a tough 
job for any blade, Die Steels, and your BLU-MOL blades certainly do the job very 
satisfactorily We have found them to run truly uniform in temper and to 
give greater performance and service than any hack saw blades we have ever 
used ig 


“60% SAVING” 


“In reference to BLU-MOL hack saw blades; we have been using your 17” 
four-tooth blades for almost one year We have 
50% more life than the high 
these blades about 60%, 


found these blades give us about 
: 


speed steel blades. We figure our saving by using 


and highly recommend these blades on power hack saws.” 


“UNEQUALLED SERVICE” 
“These blades are used here for cutting many grades ot Alloy Steels, and 
we are more than pleased with their performance. Plus the fact that these blades 
us unequalled service they cost us considerably less than other blades we 
have used in the past.” 


“UNIFORM TEMPER” 


“You, no doubt will be interested to know that this plant has used your 
BLU-MOL hack saw blades for almost two years, and with exceptionally fine 
results We have found them to run exceptionally uniform in temper, and 
to deliver a performance appreciably greater than any high speed hack saw blades 
we have ever used.” 


Could we say more? 


good opportunities are still open for 


franchises. Talk to our representative or write or wire for particulars. 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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With users as enthusiastic as this about BLU-MOL 
Molybdenum Blades, it’s time for distributors and salesmen to sit up and 


take notice. A few distributor 


Heads New Indianapolis 
Office of ARMCO 


A new district sales office has 
been established at Indianapolis, 
Ind., by The American Rolling Mill 
Company, of Middletown, Ohio, ac- 





AUSTIN EDWARDS 


cording to a recent announcement 
by the company. Offices will be lo- 
cated in the Circle Tower. Austin 
Edwards, for many years associ- 
ated with the Middletown sales dis- 
trict, has been named manager of 
the new Indianapolis district. His 
territory will embrace a 
section of Indiana. 


large 


Foxboro Moves 
Atlanta Office 


The Foxboro Company, makers 
of industrial precision instruments 
and controllers, have just an- 
nounced a change of address for 
their Atlanta office. This change 
became effective March 1. The new 
office is now Room 715, 101 Mari- 
etta Street Building, Atlanta, Geor- 
gia. The new quarters, which are 
much larger than the old ones, were 
necessitated by the rapid growth 
of business in the Southern district. 


Trotman Now An Executive 
with Roots-Connersville 


J. B. Trotman is now with the 
Roots-Connersville Blower Corp., 
Connersville, Ind., as manager of 
the “T” pump division. Mr. Trot- 
man was associated for many years 
with Goulds Pumps, Inc., and is 
well known in the pump field. 











Si 
C 












agnis» ° PONER CISTS Po, 


—SWEET MUSIC FOR THIS MILL OWNE 





8800—Connected to shafting by two flat-belt drives operating ham 
mill, oat clipper and separator, molasses sweet feed plant, corn cutter a 
grader, and incidental mill equipment. Engine operates 40 to 50 hours 
week, consuming 2%; gals. of low-cost fuel per hour. Total fuel-and-lut 
cation cost, about 15c an hour. 






























Sixty days after the McIver Milling 
Co., San Antonio, Texas, had put in 
an 80-hp. “Caterpillar” Diesel En- 
gine, records showed their power 
cost to be ONLY ONE-FOURTH TO 
ONE-FIFTH as much as that of the 


purchased power they formerly used. 





Such evidence of the savings pos- 
sible through the use of this newest 
i" type of power, as perfected by “the 
world’s largest manufacturer of Die- 


> sel engines,” leaves little ground for 





f dispute. . . . Particularly since it can 
is be backed up with hundreds of simi- 
lar cases, in all kinds of industries. 

Diesel power is “going places” by 
leaps and bounds. Users and dealers 


are “cashing in.” 
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" a oe eer 8 cyl.—160 hp. D8800 ....... 
a p1i3000....... 6 cyl.—125hp. D7700 ....... 4 cyl.— 66 
EE oe ee @ 6 cyl.—100 hp. D6600 ....... 3 cyl.— 60 
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CATERPILLAR TRACTOR CO., PEORIA, ILLINOIS / WORLD'S LARGEST MANUFACTURER OF DIESEL ENGIN 

















When an inquiry comes in for Jacks, it’s 
mighty comforting to know you have the 
JOYCE Line. 


@ No “selling off” or substitution is necessary, 
for the JOYCE Line includes a type and size 
for every lifting purpose. 


@ Joyce Jacks have superior mechanical fea- 
tures that are easy to demonstrate. It isn’t 
difficult to convince the P.A. or the Superin- 
tendent that you have what they need. 


®@ Joyce deliveries from the factory are prompt 
and orders appreciated . . . and handled in a 
manner which shows it. 

@ Finally, prices are competitive. 

There is a wide field for the sale of JOYCE 
Jacks to factories, contractors, public 
utilities, railroads, trucking companies, fleet 
owners, etc. With the revival of industry and 
construction, JOYCE Jobbers are enjoying a 
lively demand. Why not cash in on it? 


Our interest lies in helping you. Write 
for more complete details. 


THE JOYCE-CRIDLAND COMPANY 
Dayton, Ohio 


Master Builders of Lifting Equipment since 1873 


eh fod meer Von € 
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Eckhardt to Leave 


_ National Association 


On April 1, George W. Eckhardt, 
executive secretary of the National 
Supply and Machinery Distribu- 


tors’ Association, will become asso- 
ciated with John H. Graham and 
Company, Inc., manufacturers’ sales 





* . a . > ; i 


es “4 


GEORGE W. ECKHARDT 


representatives, 113 Chambers 
Street, New York City, where he 
will be in charge of sales. 

Since November 1, 1933, Mr. Eck- 
hardt has been engaged in trade 
association work, being a member 
of the staff of the George A. Fern- 
ley organization, 505 Arch Street, 
Philadelphia. After the enactment 
of the National Industrial Recov- 


| ery Act, his attention was devoted 


largely to code work and during 
this period he served as corre- 
sponding secretary of the Code Au- 
thority for the Industrial Supply 
At the Pinehurst conven- 
tion in May 1935, Mr. Eckhardt 
was appointed executive secretary 
of The National Supply and Ma- 
chinery Distributors’ Association. 
Since then, he has devoted his en- 
tire time to the work of that asso- 
ciation, rendering an outstanding 
service particularly in building up 
its membership to a total of 351 
distributors, the largest in the 
Association’s history. 

Prior to 1933, Mr. Eckhardt was 
with Henry Disston & Sons, Inc., 
for a number of years as manager 
of sales in their hardware division. 

He enjoys an unusually wide ac- 


| quaintance, both in the hardware 
| and industrial supply trade and as 


a result of his previous experience, 
is fully cognizant of the various 


| problems of distribution, both from 
| the standpoint of the manufacturer 
and the distributor, so that he is 


well qualified for his new duties 
with John H. Graham & Company. 

















he RIGHT HOSE 
FOR EVERY JOB! 


How Many are You Selling? 


Y OUR biggest opportunity for volume on me- 
chanical rubber goods lies in hose and Goodyear 
makes the most complete quality line—a variety of 
styles in all standard sizes for every industrial pur- 
pose, ranging from 3/16” gum tubing to the largest 
size dredging hose. 


In every classification Goodyear gives you several 
different grades—five each in steam, air, water and 
suction hose, for example — engineered to meet 
varying service requirements. In addition Goodyear 
offers many exclusive super-standard items like Style 
H D Asbestos Steam Hose, Emerald Cord Air Hose, 
Style 3158 Rotary Oil Well Drilling Hose, Style H D 
Safety Welding Hose—non-competitive items that 
get you “in” on the hard jobs. 


With the Goodyear line you have a hose to satisfy 
every user—a built-to-the-job hose that will give 
longest service at lowest cost. That is why industry 
uses more Goodyear Hose than any other kind—and 
why it will pay you to feature the complete Goodyear 
line! 


If you are not a Goodyear Distributor there may be 
an opportunity for you to become one. For infor- 
mation, write Goodyear, Akron, Ohio, or Los 
Angeles, California, 


ih 
ff 
ST 


unin 








MILL SUPPLIES @ APRIL 1937 61 





CARBORUNDUM EXHIBIT | 
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AT THE FOUNDRY SHOW 


ATURALLY you are interested in the grind- 
N ing wheels by Carborundum that are 
cutting grinding costs and increasing pro- 
duction in so many foundries of all types. 
Aloxite Brand Aluminum 
Oxide 180 Bond Wheel for semi-steels and hard 


iron...a wheel with increased cutting power. 


There’s the famed 


a high rate of stock removal ...a wheel requir- 


ing far less pressure to operate. 


These great wheels and other 








And there’s the vastly improved Carborundum 
Brand Silicon Carbide Resinoid Bonded Wheel 
for cast iron, brass, bronze and other soft metals. 
Carborundum 
Brand Abrasive and Refractory Products will 
be shown in our exhibit. And experienced sales 
engineers will be there to give you valuable, 
helpful information on any problems relating 


to abrasives or refractories in the foundry. 


BOOTHS 211-213-215 


Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 


THE CARBORUG COMPANY, NIAGARA FALLS, N. Y. 


MILL SUPPLIES @ APRIL 1937 








64 


7100 


The Johnson Bronze Company will pay to any 
Industrial Supply Distributor or his salesman 
the sum of $100 in cash for, in the opinion of 
the judaes, the most suitable trade names for 
both Lead-Base and Tin-Base Babbitts. These 
awards will be $50 each for the name selected 
to represent each type. There is nothing to buy 


nothing to sell and no discrimination. 


This contest is open to any man engaged in 
selling industrial supplies. It is closed to all 
the employees of Johnson Bronze. The judges— 


who’s opinion is final will be: 


Mr. A. E. Paxton. . 
Mr. Hartley Barclay 


. Mill Supplies 
Mill & Factory 
Mr. Wm. Irish, Industrial Equipment News 


IO OTHER REWARDS 


For each of the next ten most suitable names an 
award of a set of handsome bronze book-ends 
(retail value $8.50) will be made. 


Write today for complete contest details and 
descriptive literature concerning the babbitts. 
There is no obligation. We are simply in need 
of good trade names that will imply the quality 
and application of our products. Contest closes 
April 30th. 


BETTER DO IT TODAY! 


JOHNSON BRONZE 


535 S. MILL STREET - NEW CASTLE, PA. 


y ot Pe Ve BEARING HEADQUARTERS 
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Death Halts Prentiss 
Career After 78 Years 


Francis F. Prentiss, chairman of 
the board, Cleveland Twist Drill 
Co., died April 1 at his Pasadena, 
Cal., home. He was 78 years of 
age. Mr. Prentiss was born in 
Montpelier, Vt., was a bank clerk 
three years before going to Cleve- 
land, where he began to manufac- 
ture locks under the firm name of 
Davies & Prentiss. In 1880, with 
J. D. Cox, he formed the firm of 
Cox & Prentiss, manufacturers of 
twist drills. From a beginning as 
a shop that employed 12 men, the 
firm has now grown to its present 
five-acre dimensions and Cleveland 
Twist Drills are known through- 
out the world. 


Johnson Bronze Co. 
Holds Contest 


To secure a suitable trade name 
for Johnson tin base babbitt and a 
suitable trade name for Johnson 
lead base babbitt, the Johnson 
Bronze Company, New Castle, Pa., 
is sponsoring a special contest open 
only to industrial or mill supply 
distributors and their salesmen. 

In the past the Johnson babbitts 
have been known to bearing users 
as tin base and lead base babbitt 
because of their individual metal 
ratios. Johnson tin base babbitt, 
with a high tin to copper ratio, is 
required where bearings are sub- 
ject to high shock or impact loads. 
Johnson lead base babbitt, with a 





Ten of these handsome and clever bronze 
book-ends are included in the prize list. 


high lead to tin ratio, is especially 
adapted to general industrial appli- 
cations where low wear and low 
coefficient of friction is required. 
The Johnson Company desires to 
secure a name for each of these bab- 
bitts that will be especially applic- 
able and provide an effective name. 

Contest closes at midnight, April 
30. Two $50.00 cash prizes are 
first awards with ten additional 
prizes in the form of handsome 
bronze book ends for the five next 
best names for each babbitt. 
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OHNSON GENERAL PURPOSE BEARINGS 

sell equally well to manufacturers of ma- 
chinery as to maintenance men. Especially is 
this true where more than one bearing of a 
size is used. The unusually large range of sizes 
available enables the customer to buy exactly 
according to his needs. Complete stocks — not 
only at the factory but likewise in all of the 
branches—enables you to give excellent service 
to your trade. 


Like UNIVERSAL Bar Bronze, Johnson Gen- 
eral Purpose Bearings are cast in S.A.E. 64; 
80-10-10. This assures your customers of the 


ALTERATIONS 
A 


\ ee DEL Listg. JONSON UNIVERSAL BRONZE / 


THE CONSTANT MARKET FOR 


JOHNSON 


GENERAL PURPOSE 


BEARINGS 


Available in over 700 individual 
sizes, machine finished, ready 





for assembly. 


utmost in bearing performance. Tolerances are 
in proportion to the size of the bearing. See 
our general catalogue for definite facts. 


Every factory and every machine shop is a 
constant user of bronze sleeve type bearings. 
Replacements are being made every day. Work 
with your prospects in determining their needs. 
Show them how they can save both time and 
money by using Johnson General Purpose 
Bearings instead of rough or semi-finished 
castings. A survey of your territory will reveal 
a surprising amount of this type of profitable 
business available. 


- - TO FIT YOUR CUSTOMER’S NEEDS 
c D E 





Styles D and E are recommended for Grease only 


It’s an easy matter to tailor-make a Johnson General 
Purpose Bearing to suit a particular application. Any of 
the illustrated styles of oil grooving can be added. Like- 
wise the length can be changed and any type of oil hole 


or slot cut for very little additional cost. See general 
catalogue for particulars. 

Care deoulll ten exercised in the selection of the type 
of oil grooving. Simplification is the best rule and will 
deliver the best results. 


JOHNSON BRONZE COMPANY 


535 South Mill Street 
NEW CASTLE, PA. 


«<~“y 





Branch Offices and Warehouses 
in Principal Cities 


me [EP Ve BEARING HEADQUARTERS -" 
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TEETH THAT BITE! 


@ All wild animals must fight to live. For self preservation 


nature equips them with sharp teeth, firmly set. 


Atkins spent 80 years engineering saw teeth... giving 
them the proper set to cut wood, ferrous and non-ferrous 
metals, plastics or stone. Expert metallurgists developed 
Silver Steel... the finest saw steel known... which gives 


these teeth their strength and long life. 
That’s why Atkins Saws cut easy, fast and clean... 


That's why they give you the maximum in production with 


a surprising economy and a minimum of benching. 


AIAN 


SILVER STEEL 


yAW) 


SAWS, SAW TOOLS, AND 
MACHINE KNIVES, ETC. 


Atkins Silver Steel Saws have the 
“teeth that bite.” 





E.C. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 
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New Officers Elected 
By Oster Mfg. Co. 





R. B. TEWKSBURY 





A. S. GOULD 


At a meeting of the board of di- 
rectors of The Oster Manufacturing 
Co., Cleveland, manufacturer of 
pipe and bolt threading equipment, 
held March 5, the following officers 
were named: R. B. Tewksbury, 
chairman of the board; Roger 
Tewksbury, president and treas- 
urer; Arthur S. Gould, vice-presi- 
dent; Harry A. Maurer, secretary. 
Mr. R. B. Tewksbury was formerly 
president; Roger Tewksbury vice- 
president, and Mr. Gould secretary, 
while Mr. Maurer was general 
superintendent of the company’s 
plants in Erie, Pennsylvania, and 
Cleveland. 


McConnell Buys for 
McJunkin Supply Co. 


C. R. McConnell has been ap- 
pointed assistant purchasing agent 
for the McJunkin Supply Co., 
Charleston, W. Va. Mr. McConnell 
was formerly with Thomas A. Edi- 
son, Inc., and has had ten years in 
plumbing and _ industrial supply 
business. This firm was recently 
named distributor for Macklin 
grinding wheels. 











. - and you won't have to apologize— 








There isnt a single 
Sandbopor chem’ 


you MM Supply people 











Our policy of Selective Distribution still permits the establishment of Industrial Distributors 
in a few additional open territories 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. and 15 convenient Branches 


BOSTON ¢ BUFFALO ¢ CHICAGO e¢ CINCINNATI @ CLEVELAND e DETROIT © GRAND RAPIDS @ HIGH POINT 
INDIANAPOLIS @ LOS ANGELES © NEW YORK e@ PHILADELPHIA e ST.LOUIS @ SAN FRANCISCO @® TACOMA 








Established 1872 
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Busser Supply Co. 
Celebrates |0th Year 





¢ Salability « Profit « 
© Policy « 


THIS 6-POINT CERTIFIED DISTRIBUTOR PLAN 
Guarantees ALL 3/ 


1. Full Line 4. Protection 
2. Super-quality 5. Good Profit 
3. Economical Price 6. Sales Aid 


A sound foundation for electrical tool sales and profit. 














FEATURE THESE FOR APRIL 


U. S. ¥e” Heavy Duty Drill, 
all Ball Bearing Universal Motor. The 


















most powerful drill of W. J. BUSSER 
its capacity on the 
American Market .. . The story of the 10-year growth 


of the Busser Supply Co., Lewis- 
burg, Pa., was told in both local 


: newspapers last month as that dis- 
der hones. Its rugged construction tributor celebrated its tenth year 


assures long and efficient service under the management of W. J. 

under all operating conditions. | Busser. When Mr. Busser took 

| charge of the concern in 1927 it was 

| principally a plumbing contracting 
business, and under guidance it has 
been developed into a progressive 
industrial distributor. 


especially suitable for 
driving portable cylin- 


U. S. Vertical Feed Angle 
Plate Grinders. Rigidity in 
operation features this line 
of grinders. Applications in- 
clude grinding centers, ream- 
ers, cutters, dies, rolls, 
journals, crankshafts, and 
surfaces. 





U. S. “Utility” Bench and Floor 
Grinders. Shown here is the 7” size... 
one of four U. S. Grinders for bench or 
floor use. Suitable for grinding all types 
of edge tools or other general purpose 
grinding. Designed for continuous serv- 
ice within their rated capacities. 











DRILLS - BUFFERS + GRINDERS 


THE STANDARD OF QUALITY SINCE 1897 


















Workers at the J. M. Tull Co., Atlanta, 
may now be "paged" wherever they may be 
in the house. Reinette Garner, switchboard 
operator, demonstrates how handy the new 
microphone and public address system 
works. 


THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 
Specialties 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope °® “Korodiess” 
Wire Rope © Preformed Spring-Lay Wire 
Rope © Guard Rail Cable 


HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists @ Electric Hoists and Cranes 








at © 


mre © 


@ Any wire rope—al/ wire rope—will wear out even- 
tually. Death is inevitable. But you can combat the 
inevitable— you can delay it—by using longer service 


LAY-SET Preformed. 


LAY-SET invariably gives surprisingly long service. 
That is because it is preformed. Preformed to give 
long, trouble-free wear. Preformed to resist kinking—to 
splice easier—to balanced strand tension. Preformed 
to capably withstand the fatigue of reverse bending. 


Of course, LAY-SET Preformed will wear out—even- 
tually. But with LAY-SET you are doing everything 
possible to combat the inevitable—to reduce your wire 
rope expense to the absolute minimum. 


HAZARD WIRE ROPE DIVISION 


ESTABLISHED 1846 


/p AMERICAN CHAIN & CABLE COMPANY, Inc. 


WILKES-BARRE, PENNSYLVANIA 


P* District Offices: New York, Chicago, Philadelphia, Pittsburgh, Ft. Worth, 
San Francisco, Denver, Los Angeles, Birmingham, Tacoma 


Anta .f. Lae A 
Oe ee vu Af LAM 


LAY-SET (Zcforreed WIRE ROPE 


ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE 
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No. 1523 
Duff-Norton Special 4-Way Chain 
Jack No. 1523 combining head 
lifting, foot lifting, chain lifting 
and claw lifting. 15 ton capacity 





No. 516 
Duff-Norton Automatic Lowering 
Genuine Barrett Jack—a best seller 
everywhere. 5-10-15 and 20 ton 


capacities 


















No. 117 
Single Act- 
ing Stand- 
ard Trip or 
Track Jack 
withthe 
suspended 
pawl. Avail- 
able in 19, 
13,7 and 5 
inch raises. 
15s ton 
capacity. 


No. 2510€ 

Low Height 
Ball Bearing 
Journal Jacks 
—small, light 
and easy to 
carry. 15-25- 
35 and S50 ton 
capacities. 











e DUFF- 
NORTON 


THE MOST 
COMPLETE 
Lieg OF 
LIFTING JACKS 
FOREVERY 
INDUSTRIAL 
ee 


You will find the Duff-Norton line 
of Lifting Jacks is 100 per cent 
complete including Automatic 
Lowering Ratchet Jacks in every 
type and size and for every indi- 
vidual use . . . Self Lowering, Gov- 
ernor Controlled Jacks for heavy 
duty service ranging from 20 to 
100 tons ... Ball Bearing Bridge 
and Wrecking Jacks from 15 to 50 
tons, Crank Operated Jacks, Trav- 
ersing Jacks, Chain Jacks, Airplane 
Jacks, Push and Pull Jacks as well 
as a complete line of Trench and 
Timber Braces. Track Jacks from 
5” to 19” raise in 15 ton capacity. 

Each and every one is a best 
seller for its particular use. WHY 
NOT STOCK UP WITH DUFF- 
NORTON--AND SELL THE BEST! 


THE DUFF-NORTON 
MANUFACTURING CO. 
PITTSBURGH, PQA. 


LISTEN IN—Every Friday Night at 7:45 
P.M., (E. S.T.) “The House That Jacks 
Built’’ Radio Program. WEAF, New York, 
KDKA, Pittsburgh; WMAQ, Chicago 6:45 
P. M., (C. S. T.). 
Entertainment that Mill Supply Men Like! 


‘The House that Jacks Built’ 
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Expanding business and increased stocks 
have made it necessary for the Boykin Tool 
& Supply Co., Atlanta, to add 2,375 square 
feet of space. The Boykin inside staff poses 
here in the center of the new display space. 


Left to right, Rufus Goff, Bob Harris, Mr. 


Boykin, Mason Fowler, Frank Campbell, 
Robert Schenk and Pete Philpott. 


New Head for P&H Welding 
Rod Sales Division 


an 





J. P. MORRISSEY 


J. P. Morrissey has been ap- 
pointed head of the welding rod 
sales division of the Harnischfeger 
Corporation, Milwaukee. 

Mr. Morrissey goes to Harnisch- 
feger with a background of many 
years experience in sales and shop 
work both in the United States and 
abroad. He was technical welding 
adviser for the Russian government 
in 1930, and gained nation-wide 
recognition with his article “Forced 
Idleness,” which appeared in the 
“Saturday Evening Post,” telling 
of his experiences in this position. 

In addition to his Russian experi- 
ence as supervisor of the welding 
of locomotives and parts in Voro- 
nezh, he was for six years special 
representative on welding rods for 
the Crucible Steel Company of 
America and was at one time Phila- 
delphia district manager for the 
Fusion Welding Corporation. 
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@.. more than 60 years 
experience, pioneering in the development of 
insulations and packings, enables us to offer 
you Asbestos and Magnesia products of excep- 
tional quality... uniformity ... durability. 
The K & M line is complete, and is available 
only through the established channels of 
distribution. It is priced right... sold right. 


re ET Tne RESETS PRETO Se Se 


ay in asbestos COMPANY amater, Penna. 


~ Rae SR ea 


COPYRIGHT 1937 BY KEAROEY & te bas : 





» KEASBEY & MATTISON 





The K &M Line is complete: 
Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 


Asbestos Paper and Mill Board 


Friction Materials 
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Simmons Hardware 


| Adds 2 Salesmen 
Two salesmen, both well known in 
the fields they will service, have 
DIS RIBU R S been added to the selling staff of 
and theirS$ALESMEN 





HENRY VOGTS 
Types of gauges and inspection equipment used in the 

manufacture of MILFORD blades. Simmons Hardware Co., St. Louis, 
Mo. They are Henry G. Vogts and 
John P. Nester. Each has had 
about 20 years’ experience in sell- 





Only conscientious attention to every manufacturing detail can pro- ing industrial supplies and equip- 
. h ti ° —_ t ment in this neighborhood. ; 

duce blades that will meet the exacting requirements of industry Sow Nene tiem: on tar the Slee 

today. 4 mons company in the past year 


include those of Wright Mfg. Co., 
MILFORD mechanics are supplied with modern gauges and unique 


inspection equipment, many of them of our own design. The con- 
stant use of these gauges, and an ever watchful inspection produces 
a cutting tool of extreme accuracy and uniformity. 

. 
Visual proof of MILFORD precision and workmanship are the sharp 
uniformly milled teeth, accurately set to a thousandth of an inch. 
Blades are straight and flat and without burrs. Pinholes are 
cleanly punched, perfectly round, and uniformly placed. 

. 


MILFORD’S modern and exacting heat treatment completes the 


making of blades of scientific design, precise workmanship and 


uniform quality. 


‘ 












STARTING TEETH 


ShNCIIS HID 

















JOHN P. NESTER 


a AS RSIMRO CDM | LS. Starrett & Co, Precision 


Grinding Wheels, Black & Decker 


NEW HAVEN, CONNECTICUT tools, Hartford Belting Co., Repub- 
j a a lic Rubber Co., Greenfield Tap & 
LW Ty) M akers for over Ha lf a Centnu 4 Die Co., Cleveland Drills and Arm- 





strong Bros. Co. 
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The 


Net Result 


when you sell 


THREE-M-ITE CLOTH ABRASIVES 





Minn. Mining & Mfg. Co. : 


eee See ate a alate 


is a substantial volume of profitable sales. 


Most metal working accounts have use for more than one type 
of Three-M-ite Cloth and usually require more than one grit 
number of each type used. This means an enlarged market 
and greater sales opportunities. 


‘“‘Three-M-ite’”’ products have a fast, efficient cut and a rugged 


resistance to wear which will reduce sanding costs for your . 


metal working accounts. 


Available in a complete range of grit numbers in rolls, belts, 
discs, sleeves, cones, utility rolls and sheets. 


SAINT PAUL MINNESOTA 


Minnesota Mining & Mfg. Company 





This Trade-Mark Your (2 Guarantee of Quality 
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MILWAUKEE INDUSTRIAL BRUSHES 














NO. 1651 LONG HANDLE . 1641 SH HANDL 
WIRE SCRATCH BRUSH wink SCRATCH eRUSH 


Dependable 

















NO. 161! STRAIGHT BACK 
WIRE SCRATCH BRUSH 


Satisfied 
CUSTOMERS 


WIRE SCRATCH BRUSH Industrial brush users from coast 
to coast ask for MILWAUKEE 
Brushes because they know MIL- 
WAUKEE manufactures depend- 


able products that quickly and easily conquer their toughest 
brushing jobs. 


Mill Supply men like to sell products with a reputation. To them, 
the MILWAUKEE line guarantees increased brush sales . . . 
worthwhile profits . . . satisfied customers. 


Take a tip from men who know the secret of successful selling. 
Tie up with this quality line of Industrial Brushes today. Write 
for details concerning the MILWAUKEE distributor plan. 












































CHIEF HEAVY DUTY 
MILL DUSTER 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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PRODUCTS | 


Purtell President 
of Billings & Spencer 





W. A. PURTELL 


At the annual meeting held in 
Hartford, Conn., in February, W. 
A. Purtell was elected president and 
will actively manage the affairs of 
the company. Mr. Frederick C. 
Billings who has been president for 
many years was elected chairman 
of the board. Mr. Billings will con- 
tinue his active interest in the af- 
fairs of the company. The other 
officers were reelected as follows: 
W. Roy Moore, vice-president, and 
general manager, Howard E. Oberg, 

| vice-president and M. Michman, 
| secretary-treasurer. 

Mr. Purtell is also president of 
The Holo-Krome Screw Corporation 
of Hartford, and in his new ¢a- 
pacity will not relinquish any of his 
duties at this company. 

The Billings & Spencer Company 
report substantial increases in busi- 
ness and are now beginning to en- 
joy the results of the metallurgical 
research and_ sales’ promotional 
work that has been in progress for 
the past several months. 


| Ajax Moves Pittsburgh Office 


The Ajax Flexible Coupling Co. 
has moved its Pittsburgh office to 
970 Union Trust Bldg. The office 
is in charge of J. Guy Griffith. 


Adds 3 Salesmen in Detroit 


H. D. Edwards & Co., industrial 
distributors in Detroit, reports 
business as very good this spring, 
and announces the appointment of 
three additional salesmen. 











PREC! SION 


IN ("OF THREAD 


ous +0005 


Tru-Form is a new “Greenfield” High Speed Steel 
ground thread tap with the lead accuracy of a ground 
thread tap and the wider pitch diameter tolerance and 
greater wear of a cut thread tap. Tru-Form taps assure 
longer tap life, more accurate threads, easier assemblies 
and lower threading costs. 


A powerful advertising campaign is now under way. 
Distributors who get behind Tru-Form taps will obtain 
greater gross profits and will simplify their stock carry- 
ing problems. Ask any “Greenfield” salesman for full 
details or write the home office. Greenfield Tap & Die 
Corporation, Greenfield, Mass. Detroit Plant: 2102 
West Fort St. Warehouses in New York and Chicago. 


GREENF 
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JONES-TIMKEN PILLOW BLOCK 


Shaft size t 






















ONES roller bearing pillow blocks and bearing 
units are built to solve those tough drive prob- 
lems where stamina and the ability to “take it” are 
mighty important. And in your sales work with indus- 
trial organizations, Stamina, Incorporated, means 
repeat business and more profits. 

One look at these bearings will convince you that 
they belong to the Jones drive family. They have 
that sturdy look and years of maintenance records 
have proved how they stand up to the job. 

These bearing units are practical . . . double row 
Timken roller bearings are locked firmly to the shaft 
by means of a tapered split steel adaptor and clamp 
nut... an effective seal retains lubricant and pre- 
vents the admission of dust and foreign matter .. . 
they are easily removed from the shaft. 

The Jones organization will be pleased to give you 
complete details showing range of sizes built, dimen- 
sions, construction specifications and prices. Just ask 
for Bulletin No. 56. 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 Roosevelt Road, Chicago, Illinois 


‘ 


Since 1890 


HERRINGBONE — WORM— SPUR—GEAR SPEED REDUCERS 
CUT AND MOLDED TOOTH GEARS—V-BELT SHEAVES 
ANTI-FRICTION PILLOW BLOCKS—PULLEYS 


FRICTION CLUTCHES AND TRANSMISSION APPLIANCES 
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M. H. Paine on the Job Daily 
Despite His 86 Years 


When you reach the age of 86 
and can turn in nine hours a day 
honest labor—every day in the 
week—as M. H. Paine, founder of 
The Paine Company and inventor of 
the Paine spring wing toggle bolt, 





has done with this company for 
more than 25 years, then you’ve 
really got something to write home 
about. 

Mr. Paine, pictured (center) 
herewith, has invented or improved 
every product sold with the Paine 
trade mark, plus designing the dies 
and machinery required to turn out 
the goods. 

The office end of the business is 
upheld by William M. Hall (left) 
sales manager, and E. C. Hall, Jr., 
office manager (right), the able 
sons of E. C. Hall, president and 
general manager of The Paine 
Company. 


Washer Firm 
Offers Counter Display 


In celebration of its fiftieth an- 
niversary, the Wrought Washer 
Mfg. Co. of Milwaukee, Wisconsin, 
manufacturer of washers, lock 
washers, riveting washers, expan- 
sion plugs, and related products, is 
offering distributors a new coun- 
ter and window display mounted 
with the range of representative 
standard sample washers. This 
display is printed in bright colors, 
varnished for permanent brilliance, 
has all four edges wrapped and 
turned to preserve the original trim 
and finished appearance, and is fur- 
nished with substantial easel for 
setting up on counter or display 
window. 
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ALWAYS 














YOU and Cleveland Twist 
Drills can make a profitable 


team. Suggest them at every 
call. 





RIGHT 








Saarr salesmen realize that the customer may some- 
times be wrong and order the wrong type of drill for 
the job. 


Smart buyers realize that the salesman who sells should 
be better qualified to suggest the right tool for the job. 


You can keep your customers “right” on drills by suggest- 
ing Cleveland Twist Drills. To keep posted thoroughly on 
the right type of drill for every job, refer to your Cleveland 
Catalog. If you do not have a copy, ask your sales man- 
ager to get one for you. It is compact and fully indexed 
for quick reference. 


TWIST DRILL 


COMPANY 
1242 EAST 49" STREET 
CLEVELAND 


9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST SAN FRANCISCO 


TRADE MARK REG U S PAT. OFF AND FOREIGN COUNTRIES 
30 READE ST. NEW YORK 


6515 SECOND BLVD.. DETROIT LONDON - E. P. BARRUS,. LTD.- 35° 36°37 UPPER THAMES ST.E.C.4 
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Marshall Retires from 
Russell, Burdsell & Ward 









HOWARD E. MARSHALL 


Howard E. Marshall, purchasing 
| agent for the Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
| Chester, N. Y., has recently re- 
| tired from active service. Mr. Mar- 
| shall was born in 1862 and started 
with Russell, Burdsall & Ward in 
1879 in a clerical position in the old 


original plant at Pemberwick, Conn. 
He has been purchasing agent for 


N many of the operations of your industrial | 36 years and director since 1901, 


: ; ‘ ‘ | which position he will still retain. 
customers, risk and peril are «all in the day’s | P. M. Culyer has been elected 


; 9 : . *hasing agent to succeed Mr. 
york.” In many, als anil: — gui ¢ the . : 
V many, also, Manila Rope—guarding the kal Sr Cites wax bane: 
safety of men and materials— must assume grave | 1891 and started with Russell, 


Burdsall & Ward in 1910. He spent 
the first seven years in the Cost 


, . ‘ Department, then went into the 
Ya . . D/ ‘ ak “athe : 
Pledged, since 1824, to the ideal of making Purchasing Depertment in 2917. 


responsibility. 


Manila Rope worthy of absolute confidence, the 
Plymouth Cordage Company established a most — = 
exacting standard of controlled quality for 
Plymouth Ship Brand Manila Rope ... Rigid 
maintenance of that standard gives Plymouth dis- 
tributors and dealers the assurance that each and’ 
every Plymouth Cordage product will deliver 


maximum safety and economy in use. 






PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. AND WELLAND, CANADA 


MO 
ores 
Q 
Sales Branches: New York, Boston, Baltimore, Philadelphia, 


Chicago, Cleveland, New Orleans, San Francisco. 





Presentin' (as Kay Kyser would say) Arthur 


the AOPe | ©. Huebner, genial president treasurer of 
- UL COWL TRUST | the Hardy & Dischinger Co., Toledo, Ohio, 
Y | established just before the turn of the cen- 
tury and going stronger than ever today. 
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Say, this is the 
fourth month in a row, 


you ve marked up a big 





| bonus. What are you 


+ pushing 7? 
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PAYING TELLER 


Lili gfx 





























Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE « CONVEYOR AND TRANSMISSION BELTS © PACKING 
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The 
OPEN DOOR 
Oo 


Write for catalog 


Why not give this some ac- 
tion? Remember! Substantial 
profits, actual markets, rapid 
turnover—all yours for the 
asking. We'll be glad to help. 


mes 
ey 


ST a 





HE dollar sign beckons 
to mill supply men from 
far and wide in the sale of 
Conduit Fittings. Killark, 
symbolized by the big “K,” 
and dependable quality not only opens the 
door but keeps it open to the wide market 

that can be yours. 


Many valuable accounts have come to us from mill, 
mine, and heavy hardware houses which have found 
from experience that in conduit fittings the call 
keeps coming to Killark. There’s plenty of busi- 
ness to be had in many places—yes, even in your 
own “stamping ground”—where you can write 
orders, easily on conduit fittings. 


Over 1200 sizes and types. That’s enough to satisfy 
any prospect, and if they want entrance fittings. 
fuse panels, bell transformers or vaporproof light 
and explosion proof fittings—we have them, too! 


3940 Easton Avenue 
St. Louis, Mo. 
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KILLARK ELECTRIC MFG. COMPANY 








Hand Hardware Co. 
Buys New Building 


A three-story brick building at 
157 Jefferson Ave., Elizabeth, N. J. 
has just been purchased by the 
Hand Hardware Co., according to 
A. W. Clarendon, vice-president. 
The building is being altered exten- 
sively, and will be occupied some 
time in April. 


Crawford Represents 
Billings & Spencer 


E. P. “Ned” Crawford who, for 
the past fifteen years has traveled 
the Pennsylvania territory in the 
mill supply and hardware field, has 
been appointed factory representa- 
tive in the Pennsylvania territory 
for the Billings and Spencer Co., 
Hartford, Conn., manufacturers of 
forged tools, commercial drop forg- 
ings, drop forging hammer and die 
making machinery. 

“Ned” will make his headquar- 
ters in Philadelphia. 


Ellfeldt Co. Adds Two 


To Its Sales Force 


Two new members are now a part 
of the sales staff of Ellfeldt Hard- 
ware and Machinists Supply Co., 
Kansas City, Mo. They are Walter 
Gerhardt, who will be an inside 
salesman, and E. N. Bossert, who 
will handle an outside territory. Mr. 
Gerhardt has had 16 years experi- 


| ence with Richards & Conover 


Hardware Co., and has travelled 
during the last three years. 





The photographer snapped W. L. Schultz, 


| vice-president and general manager of the 


S. B. Hubbard Co., Jacksonville, Fla., in a 


| rare moment—for it's seldom that this busy 
distributor ever finds his desk cleaned up 


| like this. 














In YALE Products, you have a definite opportunity for increased sales. 
You must remember, though, that selling power depends upon TWO 
factors—the character and reputation of the product—and the effort you 
put forth to cash in on them. 





In YALE Chain Hoists and allied products you have the advantage of 
quality and prestige which have been traditional for more than half a 
century. Take full advantage of these two great sales forces. Let every 
industrial buyer in your territory know that you sell YALE. 


Your efforts, backed up by YALE Cooperation — TEAM-WORK-—are sure 
to turn your sales curve profitably upward. 


NOTE: 12,000,000 voices—our advertising in industrial 
magazines and by direct mail—are telling industry: 
“Buy YALE from your Industrial Supply Distributor.” 





Stress the 10 POINTS of 
SPEED oo @4\ a SAFETY @ Yale Superiority...and @ 
ECONOMY EFFICIENCY watch your sales increase. 


IN MATERIALS HANDLING 























SCREWS 


| 
| 


THE HOLO-KROME SCREW CORP. 
HARTFORD, CONN., U.S.A. 
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Visitors at Dayton (Ohio) Industrial Supply 
from the Graton & Knight reps. Left to 
right, A. G. Trangenstein, president of Day- 
ton Industrial Supply, Mr. Reday, new addi- 
tion to G & K sales force located in Cin- 
cinnati, Paul G. Hammill, G & K branch 
manager in Cleveland, and H. C. Heath, 
secretary of the Dayton concern. Mr. 
Reday was well baptised in the recent flood. 
Distributors have high praise for both his 
and Mr. Hamill’s fine work during that 


crisis. 


Three More Engineers on 
Industrial Sales Staff 


Three graduate engineers have 
been added to the sales force of In- 
dustrial Supply Co., Salt Lake City, 
Utah. This makes a total of four 
engineers on this firm’s selling staff, 
in addition to five general line sales- 
men. The additions are Frank J. 
Kirby, formerly with U. S. Smelt- 
ing, Refining and Mfg. Co., and 
A. B. Kemp, formerly with Provo 
Foundry and Machinery Co., and 
Stewart Lindsey, formerly with 
York Ice Machinery Co. 

This company is capitalizing in 
full on the current business recov- 
ery. Two additional stores ad- 
joining the present location have 
recently been leased. New lines 
added include those of the Link Belt 
Co., Lincoln Electric Co., Great 
Western Fuse Co., and Airtemp, 
Inc. Territory for general indus- 
trial lines travelled includes Utah, 
Idaho, Montana, Arizona, western 
New Mexico, western Wyoming and 
eastern Nevada. 

Industrial Supply issues a cata- 
log well adapted to the supply busi- 
ness. The publication is in loose- 
leaf form, compiled by the company 
| but with unrestricted sections for 
| each line, with information to be 
| filled in by the manufacturers’ liter- 

ature. Conferences at this house 
| are of an individual nature, each 

salesman or engineer meets with 
the management on particular prob- 
lems as they arise. The method is 
found to be more effective and con- 
ducive to good results, officials say. 
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the Preforming Process 
makes good Wire Rope BETTER 


@ The addition of Vitamin D concentrate 
gives food the life-giving value of sunshine. 
A basic improvement to an age-old product. 

Preforming gives wire rope the life-giving 
value of relaxation. A basic improvement to 
a century-old product. 

Preforming relaxes wire rope. It puts all 
component wires and strands in a state of 
ease. They are comfortable, unstrained, flex- 


ible. Preforming thereby tends to eliminate 


the destructive internal torsional stress; 
tends to reduce crankiness and kinkiness. 

Preforming makes wire rope easier to 
handle; easier and faster to splice or socket. 
For many applications preformed wire rope 
lasts longer; gives better service. 

Ask us to send you a sample. Learn all the 
facts about its true superiority. For many wire 
rope applications, preformed wire rope will 


give you much greater dollar value. 





LICENSEES UNDER PREFORMED WIRE ROPE PATENTS 


Educational Bureau @ 





520 North Michigan Avenue e Chicago, Illinois 


9 
unshine Process 


ADDITION OF VITAMIN D) 
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| makes good 


bread and 


we: Milk 


NO BETTER 









PREFORMED 


NON-PREFORMED 





Sor SAFETY + ECONOMY + EFFICIENCY 
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BARNES 





Barnes “Service” Blades —carefully made 
from special alloy steel—are tough. They're 
long wearing—they don't break—no stripping 
of teeth—they cut straight and accurately. 
They have what it takes to stand up under 
tough production schedules. 


Every Barnes Blade is a good blade. There's 
a different type for every type of cutting 
service. 


And there’s a Barnes representative in your 
territory to help your salesmen solve your 
customers’ cutting problems. When you help 
a customer select the right Barnes Blade for 
his particular purpose, you tie that account 
up. 


Let Barnes co-operation help you build up 
hack saw accounts for you—accounts that 
mean constant, profitable volume. 
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| Heads Sales Dept. of 
| American Steel & Wire 





JOHN MAY 


John May, formerly assistant 
| general manager of sales in charge 
| of electrical cables and wire rope 

sales at the American Steel & Wire 

office in Worcester, Mass., has been 
| made general sales manager of the 
company, which is a subsidiary of 
the United States Steel Corp. Mr. 
May succeeds Dennis A. Merriman, 
who relinquished his title and du- 
ties on March 1. Mr. Merriman 
continues as vice-president of the 
company and will maintain his 
offices at 208 South La Salle St., 
Chicago, until he reaches the re- 
| tirement age next September. Mr. 
May will make his headquarters in 
Cleveland. 

Mr. Merriman was three times 
president of the American Hard- 
ware Manufacturers association, 
and has been connected with U. S. 
Steel almost since its founding. 

Mr. May has been with the com- 
pany since 1909 when he started 
the order department of the New 
York sales office. He was trans- 
ferred to Worcester for a short time 
but returned to New York, and 
after several promotions became, in 
1921, manager of sales of electric 
wire and wire rope in the New 
York office. In 1931 he assumed the 
duties in Worcester which he has 
performed up to the time of his 
summons to Cleveland. 


| 


Fresno Firm Adds to Line 


Federal Pipe & Supply Co., 
Fresno, Calif.. has taken on Impe- 
rial Brass fittings, and products of 
the Wire Rope Co. of America for 
distribution in the Fresno terri- 
tory. 
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Give your men 


SOMETHING NEW 
to talk about 


... and to sell 
to your customers 





SELF-LOCKING NUT 


Introduced last month—already a fast seller for the 
dealers who were quick to take them on. These dealers 
are proving our statement that "preliminary investiga- 
tion by our own men throughout industry, indicates 
widespread sales possibilities for the ‘Unshako.' 


"Unshako" is not just another lock nut— it's really dif- 
ferent—a new principle holds it tight against the worst 
vibration. It's self-contained, too, every one is a com- 
plete self-locking unit. There are no extra washers or 
pins for you to bother with. 


Don't pass by this sure fire seller. Send us the coupon 
for full details and dealers proposition. 


STANDARD PRESSED STEEL Co. 


Gnancnes JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. LOUIS 


INDIANAPOLIS SAN FRANCISCO 


Also makers of the famous "Unbrako" Screw Line 


STANDARD PRESSED STEEL CO. 
Box 519, Jenkintown, Pa. 


Gentlemen: 







Pat's. and 
Pat's. Pending 


"The Nut 


that won't 
shake loose" 














We are helping you to 
sell “Unshako” with 
Advertisements in the 
following trade  jour- 
nals: 


American Machinist 

Iron Age 

Rock Products 

Machinery 

Modern Machine Shop 
Machine Design 

Product Engineering 
Engineering News-Record 
Industrial Equipment News 


Tool Engineer 


Cash in on this 
publicity — carry and 
sell the “Unshako” 














We would like to hear more about "Unshako" Self-Locking Nuts and why you think it would pay us to carry them. 


Mr. ‘Aisa Staoiarasetecla Title . 


Ee eR OT I ee ier ern ee .. Address .. 
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N the enormous road building | 
projects to be developed during the | 
ensuing months by National and State 
Governments, most of the lanterns 
used for night warning will be Dietz 
Red Lanterns. 


An overwhelming proportion of Con- 
tractors prefer and use Dietz Red | 
Lanterns. Hence, they are the most 


PROFITABLE Lanterns to handle. 


The buying season for Contractors’ | 
Lanterns is now on. Make your income | 
this year from Dietz Lanterns the 
biggest ever. 

lf your customers want Torches, you | 
will find it worthwhile to stock and | 
recommend Dietz Torches. There are 
NONE BETTER to be had. The new 
Dietz No. 87 spherical, weighted torch 
is a new torch that is due for big sales. 


R. E. DIETZ COMPANY 


NEW YORK 
MAKERS OF LANTERNS FOR THE WORLD 
FOUNDED 1840 
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| Angebelt Hotel. 
| manager of the Jacksonville branch | 
|of Cameron and Barkley, is presi- | 


‘the meeting proper was shaped up| 


| hardware and plumbing supplies in | 


| an eventful history of the progress 


| ployed James Cormany as a new 





L. R. "Les" Hardy, vice-president, Great | 
Lakes Supply Corp., Chicago, one of the | 
outstanding salesmen of the supply busi- | 
ness, died March 24 after a prolonged | 
illness. 





Florida Jobbers Meet 


Thirty members of the Florida | 
Jobbers Association participated in | 


a one-day meeting at Orlando, | 
March 4. 
The meeting was held in the} 


W. A. Anderson, 


dent of the group and presided at | 
the meeting. | 

The previous evening various | 
committee meetings were held, | 
wherein material for discussion at | 


and reports prepared. 
The Association membership in- 
cludes wholesalers in the lines of 


addition to industrial distributors. 
Meetings are held four times each | 
year. 
| 
| 
| 


Interstate Machinery 
Celebrates 35th Year 


Interstate Machinery & Supply | 
Co,., Omaha, commemorated its 35th | 
anniversary in the industrial busi- | 
ness during February with a spe- 
cial issue of its house organ Inter- 
state Items. The publication relates | 


of the distributorship from the date 
of its founding, March 1, 1902, up| 
to the present time, concluding with 
an illustrated treatment of the} 
services and products now offered 
by the various departments of the 
company. 


To Sell Alemite Products 


M. F. Murdock Co., Akron, Ohio, 
has just added the Alemite line of 
lubrication accessories, and em- 


clerk in the order department. 
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EVERY INDUSTRY 
ee 


DEMING 
PUMPS 


Advantages of Deming 
Pumps to industrial 
users make the Deming 
line a steady sales- 
producer for industrial 
distributors. Thousands 
of Deming Pumps are 
meeting the varied 
requirements of all 
classes of industry. 


DEMING-MUELLER CENTRIFUGAL f= 


A wide scope of requirements for circu- 
lating and booster service is met by 
Deming-Mueller Centrifugal Pumps which 
include side suction and split case types. 


Deming 
Side Suction 
Centrifugal Pumps 
include more types and 
sizes than any other sim- 
ilar line on the market 
-.-Meeting capacity re- 
quirements from 10 to 
3600 gallons per minute. 
Among their many note- 
worthy features are the 
adjustable semi-enclosed 
type of non -clogging im- 
peller, center-pack stuffing 
box and screwed gland. 
Write for a complete 
set of Bulletins illus- 
trating and describing 
the Deming- Mueller 
Centrifugal Pumps. 


THE DEMING COMPANY 
SALEMe OHIO 
PUMP MANUFACTURERS SINCE 1880 
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ALES TIPS GALORE IN THE 


Annual Blu Book 
NENG ISSUE OF MILL SUPPLIES 
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You will find profitable sales information galore in the May 
issue of MILL SUPPLIES. 


There are three different angles to this issue that should 


have the interest of every distributor and salesman in the 
field. 


1 = The Annual Mill Supply Convention is being held in Memphis 
May 10, 11 and 12. The May issue of MILL SUPPLIES will cover 
the program ... the many important subjects involving manu- 
facturers, distributors and customer relations at the present time. 

2— There will be an outstanding range of articles on distributor 
sales opportunities. 


3=— More manufacturers will carry product and policy announce- 
ments for distributors in this issue. The advertising section gives 
the manufacturers’ own story of their products . . . and is one of 
your most helpful sources of product information and sales 
opportunities. 


Watch for the May Issue of MILL SUPPLIES. Your reading 
time will be repaid with new ideas and profitable sales tips. 





O. P. Schlafer of Appleton 
Dies at Age of 78 Years 


és 


O. P. SCHLAFER 


O. P. Schlafer, president of the 
Schlafer Supply, Co., Appleton, 
Wisc., died unexpectedly a few 
weeks ago at the age of 78. Mr. 
Schlafer was on a vacation with his 
family in Orangeburg, S. C. at the 
time of his death. 

Mr. Schlafer was not only presi- 
dent of the supply company, but 
also of Schlafer, Inc., and of the 
Wisconsin Wire Works. He was 
one of the Wisconsin Retail Hard- 
ware Association, and as its presi- 
dent was instrumental in organ- 
ization of the Hardware Dealers 
Mutual Fire Insurance Co. in 1904, 
and the Hardware Dealers Mutual 
Casualty Co. in 1914. 


J. Jacob Shannon 
Moves Offices 


Offices and showroom of J. Jacob 
Shannon & C€o., Philadelphia dis- 
tributor, have been moved to 1744 
Sedgley Ave., and several new men 
added to the organization—G. E. 
Furnival, A. F. Farnum, C. L. 
O’Brien, and Samuel Whittle, Jr. 


J. T. Brown New Treasurer 


Of Belt Rope Supply Co. 


J. T. Brown, with a background 
of several years’ experience in finan- 
cial work, has joined the Belt Rope 
Supply Co., Syracuse, N. Y., in the 
capacity of treasurer. At the same 
time J. E. Waring was appointed 
assistant manager of the firm. This 
distributor is conducting an _ in- 
tensive sales campaign this month 
on bronze bars (cored and solid), 
and on general purpose and electric 
motor bearings. 


—— 


TRADE PAINE mark 


Gu 
Fig. 610 


IMPROVED WIRE PIPE 
HOOK 


Made to fit the 

fectly. The Paine 
designed to more 
cirele the pipe for which it 
was intended, and by this 
improvement, it keeps the 
pipe in position and is a de 
cided advantage over the old 
type. It has a more prominent 
head for driving the spike 


pipe per 
Hlook is 
nearly en 


LEAD ANCHOR 


Designed to save 
time and labor 
in attaching any 
object to hard 
material such as 
concrete, brick, 
tile, slate, mar- 
ble, etc., where 
shallow holes are 
desirable and 
where work must 
be disassembled 
often. Uncondi- 
tionally guaran- 
teed. 


SPRING WING TOGGLE 


Works instantly in any posi- 
tion in hollow material. Just 
insert — no as — spring 
does it all. nly toggle that 
works in Gypsum and Macha 
lite. Quick, permanent, satis- 
factory work assured. Made 
of steel completely cadmium 
plated. 





SEND FOR 
CATALOGS ON 
COMPLETE LINE 








% PURCHASES OF PAINE 
PRODUCTS KEEP INCREAS- 
ING. 


PAINE PRODUCTS ARE PRE- 
FERRED BY THE MEN WHO 
APPLY THEM. 


PAINE OFFERS DEPENDABLE 
AND QUICK SERVICE AND 
YOU WILL FIND PAINE 
PRODUCTS EASY AND PROF- 
ITABLE TO SELL. 


HL 
i 


“ 


STEEL ANCHOR 


Galvanized  steel— 
strong—immune_ to 
rust and corrosion 
high melting point. 
Requires no setting 
tool. Three simple 
steps to make a 
lasting extra solid 
anchorage. 


Fig.500A 


PERFORATED HANGER IRON 


Hanger lIrons available Black or Gal 
vanized in 10 ft., 5 ft., and 4 ft. lengths 
Also in 10 ft. Coils to simplify stocking, 
earrying and shipping 


Fig. 700 
PIPE STRAPS 


we”, 4”, BX, %”, 4%”, and %” sizes made 
of 22 gauge Galvanized Stock; 1” and 
larger made of 18 gauge stock. Paine 
Pipe Straps have prominent bead or rib 
in center, giving added strength. Made in 

sizes from \” to 4”. We guarantee 


all 
uniformity of gauges on all straps. Packed 
cartons, 


THE PAINE CO. 


2951 CARROLL AVE. CHICAGO, ILL. 
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they ordered American 
Pressed Steel Hand Trucks 





There’s an American Tested 
Rubber-Tired Wheel for Every 
Industrial Hand Truck 


These wheels are available for every 
type of truck—with face and hub 
dimensions carefully designed for the 
load to be carried. They eliminate 
noise in operation and shock to frame 
and load. They give complete floor 
protection and trucks equipped with 
these wheels are as easily operated 
as trucks equipped with plain tread 
wheels. Write for catalog illustrating 
and describing each type. 


MERICA 


A 





This has been the experience of hun- 
dreds of concerns in every branch of 
industry. A little money saved in the 
first cost of inferior trucks usually 
develops into large repair bills and 


rapid replacements. 


The cost of the truck is the smallest 


economy. 


PRESSED STEEL 


part of hand trucking expense. If 
greater strength can be obtained 
without excess weight—if better bal- 
ance and easier running can be as- 
sured to make trucking payrolls more 
productive, every purchaser ends up 
way ahead of the game. 


Write for the new American Pressed 
Steel Hand Truck Catalog. See how 
you can fill the needs of every cus- 
tomer with models that spell lasting 


THE AMERICAN PULLEY COMPANY 
Dept. 2, 4200 Wissahickon Avenue 
PHILADELPHIA, PA. 





N 


HAND TRUCKS 
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G. W. Hubbard, Pioneer 
Flint Supply Man, Dead 


George Washington Hubbard, 
“oldest hardware man in the United 
States”, died at his Flint, Mich., 
home on March 6. This hardy vet- 
eran, who in the past quarter-cen- 
tury built up a substantial indus- 
trial supply business, was 93 years 
old and remained active at his store 
until the early part of last Decem- 
ber. 

In the early part of the present 
century Mr. Hubbard had already 
carved out a successful career in the 
hardware trade. At that time, when 
Buick and other industries were be- 
ginning to center at Flint, he saw 
the possibilities for developing an 
industrial supply trade. He made 
ready a separate building and im- 
mediately launched into this enter- 
prise. The department had a rapid 
growth and today it represents a 
greater portion of the company’s 
business than the hardware divi- 
sion. Seventy-five people are now 
employed in the Hubbard concern. 

Mr. Hubbard was honored and 
respected in his home city and his 
loss was keenly felt by local citizens 
there, as it will be in the indus- 
trial supply field. 


Frank Koenig, Jr., Back 
With Bingham Tool Co. 


Frank E. Koenig, Jr., has _ re- 
joined the Bingham Tool and Sup- 
ply Co., Cincinnati. Mr. Koenig 
was formerly connected with this 
firm for some years, and left two 
years ago to join a sales organiza- 
tion in New York City. On resum- 
ing duties with the Bingham firm, 
he has been given the territory of 
Dayton, Ohio, and surrounding 
neighborhood. 





"Here's how | figure it," says C. R. Reading 
(left) to R. N. DeWeese. These men are 
president and secretary-treasurer, respec- 
tively, of the fairly young, but fast moving 
Central Mill & Plumbing Supply Corp., of 
Columbus, Ohio. 





























STILL GOING STRONG! 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


| IS SAID that someone once sent a dispatch to the newspapers, stating 
that Mark Twain had died, and when he read this “news,” he wired that 


the report had been greatly exaggerated. 


Well! I am being asked by friends from all over the country whether 
I have retired from the management of Clover Mfg. Co. 

Don’t know how the rumor started, but the fact is that I have never 
been so busy before in my life, and my entire time is given to the enlarge 
ment and reorganization of my company to take care of an ever-increasing 


vO lume ( of business. 


I am adding 16 thousand square feet to my plant, through a modern 
steel building which is nearing completion. I have just completed new 
machinery which will treble our capacity. We have on hand and on the way 
crude materials that will supply our needs for a year, and I have been putting 


in more of my own time in my business than I have ever done before. 


It is for these reasons that I have not been able to accept the many 
invitations sent me to address conventions, as I have done in past years — I 


was forced to ask for rain-checks. 


Clover Mfg. Co., in the coated abrasives field, has made an outstanding 
success. It is today recognized as among the leaders in the industry. It will 


grow much larger and gain still more importance this year. 


And, as for yours truly, when the time comes 
for retirement, he will be the one to give the 


“news.” 








CLOVER MFG. CO. NORWALK, CONN. 

















MILL SUPPLIES @ APRIL 1937 


91 














DEPENDABLE performance are 

three important reasons why Roper 
Rotary Pumps have gained and are gain- 
ing wide approval and opening the way 
to profitable sales for Mill Supply men 
everywhere. 

Users know that adiustment and inspection are easily made because of the 
simple Rotary Pumping principle. They know that these pumps stay in 
service—there are only two moving parts—perfectly cut pumping gears— 
producing maximum pe eae both mechanical and volumetric. 

“here is a Roper for every purpose—check the chart below—see how 
they meet all industrial usages. Remember—Roper Engineers are always at 
your service. 


GF design, correct principle and 


THIS COMPLETE LINE 1S MAKING MONEY FOR 
MILL SUPPLY MEN— 





GENERAL USE 
for handling any clean liquid in factories, cold 
storage plants, chemical plants, dyers, and 
cleaners, etc. 


GASOLINE AND OILS 


especially suited for transferring petroleum 
products in bulk stations, refineries, etc. 





POWER TRANSMISSION 
for hydraulic automobile lifts, elevators, presses. 
stokers, snow plows, etc. 


HAND TRANSFER 


rotary gear or vane type, for handling thin or 
thick liquids. Attach to any type container 


HEAVY LIQUIDS 
steam jacketed for handling asphaltum, creo- 
sote, glucose, molasses, tar, and other viscous 





MACHINE TOOLS 


for handling cutting compounds and tubricating 














liquids on metal working machines. liquids. 
GEO. D. ROPER CORP. 
ROCKFORD, ILLINOIS 


ROPER £ Rotary 


otary PUMPS 
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M. B. Urquhart, Denver supply man, right- 
fully comes by this knee-action outfit, being 
a descendent of one of the Highland clans 
in the north of Scotland—or at least, so we 
are told by nomenclature experts around 
the office. 


1.S.R.B. Signs Ten: 
Subscriptions Top $10,000 


The Industrial Supply Research 
Bureau, in a report issued March 
16, announced the signing of sub- 
scriptions by the following: Cleve- 
land File Co., Standard Pressed 
Steel Co., W. D. Allen Mfg. Co., 
The Boyer-Campbell Co., O. Iber 
Co., Banks-Miller Supply Co., Blue- 
field Hardware Co., E. B. Hayes 
Machinery Co., Williamson Sup- 
ply Co., the Corinth Machinery Co., 
Heller Bros. Co., The McKay Co., 
Donovan Iron & Supply Co., and 
C. L. Gransden & Co. 

These subscriptions bring the 
total of subscribing companies to 
186 and the dollar total to $10,626. 

Of these companies, 89 are man- 
ufacturers and 99 are distributors. 


Joe Scallan's Son Joins 
Father in Business 


Robert A. Scallan, son of Joseph 
A. “Joe” Scallan, president, Scal- 
lan Supply Co., Cincinnati, has 
joined his father’s organization. 

Mr. Scallan graduated from Cor- 
nell University in engineering this 
year. 

A new catalog, showing a com- 
plete line of safety equipment, is 
now being distributed by this com- 
pany. 
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Select the Reye that Fils Your Job 


























Often ina plant where there — standardization can only be plant without obligation 


are many applications of wire determined from caretul to you. Write today and A p R | L 


rope, it is possible to stand study and the cost per unit arrange for this service 

ardize on one specification rope lite of the entire rope + A D V E R T | S E E 

of rope for several purposes cquipment ¢ hecked individ. WICKWIRE SPENCER STEEL M N T 
4 COMPANY, General Offices: 44 Base A p p E A R | N G | N 




















Phis permits buying fewer ually and collectively 2nd Street, New Vork. Sales Offic 
items cach in larger quantity W ickwire Spencer Engineer nad Wavrebouses: Worcester 
and minimizing replacement would be glad to make a Meare a iy : ts pa Wese oun 
rope stocks. Wherever intel such a survey in your i xport Sales Dept.: New York Conse umberman 
ligent standardization WICKWIRE SPENCER “ 1on Methods 
can be made it is wnt pata Mill & Factory 
cconomical to do so Chattanooga, Tulsa 0; Timberman 
But the possibility of Portland, Seattle : and Gas Journal 
= rae World 
- . oc ir 
Y ( Vickwire Spencer aN . National Engineer 
a> Oil Weekly 
ee, Sasa wt, Lf — & Building 
REFORMED - ee Kope Manual that tells how to mak —" << ng 
Name Re 
mee Skyscraper Management 
Address ; Pit and Quarry 
Gi Seon 2 Western Construction News 


Pacific Road Builder and 
| ™ : Engineering Review 
am — ickwi 
, a distributed Publications ar i ie iasoenniag 
reds o request i ‘enn 
aes erest to ro 

tive i —— Prove it. Wickwire Spencer di trib ani 

ae stributors a 


Writ . 
cooperative advertising plans me today for the Wickwire Spencer distrib 


utors’ and 





= General Offices: 4] East 42nd St 
Orcester + Chicago . Buffalo 
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HOLLOW SCREWS 


Selective Distribution 


As a corollary of its Distributor policy, this company believes 
in and practices SELECTIVE DISTRIBUTION. 

Our aim is to make the Allen line profitable to a restricted 
number, rather than less profitable to a larger number. 

The allocation of Allen Distributors is governed by the size 
and industrial iraportance of each buying center, — planned to 


avoid duplication of Distributors’ sales-effort. 


The fact that Allen has the most complete distribution of 
any line of hollow screws, implies no overlapping of sales terri- 
tories. Superior coverage follows widespread consumer preference. 


And consumer preference, so it seems, turns Distributors’ 


stocks in large territories and small. 


* * * 


THE ALLEN MEG. COMPANY 


HArTrorn, Conn. U.§$.A. 
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Once under water, but look at it now! 
When the flood struck Cincinnati a few 
weeks ago, the first floor of The Queen City 
Supply Co., a section of which is pictured 
herewith, was completely under water. But 
Queen City, like the other Cincy supply 
houses which were flooded, made a quick 
comeback. (In fact, they all rendered emer- 
gency service even while the flood was at its 
height.) At the counter, left to right, are: 
P. G. Lucas, welding specialist; H. A. Tie- 
meyer, assistant sales manager, and H. G. 
Burton, director of purchases. In the rear 
at one of the specially arranged and lighted 
booths, R. E. Wiefenbach is taking a tele- 
phone order. 


Jones Joins Tull as 
Foundry Engineer 


W. E. Jones has recently joined 
the staff of the J. M. Tull Metal 
and Supply Co., Atlanta, as foundry 
engineer. A widening interest in 
alloyed materials by the producers 
and users of castings in the south- 
eastern states made the addition 
necessary. Mr. Jones is a graduate 
chemical engineer and has had con- 
siderable experience in all phases 
of foundry work in one of the larg- 
est shops in the south. His con- 
sulting services on problems involv- 
ing the production or use of alloyed 
castings will be available on re- 
quest. 


Reilly Bros. & Raub 
Show Is April 15-17 


At least 30 manufacturers have 
signified their desire to take part 
in the industrial show to be held 
by Reilly Bros. & Raub, Lancaster, 
Pa. Show dates are set for April 
15, 16 and 17. Each manufacturer 
will have a booth about 7 by 10 
on the second floor. A number of 
door prizes and souvenirs will be 
given to those who attend, and 
plans call for refreshments to be 
served. 








The Cameron 


-an Ingersoll-Rand Product 


a 


> 
- 


- ne 
=> 
Vpl 


Kt is the pump you should sell 


INCE its addition five years ago to the already well established 
S line of Cameron pumps, the Motorpump has gradually taken 
a position of leadership in the small pump field. 

This position of leadership has been attained because of its many 
outstanding characteristics, such as high efficiency, compact design, 
sturdy construction, great adaptability, low operating cost, and 


From the branch offices and ware- , 
long life. 


houses listed below you get prompt This leadership meani mote 
deliveries and full codperation. 


sales and more profits por you 





Atlanta Denver 
Birmingham Detroit 
=<" =< Ingersoll-Ran 
Buffalo El Paso 
Butte Hartford 
Chicago Houston 


la =a 11 BROADWAY, NEW YORK CITY 


Dallas 


Branches and agencies throughout the World 
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CRAFTSMEN 





| 


use QUINCY COMPRESSORS | 


Compressed air is an essential aid in the careful, painstaking 
work of many types of artists and craftsmen. Here for instance 
are a few of the highly specialized crafts which are regular users of 


Quincy Compressors: 


Glass Etchers, Monument Cutters, Die Sinkers, Jewelers, Air 
Brush Artists, Wood Carvers, Paint Sprayers, Fur Cleaners and 


Printers. 


A live profitable market for Quincy Compressor sales exists 
in these specialized fields. Why not add to your profits by selling 


Quincy Compressors to the craftsmen in your territory. 


FREE Guide to Increased Profits 


Wherever your territory may be, we can help you to uncover 
hundreds of places where Quincy Compressors can be sold profitably. 
From our sales records, we have compiled a check list of Quincy Sales 
Saves salesmen a lot of foot work 
Obtain one of these Check Lists for each of 


Opportunities. 


with a little head work. 


your salesmen. 


Compressors 


Quincy factory men always available 


for sales and 
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UINCY 


engineering assistance 


Send coupon today for your supply. 





pressor Co., Quincy, Il. 


MAIL COUPON NOW! 


Quincy Compressor Co., Quincy, IIl. 


GENTLEMEN: Please send me 


PEE header teetatvedaneemakhens dameeren 
I as aug eca0K We eas NW. We a waa uaa 
Ce ak eacarnes eT ee 
Firm Name 
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increases sales 


Quincy Com- 
Branch 
ofhces at New York and Chicago. 


Dept. M-4 


copies 
your “Check List of Quincy Sales Opportunities.” 


| 











Hajoca Specialist on 
Textile Accounts 


H. W. JUSTICE 


H. W. Justice, formerly con- 
nected with the Hajoca Corporation 
in another sales capacity, has been 
named by that firm to handle all 
industrial and textile mill accounts 
in North and South Carolina. 


Brown & Sharpe Apprentices, 
New and Old, Hold Reunion 


Something like 300 men who 
have taken the apprentice course at 
Brown & Sharpe Mfg. Co., includ- 
ing many who have left the com- 
pany for other pursuits, banqueted 
on March 11, at the Biltmore Ho- 
tel, Providence, R. I. Principal 
speaker was Ralph E. Flanders, 
president of Jones & Lamson Ma- 
chine Co. As a memento of the 
evening, the company distributed 
a silver-and-blue directory listing 
several hundred graduates of the 
Brown & Sharpe apprentice course, 
from 1882 through 1936. 


Allison New Factory Manager 
Of Billings & Spencer 


James Allison, field service metal- 
lurgist for the Union Drawn Steel 
Co. in New York and New England 
territories, became factory manager 
of Billings & Spencer Co., Hartford, 
Conn. on March 1. Mr. Allison 
served as plant metallurgist for 
Union Drawn Steel, and was previ- 
ously connected with the Crucible 
Steel Co., Jones & Laughlin Stee! 


Corp., the American Bridge Co., 
and the Mesta Machine Co. He has 
also been active in engineering 


societies. 











Me 
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*t...and ONE FOR 
GOOD MEASURE”’ 


Parker-Kalon's extra cooperation in 
dealing with Distributors is sound 


business ... not benevolence 

: % 
In following the old-time grocer’s practice of allowing “one for good 
measure”, Parker-Kalon makes no pretense of benevolence toward 
Distributors. Extra cooperation is given to our Distributors simply 
and solely as a matter of good business policy. 


Our Distributors are considered a part of our sales organization. 
They work for us “earn their salt”. . . just as much as our 
salaried field men. In “giving” them the extra cooperation, as 
outlined by the 10 points in the Parker-Kalon Policy, we do 
more than make their “jobs” profitable and pleasant. We further 
our own interests. 


PARKER-KALON CORPORATION, 192 Varick Street, New York, N. Y. 








SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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THE PARKER-KALON POLICY 


PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c} To maintain 
the highest standards of quality in every Parker-Kalon Product. 


2 SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 


PROT MARGIN: To provide an adequate margin of profit 
for our distributors. 


PROTECTION AGAINST PRICE DECUNES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 


PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 


PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market, 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 





SALES COOP : To a force of trained sales 
engineers whose sole function is to develop business for 
our distrib s by intensi issi y work in the field. 


1 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects. 








PARKER-KALON /od¢izc FASTENING DEVICES 


A_ HARDENED: SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY TYPE @ Ue 
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(o. 200 Series Heavy 


Bearing Swivel Cast- 


| T should be easy for you to visualize 
your every day, every call oppor- 
tunities with a line so good and so 
complete as Faultless Casters for 
Industry. 


. « « $0 complete, in fact, that every 
call a Faultless distributor makes is an 
opportunity to sell casters—not only 
in industrial plants, but in institutions 
of every kind. 


With Faultless, you can guarantee smooth- 
ness in operation, sturdiness, dependability 
and long life. And the long established 
Faultless performance record gives emppa- 
sis to that guarantee. 


Today's industrial expansion, and need fo- 
replacements make your caster market 
stronger than it has been for many years. 
Write for the new Faultless Caster Catalog 
OD. Let us show you our New Simplified 
Catalog sheets for distributors’ salesmen. 
Ask for details of our selective distributo- 
plan. 


FAULTLESS CASTER CORPORATION 


Dept. MS-4, Evansville, Indiana 


Canadian Factory: Stratford, Ontario. 
Representatives in Principal Cities. 


FAULTLESS CASTERS 
FOR INDUSTRY 
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“Time out for a picture?" says H. L. Martin, 
purchasing agent of The Ross-Willoughby 
Co. branch in Springfield, Ohio. ‘‘Sure, 
anything to oblige a pal.’ 


Executive Changes 
at Long-Lewis 


At a meeting the first of the 
year, Charles Long, formerly sec- 
ond vice-president of the Long- 
Lewis Hardware Co., Birmingham, 
Ala., was elected to fill the post of 
first vice-president, upon the re- 
tirement of John T. Hagerty, who 
held that position for some time. 
W. A. Shepard, sales manager and 
in charge of mill supply sales, suc- 
ceeded Mr. Long as second vice- 
president of the firm, retaining his 
former duties. H. L. Bains, Jr., 
was appointed to assist Mr. Shep- 
ard in the supply department. 


Harley Joins Sales Staff 
of Cameron-Barkley 


Gene Harley has been added to 
the sales staff of Cameron-Barkley, 
supply house, Savannah, Ga., to 
work under W. A. Anderson out of 
the company’s Jacksonville, Fla., 
branch. 

Mr. Harley was formerly with 
the Quigley Co., Inc., and before 
that was with General Refractories 
Co. He will handle the firm’s full 
line of general industrial supplies. 


Quigley Distributor Named 


Arizona Mining Supply Corp., 
Prescott, Arizona, has been estab- 
lished as an exclusive distributor 
for Quigley Products in northern 
Arizona. 





In Train Service or Tool Service 


CAREFUL INSPECTION MEANS 


wus 


| 
Just as the track-walker assures Te " treating, accurate grinding — each 
uninterrupted train service, step-by- | J plays its nart 8 comes 
step inspection at the Morse plant 
assures uninterrupted concen 


11 r Picture ! 
Good DISTRIBUTOR SERVICE Completes The Lee 


‘ : zines sen 
| ice plus good distributor In metal-working maga that prove 
Good tool service : 


ial of the tools 
ne" to you for a tria t 
ation! Like =" ; ce". 
pe pe unbeatable come message There Is A Differen 


all Morse advertising, y veLore resharpening. 


ana Tr TWIST DRILL AND MACHINE CO., NEW BEDFORD, MASS., U. S. A. 

a ) ) New York Store Chicago Store 

= ( ~ amr 130 LAFAYETTE ST. 570 WEST RANDOLPH ST. 
THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS- COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 


~~ sue 1c works 
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¥* No industrial supply company is more widely known 
in the industry than H. Channon Company, whose new 


Donnelley-built catalog is now being distributed. 


* 





It is impossible to keep even 
the best stock of goods before 
the buyers without the issue of > 
up-to-date general catalogs at 
reasonable intervals. 





R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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Caught “between the acts,” some of the 
inside and outside salesmen of the Henry 
Walke Co., industrial distributor of Nor- 
folk, Va. 


Southwell New Head of 
Andrew C. Campbell Sales 


R. J. Southwell has been ap- 
pointed sales manager of Andrew 
C. Campbell Division of American 
Chain & Cable Company, Inc., man- 
ufacturers of Campbell abrasive 
cutting machines, Campbell nib- 
bling machines and special machin- 
ery, with headquarters at Bridge- 
port, Conn. 

This appointment comes at a time 
when the Andrew C. Campbell Di- 
vision is further broadening its 
line of machinery. Announcement 
will be made soon of two new addi- 
tions. The first is a Campbell 
Cutamatic abrasive cutting ma- 
chine, the advance model of which 
was shown at the recent Power 
Show in New York. This new 
machine represents the latest de- 
velopments in the art of cutting 
materials by the abrasive method. 
The second expected addition is the 
Campbell Floformer, a machine 
which makes possible the shaping 
of various materials, by a process 
called “floforming,’” which means 
changing the shape of material by 
hammering it with dies in such a 
manner that minimum torsional 
stresses are imposed upon the part 
being shaped. 


Hardware & Paint Salesmen 
Meet Jointly in Waterbury 


A joint meeting of the Connecti- 
cut Paint Salesmen’s Club the New 
York Hardware Boosters Club, the 
Connecticut Hardware Association, 
and the Nutmeggers on March 3 
attracted 284 to the banquet at the 
Elton Hotel in Waterbury, Conn. 
George Ellis of Unionville (Hart- 
ford Belting Co.) presided as 
Toastmaster, followed by a floor 
show. 








Armour Fibre Combination Discs—Packaged 


to Make Selling Easy... 


RMOUR Fibre Combina- 
tion Discs are packaged 
particularly to make your 
selling easy. Packed 25 discs 
to a carton, or 100 discs toa 
bale. Either makes for con- 
venient handling by dis- 
tributors. 


Enjoy sales and profits with 
Armour Fibre Combination 
Discs. All sizes for standard 
portable sanding and flexible 
shaft machines. Coated with 
aluminum oxide they have 
the bite, tenacity and withal 
the smooth-cutting efficiency 
to accomplish everything re- 
quired in metal finishing 
operations — with maximum 
economy. All grades of grit 
necessary for metal grinding, 
surfacing and polishing. 


For increased production 
Armour’s Fibre Combination 
Discs will give your customers 
what they have been looking 
for—and your house the 
repeat business that builds 
profit! 





ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 
GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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Larkin Adds Space, 


Two New Salesmen 


| The M. D. Larkin Co., Dayton, 

Ohio, has again occupied that por- 
| tion of its property at 121 East 
Third Street which was vacated 
during the depression. Additional 
factory supply and merchandise 
stocks and a portion of the offices 
have been moved into this building. 
Occupancy of the additional space 
| was made necessary by expanding 
business. The Larkin company 
now fully occupies its property 
from 113 to 121 East Third Street, 
| with a total floor space of 75,000 
square feet, Larkin also announces 
the addition of two salesmen to its 
factory supply staff—and is plan- 
ning to employ three additional 
salesmen as soon as capable men 
can be secured. Their branch at 
Springfield, Ohio (41-46 West 
High St.) will greatly increase its 
present inventory and many new 
lines will be added. The company 
reports sales to be in excess of 
1929. 





Woodard Company 


Incorporates 


Hugh E. Woodard Co., Detroit, 
Mich., has recently been incorpo- 
rated. Officers are: Reaka Woodard, 
president; Edmund J. Stafford, 
vice-president; G. S. Cooprider, sec- 
retary-treasurer. 

Mrs. Woodard is the widow of 
Hugh E. Woodard. 

The sales force has been enlarged 
to take care of increased demand. 





One young lady tried to hide under the 
desk, but we finally got ‘em all lined up for 
this interesting picture in the office of the 


National Supply Co., Toledo, Ohio. Seated 
rm - pa —Virginia Knudsen (left) and Mrs. Elsie 

Mode Efficient Keep Costs Low Robinson; standing, left to right—A. Kreutz- 

feld, Jerry Francke and G. E. Shasteen. 
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Pewmetti £8. CINCIR WAT. 


MILL SUPPLIES @ APRIL 1937 


OHI 0 





103 








| Young & Vann Catalog 
‘Is a Whopper 


SELL MORE TOOLS TO MORE PEOPLE | Customers of the Young & Vann 


irmingham, Ala., are 


|making much favorable comment 
ze): MOR E J0 BS | about the firm’s recently published 
| catalog. The book contains nearly 
| 1,200 pages, is cloth bound and 
| printed on a quality grade of paper. 
At present Young & Vann salesmen 
|are merchandising the catalog to 
| their customers extensively, to leave 
the impression firmly planted that 
this company handles a wide and 
full line of supply materials. 














-zom BUS BODIES ro SMOKE PIPES 
STANLEY UNISHEARS a” 


Sell Stanley Unishears wherever sheet 
materials are cut ... galvanized iron, cop- 
per, fibre, acienen, wire screen, canvas, 
paper, and many other materials. Demon- 
strate it and the sale is half made. Thou- 
sands of machines now in use prove the sales 
possibilities of these exclusive Stanley Tools. 





"Come on, you customers; we're ready,” 
say this quartette behind the service coun- 
ter of the Kirkby and Supply Company, 
STANLEY “MIGHTY MIDGET” | Toledo, Ohio. Left to right—A. J. Kuhr, 
Stanley Unishears are electrically driven UNISHEAR | menager of the mill supply dopertmont ond 


hasi t; K. A. Sass, st les- 
shears, making 2400 cuts per minute. Speed amare Py se ck: OR Eid 


as you feed; cut any shape with hairline 
accuracy. Unishears leave smooth, finished | 
edges; no distortion of metal. 100% safe — 


STANLEY No. 16 UNISHEAR 
for the operator. 


Similar to “Mighty Midget.” Cuts 
COMPLETE LINE LETS YOU 
SELL ALL MARKETS 


Portable Unishears are made in three 
sizes to cut 18, 16 or 14 gauge hot rolled 


man; H. W. Farling, price clerk; F. R. Kirk- 


Only $59.00. Cuts up to 18 gauge | 
| by, secretary. 
| 


hot rolled steel. Weighs 7 pounds. 


Lamp Sales Office In Boston 


up to 16 gauge hot rolled steel. | 
| Boston will become the lamp sales 
| executive headquarters of the Hy- 
grade Sylvania Corporation on or 
j}about May 1. This Company has 


Weighs 934 pounds. 


steel; stationary Unishears in seven sizes to 
cut sheet metals up to '/,” boiler plate. Every 
shop you call on has a job for a Unishear, 
either in production or maintenance. 


STANLEY ELECTRIC TOOL DIVISION 


The Stanley Works 
New Britain, Conn. 
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STANLEY No. 144 UNISHEAR | 


Cuts up to 14 gauge hot rolled 
We Are Represented By Selected Distributors steel. Weighs 191 pounds. 


STANLEY UNISHEARS 


THE ELECTRICALLY DRIVEN HAND SHEARS 


|leased the thirteenth floor of the 
|new wing of the 10 Post Office 
Square Building. 
| Those making their headquar- 
bee at this office will be S. N. Ab- 
bott, lamp sales manager; C. G. 
| Pyle, assistant sales manager; R. 
|S. Bradner, Boston district man- 
j;ager; R. H. Bishop, New England 
| district manager (excluding Bos- 
|ton), and S. A. Harris, New Eng- 
iland tube district sales manager. 
E. J. Poor, chairman of the board 
of directors, who now makes his 
headquarters in the general offices 
at Salem, Mass., will also spend a 
portion of his time in the new 
Boston office. 











SELL GOULDS PUMPS 
....with ASSURANCE 


ce) FACTORIES PUBLIC BUILDINGS 
CHEMICAL PLANTS SUGAR REFINERIES 
FOOD PRODUCT PLANTS CLEANING PLANTS 
PACKING PLANTS ICE AND ICE CREAM 
LAUNDRIES FACTORIES 
GAS PLANTS PAINT WORKS 
MUNICIPALS TANNERIES 
\fele) is, micejate). & OIL REFINERIES 

SILK MILLS BOTTLING WORKS 

PAPER MILLS DRUG COMPANIES 








aN eae a 


rh ae \. yee | 



























For Pumping— 
wpe a Goulds makes it easy for distributors to sell 
AMMONIA GLYCERINE 


ASPHALT GLUE pumps. : ; 
auncnell OT GREASE AND The Goulds sales policy recognizes and protects 
BOILER COMPOUND TALLOW the established distributor, extending full coopera- 


BLEACHES OILS—ALL KINDS AND tion at all times. It is a practice with Goulds to 
BRINE —— emphasize the advantages of buying from Goulds 

PAINT, VARNISH, “a : 
CONDIMENTS mabye Distributors—to promote the largest use of their 


a PAPER STOCK services. 

2+ PRINTERS’ INK Goulds seeks new outlets on the basis of a long 
Peprteate SOAP record of trade cooperation and a complete line 
- COMPOUNDS SOUP of quality pumps to meet liquid pumping require- 
CHOCOLATE SPRAY MIXTURE ments of every customer. 


DAIRY PRODUCTS STARCH Since 1848 Goulds Pumps have been noted for 


DRUGS AND ee their outstanding quality—never lowered just to 
PATENT MEDICINES SILICATE one . “ol 
meet competition. High efficiencies keep operat- 
DISTILLATES, SOFT DRINKS . i 
HAZARDOUS SYRUPS ing costs at a minimum. Heavy duty parts—care- 
LIQUIDS TAR fully manufactured from the finest materials—assure 
DYES TURPENTINE dependable performance—eliminate profit-eating 
EXTRACTS VASELINE service calls. 


FOOD PRODUCTS WATER SERVICE 
FRUIT JUICES YEAST 
GASOLINE, KEROSENE, 


GOULDS PUMPS Inc. 


Stock Goulds Pumps and get your share of 
profitable pump business. 


ATLANTA BOSTON CHICAGO, HOUSTON NEW YORK PHIL ADELPHIA PITTSBURGH TULSA Representatives mn all Principal Cities 
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The Favorite FILE 


of Cross-cut Saw Filers 
for over twenty years 





SIMONDS Special 
CROSS-CUT SAW FILE 


@ Easy to Sell 

© Good Profit for Dealers 
@ Excellent Quality Tool 

@ Expertly Manufactured 
@ A Popular File 


— well known 
— well liked 


— better than ever 
® Made in 6, 7, 8 and 10-inch lengths 


® Good for many uses other than saw 
filing 


SIMONDS 


SAW AND STEEL COMPANY 


Established 1832 FITCHBURG, MASS. 
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A hustling quartette, all of whom give stellar 
service to over-the-counter customers of The 
Klinger-Dills Co., Dayton, Ohio. Left to 
right—Elmer Michael, Fred Cosby, Bob Dills, 
Jr., William Lehman. Bob Dills, Jr., is a son 
of R. T. Dills, vice-president and general 
manager of the company. 


New Lines Taken on By 
Industries Supply Co. 


Keystone Lubricants, Morrow 
Lubricator Co., American Chain & 
Cable Co., and Nobs Chemical Co., 
are the new lines recently taken 
on by the Industries Supply Co., 
San Diego, Cal. 


Fafnir Bearing Co. 
Names Two Distributors 


Two new industrial distributors 
have recently been named by the 
Fafnir Bearing Co., New Britain, 
Conn. They are the Berg-Evans 
Chain Co., Seattle, Wash., and the 
A. W. Davis Supply Co., Portland, 
Oregon. Other Fafnir distributors 
in the west are the F. Somers 
Peterson Co., San Francisco, and 
the Pacific Ball Bearing Co., Los 
Angeles, who have handled these 
lines for many years. 


James McGraw, Inc. 
Handles Lincoln Line 


James McGraw, Inc., Richmond, 
Va., has been appointed distributor 
for Lincoln electrodes and welding 
accessories in the territory cov- 
ered by this house. 


Geo. L. Starks Co. Now 
Sells Wholesale Only 


Effective February 1, George L. 
Starks & Co., Saranac Lake, N. Y., 
became a wholesale house only, hav- 
ing disposed of its retail business 
to the Adirondack Hardware Co., 
Inc. 


























OUR SALESMEN ... whe work with you. and for you, to help 
build your sales e LITERATURE and CATALOGS. strategically 
distributed to your customers e OUR SALES-PULLING 
ADVERTISING in 25 trade papers, reaching every nook 
and cranny of your market . . . . ... 


This is the cooperation 


we give you on these 
‘ 








UNBRAKo > 
a ell 
Ta 











KNURLED “UNBRAKO"” SOCKET HEAD CAP 
SCREWS. Knurling aids in driving screws, giving 
greater purchase when starting to turn by hand. Also, 
it allows locking by an ingenious method after counter- 
sinking. 
: Bh nes Noto SET SCREWS stand up 
. a s [[oDRErwe under toughest punishment. Heat treated so oints 
144 SOCKET HEAD SCREWS aoe won't mushroom, hex won't round. ° 


Pat. Pending Fig. 25 



































“*“HALLOWELL** 
STEEL STOOLS 
Because they're all of one piece welded steel con- 
struction—strong as can be made—‘‘Hallowell"’ Steel 
Stools are cost reducers. Under the hardest punish- 
ment, they'll last for years. 

Scientifically designed in types to fit jobs of all 
kinds, these Steel Stools and Chairs assure a natural, 
strain-free sitting position . . . eliminate unnecessary 
fatigue. 


“HALLOWELL” 
STEEL SHAFT COLLARS 


“Hallowell” Steel Shaft Collars 
combine unbreakability and ma- 
chine finish with low price; that’s 
the secret of their world-wide 
popularity. Fig. 100 























HALLOW ELL “Hallowell’’ Steel Benches are made in Standard 


STEEL WORK BENCHES lengths from 3 to 10 feet; continuous benches—any 

length. The smooth one-piece steel top of the ‘‘Hallo- 

well” will neither splinter, warp, burn nor wear to any extent and, therefore, outlasts 

wooden tops by many years. Shipped knocked down; complete with all bolts, nuts and 
washers for quick assembly. 







Pat’d a 
Patents Pending 

















, ing thread or locking ring within the nut provides a live counter- 
acting force within the nut that prevents the nut from backing off. 
SELF-LOCKING NUTS’ The “Unshako” is self-contained, has no extra parts. 


the nut that can’t shake loose 








ql NSH Something really NEW and DIFFERENT in lock nuts. A float- 














Every one of these profit makers is sold on a defi- 
nite distributor protection basis, at a liberal mar- 
gin of profit. 


“*PIONEER’” 


STEEL SHAFT HANGERS 






Get our proposition, today! Just write us— 


“Pioneer,” the original Steel Shaft there’s no obligation. 


Hanger, revolutionized shaft hang- 
ers. It’s the only steel hanger with 
integral feet. Millions are in 


STANDARD PRESSED STEEI! Co. 











use the world over. ——— on BRANCHES JENKINTOWN, PENNA. BRANCHES 
x BOSTON CHICAGO 
DETROIT , ST. Louis 
INDIANAPOLIS BOX 519 SAN FRANCISCO 
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“ARRO 
PROTECTS 
OUR TERRITORY 


. « « That's One Good 
Reason Why We Should 
Stock the Arro Line” 


Jobber Protection is a basic business 
policy of the Arro Expansion Bolt 
Company. Jobbers handling this fast 
selling line have positive assurance of 
a permanent. preferred market posi- 


tion. 


Other good reasons why you should | 


stock the complete Arro Line are well 
known to buyers everywhere in indus- 
trial America. Arro products are pre- 
cision engineered. advanced in design 
and built of finest materials. 

Are you stocking the new Arro Cad- 
mium Plated Toggle Bolt? It’s mak- 
Write 


for catalog and jobber’s confidential 


ing an amazing sales record. 
price list. 


ARRO EXPANSION BOLT COMPANY 
Marion, Ohio 


Originators of Cadmium Plated Expansion Bolts 


ie NS — ' 
E=xARRO => 
BT \ é 


REG. US. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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| Jesse Parker Back 
With Taylor-Parker 


Jesse H. Parker, brother of E. L. 





Parker, president of the Taylor- 
Parker Co., Norfolk, Va., has re- 
turned to the firm and will handle 
a territory that comprises the west- 
ern part of Virginia and western 
North Carolina. His headquarters 
will be in Danville, Va. He has 
had ten years previous experience 


| with the Taylor-Parker firm, but in 


recent years has been conducting a 
business of his own. J. F. Smith, 


|who has been an inside man, has 


been given the territory of eastern 


| South Carolina, making his head- 
| quarters 
| Smith was also with the firm some 


in Florence, S. C. Mr. 


vears ago and recently returned. 


New Vice-President At 
Milligan Hardware Co. 


G. Stewart Thompson has re-| 
cently been appointed a vice-presi- 
dent of the Milligan Hardware Co., 
East Liverpool, Ohio. The firm re- 
cently took on the industrial Ale- 
mite fittings as a new line. 


Harnischfeger Appoints 
New Chief Metallurgist 


J. C. Joublanec, well known in 
metallurgical and research circles, 
has been appointed chief metal- 
lurgist of the Harnischfeger Corp., 
Milwaukee. Mr. Joublanc was with | 
the Republic Steel Corp. for ten | 
years and with the welding develop- 
|ment and research department of 
one of the country’s leading welding 
equipment manufacturers for four. | 


| Coming right along at a smart clip is the 
| mill and contractors’ supply house headed 
| by this energetic and very hospitable gen- | 
tlemen C. L. Gransden. Mr. Gransden is 
president of C. L. Gransden & Co., Detroit. 
He is also president of Gransden-Hall & | 
Co., Flint, Mich. | 
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AUTOVENT 








"The Complete Line” 


@ Be ready to make BIG PROFITS 
on Heating and Ventilating Equip- 
ment this spring! Write today for 
complete story and discounts due 
you! 







































Autovent Fan & Blower Company 
1817-23 N. Kostner Av., Chicago, Ill. 
























RY Kable Kord on your tough jobs. Make 
it take it, and you'll see plenty. Kable Kord 
buckles down and licks the troubles that lick other flat 
belts. They don’t come any tougher than Kable Kord... 
Gilmer builds it brute-strong. Kable Kord is really two- 
belts-in-one: a power belt plus a contactor belt. Patented 
improvements created by Gilmer, make it hug flat pul- 
leys with a snugger, no-slip grip that delivers maximum 


pull per square-inch. So what? So you save money! 





FREE 


GILMER FRANCHISE DETAILS 


Make money. Sell Kable 
Kord because Kable 
Kord sells. Gilmer has 
a paying proposition 
for live wires. Send for 
details...no obligation, 


of course. 


L.H. GILMER COMPANY, Tacony, Philadelphia 
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@ Dependable, 


TACKLE BLOCKS 


"U-W"'TackleBlocks 
and Sheaves are 
built for dependa- 
ble, carefree, and 
efficient service. 
The line is com- 
plete in all types 
and sizes for Wire 
and Manila Rope. 








trustworthy, 


BRATTICE CLOTH 


Non - inflammable, 
airtight, water- 
proof, heavy jute 
yarns, closely wov- 
en, combined with 
special, fireproof- 
ing process. 

The airtight and 
waterproof brattice 
cloths are furnished 
with either a jute or 
cotton duck base. 


Established 1871 
MAIN OFFICE AND FACTORY: 1168 W. IITH ST. 
CLEVELAND, OHIO 


"U-W" QUALITY | 


wins customers and keeps them! 


STEEL PRODUCTS 


Ruggedly Designed for Every Service 

ruggedly-designed 
products: Turnbuckles in all diameters, lengths of 
opening, and all types of fittings, Wire Rope Clips 
(Drop Forged and Malleable), Wire Rope Sockets 
and Thimbles, Shackles, Eye Bolts, Connecting Links. 


WIRE ROPES 


All Grades and Construction for Every Service 


MANILA ROPE 


Pure manila and 
sisal cordage; 
transmission, boll, 
drilling, fisher- 
man's, yacht, lari- 
at, drop hammer, 
grain shovel, sisal 
yarns, ratline, mar- 
line. 


Send for complete catalog 

















Showing a strip of Safety Belt Hooks and how to 
cut it. A pair of cutting Nippers packed in each box, 


Self- 
Supporting 





NOTE TO DEALERS irscr’tpritcosstecr'cavertisings 16'%ee 


ture Safety Hooks spells self-protection. 





See that Steel Binder Bar waste-preventing assembly! It serves a double 
purpose and gives double strength. Instead of a temporary support, the 
Steel Binder Bars act as a permanent support—Ist, to keep the hooks firmly 
in line—2nd, to strengthen the joint and to prevent hooks from fraying 
over belt edges; because, instead of removing the bars, they become a 
strong part of the finished lacing. Hundreds of outstanding industrial 
leaders have standardized on Safety Belt Hooks. 


SAFETY BELT-LACER CO., Toledo, Ohio 
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Bufords Celebrate 
100th Anniversary 


To commemorate the company’s 
100th year as an industrial distrib- 
utor, Buford Bros., Inc., of Nash- 
ville, Tenn., have just published a 
handsome 270-page anniversary edi- 
tion catalog. The book is book 
bound and covered with imitation 
leather, strikingly finished with 
three attractive colors. 

Although the firm naturally went 
through many hands in its hundred 
years of service, it has consistently 
stuck to fundamental policies and 
has maintained a steady average of 
progress. Business for February 
of this year was 20 per cent ahead 
of February, 1936. The branch at 
Jackson, Tenn., established last 
June, is progressing rapidly. New 
lines recently taken on include Bond 
casters and Fafnir bearings. 

Present officials of Buford Bros. 
are: George J. Hearn, Jr., presi- 
dent; Brown Buford, vice-presi- 


dent; Lloyd Smith, vice-president; 
P. J. Ladd, secretary-treasurer. 





The heart of any mill supply house is its 
telephone order department. Take a look at 
these folks, everyone in action, with the 
service counter in foreground. in the mod- 
ern home of The Boyer-Campbell Company, 
Detroit. Picture taken from the mezzanine, 
location of the company offices. 


Lewis Shows Movies 
At Sales Meetings 


Showing moving pictures depict- 
ing the manufacture of industrial 
supplies has proved to be a stimu- 
lating program for the regular sales 
meetings of the Charles C. Lewis 
Co., Springfield, Mass. Richmond 
Lewis, president of the firm is on 
a South American cruise this 
month. 











Jf 

















Priur ONE of our 5 Point Merchandis- 
ing Policy—published at the right—states, 
"Sales Thru Exclusive Franchise." Expanded 
to the complete paragraph point one 
reads—'"'Sales—Upon an Exclusive Fran- 
chise, through recognized distributors, 
which squares thoroughly with what the 
astute distributor realizes as an ideal sales 


plan.” 


This means much to you—the distributor— 
because it assures you of: 


e A file line, in your sales territory, that is 
strictly yours, not just a shelf item. 

© Full and complete sales protection in 
your given specified territory. 

© All the merchandising helps and advertis- 
ing of the manufacturer in this territory 
concentrated to bring business to you. 

© Close and frequent sales promotional 
work with your organization to increase 
your business. 


All of which results in taking your file busi- 
ness out of the "necessity class’ and 
placing it where it belongs—in the "profit 
class." 


The repeat (the only profitable) business is 
guaranteed thru Super Duty quality. Don't 
you really prefer exclusive lines? Write 
today for complete information. 


3400 Hamilton Ave. 
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5 POINT MERCHANDISING POLICY 


1. Sales—thru Exclusive —thru definite, sys- 


Franchise. tematic factory 
2. Resale—thru Strictly helps. 
maintained resale 4. Consumer Advertis- 


Schedules. 
3. Factory cooperation 


5. Quality Products— 
Highest Standards 
constantly main- 
tained. 


ing—concentrated in 
distributor market. 


Cleveland, Ohio 


1899 


BRINGS | ee On a 
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HUNTINGTON 





Sell Satisfaction - - 
Earn More Profits 


When you _ sell 
Vincent - Huntington 
Grinding Wheel Dress- 
ers and Cutters your 
customers buy 
completely _satisfac- 
tory performance and 
you build sales vol- 
ume and profitable 
repeat business. Vin- 
cent-Huntington Cut- 
ters are heat treated 
to the proper degree 
of hardness by our 
"Vincent Process’ 
which assures maxi- 
mum wear and effi- 
ciency in service, 

















Vincent - Huntington 
Grinding Wheel Dress- 
ers and Cutters are 
recognized throughout 
industry as tools of 
outstanding quality 
and economical serv- 
ice. Many large indus- 
trial plants specify 
"Vincent" exclusively 
. « Mill Supply men 
everywhere find them 
easy to sell. They are 
likewise very profita- 
ble to sell. . . . Get 
the facts as to this 
complete line. We will 
gladly provide you 
with information. Ex- 
cellent service on your 
orders too. ... 























Gvery 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 
Them / 





THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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| purchasing department. 





Kenneth G. Merrill, president of the M. B. 
Skinner Co., South Bend, Ind., at work in his 
handsome office. The Skinner plant, with its 


modern building, beautiful lawn, sunken gar- | 
dens, bird sanctuary, and ornate baseball | 


diamond, provides an unusually artistic set- 
ting for the day's labor. 


New Address for 
Horsford Bros. 


Horsford Bros. Co., who for 20 


| years were located at 235 Mission 


St., San Francisco, have recently 
moved to 944 Folsom St., in that 
city. The company recently an- 
nounced the addition of Harold F. 
Aldridge to the sales staff. 


Veteran Employee of 
Foss Co. Passes On 


Our sympathy to M. L. Foss, Inc., 
Denver, Colo., distributors who re- 
cently informed us of the loss of 
H. F. Spillman, member of their 
Mr. Spill- 
man had been with the Foss com- 
pany for 27 years and was one of 
their oldest workers in years of 
service. 

Nelson Brown has recently been 
named manager of the Foss com- 
pany’s welding department. He 


| spent the week of March 8 in Chi- 


cago, attending welding school. 


J. E. Howell and J. P. Castner 
Join the Tracy-Wells Go. 


R. C. Hager, vice-president and 
general manager of the Tracy-Wells 
Co., Columbus, Ohio, announces the 
appointment of J. E. Howell as his 
assistant. Mr. Hager and Mr. 
Howell are planning an aggressive 
merchandising program in Colum- 
bus, and also in Cleveland where 
the company operates the Arnold 
Wholesale Corp. as a branch. 

C. O. Tracy, treasurer of the 
company, and manager of its hard- 
ware, electrical, and house-furnish- 
ing lines, recently named John P. 
Castner as his assistant. 
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PROD 






Do your salesmen say there’s “noth- 
ing to talk about” when they go out to 
sell coated abrasive papers and cloths? 
Then they don’t know about “Master- 
pak”—an exclusive JEWEL develop- 
ment—a package that actually protects 
in transit. They don’t know about the 
JEWEL line—with a coated abrasive 
for every industrial need. Perhaps 
they haven’t been told how Abrasive 
Products, Inc. stands back of every 
order for JEWEL Abrasives with 
technical advisory service based on 
more than 25 years’ experience; with 
24-hour action on every order, large 
or small. 

JEWEL Abrasives are being adver- 
tised to your customers. A good way 
to give your salesmen some real “fight 
talk” is to own the attractive JEWEL 
franchise. Write or wire to-day for 
full details. Abrasive Products, Inc., 
South Braintree, Massachusetts. 


BRASIVE 
5 





ae 
MOJEWEL EMERY & 5 se J : 
»ARNET 


JEWELC 
JEWEL ‘ 
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Increase your profits with JBL 
pli aat 





“It pays to handle J&L Steel Products...” 


Nuk «= C Another big batch of orders this morning. 
I tell you, Mac, J&L Steel Products are a 
fast-moving, profit-making line for us.” 


This is the experience of many 
distributors who sell J&L Steel 
Products, and the reasons are 
good and sound. Your customers 
want J & L Products because they 
get greater satisfaction by using 
them . . . these products sell 
quickly and increase your profits. 


Jones & Laughlin builds 
greater sales for you by reaching 


your customers with an extensive 
national advertising campaign 
telling the J&L quality story in 
trade, business and executive 
magazines. These publications 
create a demand for J&L Steel 
Products that moves your stocks 

. turns them into cash, at a 
profit to you. 


J&L Steel Products move 


faster .. . give greater satisfac- 
tion to your customers . . . and 


make bigger profits for you. 
Get in touch with J&L today. 





Profitable J&L Products 


J&L Seamless Steel Boiler 
Tubes... Seamless and Welded 
Pipe... Cold Finished Shafting 

. Cold Finished Bars and 
. Hot Rolled Bars, 
Shapes and Plates ... Nails 


Shapes . 


and Wire Products. 











JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 


MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 


tll 
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SUCH POPULARITY 


didn't just happen 





The R & M is perhaps the most 
popular hoist on the market 
today. And its popularity is no 
accident—this hoist earned it. 
Five years ago it was unknown. 
Today it is accepted by the 


leaders of American industry as | 


the latest and best develop- 
ment in hoisting machinery. 


Put your hoist and crane needs up to R & M—anything, from a 
differential hoist to an electric crane. You get the inquiry—and 
one organization, trained to work with you, will help you close it. 


Sold Through Mill Supply Houses Everywhere 


ROBBINS & MYERS, tx 


HOIST DIVISION . 


THE MECHANIC SAYS: 


| CANT AFFORD 
TO MAKE MISTAKES 
SO | USE JUFAIN. 
THEY RE RELIABLE 


THE PURCHASING ACENT SAYS: 


1 BUY /UFAKIN. 
THEY BEST FILL THE 








TAPES—RULES—PRECISION TOOLS 
Sold Through Distributors 






SAGINAW, MICHIGAN) + 
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SPRINGFIELD, OHIO 


THE CHIEF INSPECTOR SAYS: 


| REQUIRE EXTREME 
ACCURACY THAT'S WHY 
MY MEN USE /UFAIN 











‘SAYS THE SALESMAN: 


THAT’S WHY | SELL 
LUFKIN. THE TOOLS AND 
SALES POLICY ARE BOTH 
RIGHT. 











106 Lafayette Street, New York 
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Celebrate 35th Year 
of Interstate Co. 


The February issue of the house 
organ, “Interstate Items”, pub- 
lished by Interstate Machinery and 
Supply Co., Omaha, was the 35th 
anniversary number. This issue 
was a striking presentation of the 
firm’s story, recording its growth 
and achievements and dramatizing 
its service. 

On the cover was a picture of the 
seven men who make up the Inter- 
state Quarter-Century club, having 
been with this company for 25 years 
or more. In a personal story, G. 
C. Edgerly, president, traced the 
history of the firm and told of its 
growth. The sales staff, office force 
and executives all were pictured, 
as were the showrooms, stock de- 
partment, machine shops and some 
of the products handled, as well as 
applications of installations which 
the company has made. 

In its 35 years’ existence, the 
Interstate company has grown to a 
point where its business volume 
exceeds $1,000,000 a year. 


Appoints New Sales Engineer 


Fiske Brothers Refining Co. an- 
nounces the appointment of H. T. 
Sedgwick as district sales engineer 
for its lubricants in North and 
South Carolina. He will maintain 


headquarters in Charlotte, N. C. 


New in Dayton, but not in the supply busi- 
ness. C. Alfred Miedel, who late last fall 
assumed duties as head of industrial sales 
activities for The W. H. Kiefaber Co., Day- 
ton, Ohio. "“Al' has had long experience in 
the mill supply field. 























INCREASE 
YOUR SALES 


DECREASING 


customer power losses 


You can satisfy your customers’ increased production 
demands by showing them how to avoid numerous 
“friction penalties” with Medart-Timken Pillow Blocks, 
Hanger Bearings, Flange Units and Unit Mounts. They 
not only reduce the needless cost of power losses but 


add efficiency because friction and wear are minimized. 


Easy to install and remove—no attention required after in- 
stallation, except occasional lubrication...Sealed against 
occasional leakage of lubricant—dirt cannot enterthe housing 


...Completely assembled and lubricated before shipment! 
Medart offers you complete Engineering Sales Assistance. 


THE MEDART COMPANY 
General Offices and Works: 3512 DeKalb Street, St. Louis, Missouri 


Engineering Sales Offices: CINCINNATI . CLEVELAND - NEW YORK - 
CHICAGO . PITTSBURGH - NEW ORLEANS - SAN FRANCISCO 
DALLAS - DENVER - CHARLOTTE - BIRMINGHAM - MILWAUKEE . 


MINNEAPOLIS - ATLANTA - DETROIT +- GRAND RAPIDS .« 











MEDART 
V-BELT DRIVES 


For uniform drives, positive speeds, 
reduced belt expense, extra flexibil- 
ity, long life and short-center drives 
—use Medart V-Belt Drives... Also 
Steel and Cast Iron Sheaves and V- 
Belts in all sizes. 





BUFFAL 
- LOS ANGELE 
PHILADELPHI 
KANSAS CIT 





CHICAGO RAWHIDE 





for Industrial Use 


Sell Mechanical 
Leathers 


It is impractical if not impossible for 
the industrial distributor to gain 
expert knowledge of mechanical 
leather. In selecting the leather 
products you sell, your safest rule 
is to standardize on "Chicago Raw- 
hide" all the way. The "CR" shield 
guarantees certainty of performance 
—the exactly suited hide, tannage 
and treatment, and accurate fabri- 
cation; the goodwill of a known, 
well advertised name assures con- 
sumer acceptance, and complete 
satisfaction. 

The "CR" Line is a complete line 
including: 


@ Rawhide Faced Hammers (with replace- 
able insert faces of Java Water Buffalo 
Hide) 

@ Rawhide Mallets and Mauls (all sizes) 

@ Formed leather packings in all sizes and 
shapes 

@ Leather Belting 

@ Round Belting (5 grades) 

@ Twisted Rawhide Belting 

@ Rawhide Gears and Pinions 

@ Rawhide Pins for Metal Belt Lacing 

@ Leather Dust Covers, Boots, Guards 

®@ Cut Lacing (for Belting) 

@ Slide Lacing 

@ Safety Lacing (gut) 

@ Leather Washers and Gaskets 

@ Hand Leatheis 

@ Leather Aprons 

@ Mechanical Leathers 

@ Perfect Oil Seals 


Write for Circulars 


CHICAGO RAWHIDE MFG. CO. 
1290 Elston Ave. 
Chicago 


Branches: 
New York Pittsburgh 
Boston Cleveland 
Detroit 
t. Louis 


Philadelphia 
Cincinnati 
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Alexander Bros. Name 
New Distributor 


The Medley Mfg. Co., Columbus, | 
|Ga., has just been appointed dis- 
itributor of leather belting and 
packings by Alexander Bros., Inc., 
Philadelphia. 





NO PACKING 
NEEDED) HERE 




















| Plans Campaign 
On Water Meters 


The Well Machinery & Supply | 
Co., Inc., Fort Worth, Texas, has | 
issued a new catalog, and is plan- | 
ning an extensive campaign on Cal- | 
met water meters which it: sells | 







































through industrial distributors. 


C. A. Sylar, manager of the mill supply 
department of James Supply Co., Chat- 
tanooga, pauses at the grinding wheel stock. 
He recently completed 20 years of service 
with the firm (MILL SUPPLIES, January). 


Buckley Chairman 
of Hoist Association 


At the twentieth annual meeting | 


of the Electric Hoist Manufacturers 
Association held in New York City 


March 12, 1937, Sydney Buckley, | 


president of Shepard Niles Crane 
and Hoist Corporation, 
Falls, New York, was elected chair- 
man, succeeding C. 
Shaw-Box Crane and Hoist Com- 
pany. J. F. Cooke, electric hoist 
sales manager, American Engineer- 
ing Company, Philadelphia, Pa. 
was elected vice-chairman. 


Dayton Supply & Tool Now 
Sells Simplex Vises 


The Dayton Supply & Tool Co., 
Dayton, Ohio, is now handling the 


“Simplex” line of vises manufac- 


tured by The Desmond-Stephen 
Mfg. Co., Urbana, Ohio. 
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precision machined, then ground by 


la special oscillating method to a full 


Montour | 


A. Moore of | 











Dart 
No packing to buy — no 


about 


Tell your 


customers 
Flanges. 
packing to replace—no loss of power 
and time—no loss by spoilage due to 


leaks. 


Bronze rings, inserted by force into 


grooves in heavy flanged bodies, are 


bearing ball joint . . . a ground fit 


that stays tight. 


These features found only in Darts 
make them cost more—more profitable 
to handle—why they have nation- 
wide acceptance. Write for Dart’s 


deal today. 


U iN f 


a, 


E. M. DART MANUFACTURING CO. 


Paeerrnpence, &.4 


Sales Agents: The Fairbanks Company, New York 
and all branches. 
Canadian’ Factory Dart Union Company, Ltd 


Toronto, Canada. 














RED SHIELD 


THE STANDARD [OL (0. 
bevetanil 


NEW YORK + DETROIT © CHICAGO 
TWIST DRILLS ¢ MILLING CUTTERS + TAPS + DIES «+ REAMERS 


DRILL CHUCKS « WHEEL DRESSERS «© SPECIAL TOOLS 
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OFFER most 


ApvANCE-BADGER LINE 


Watch Sales Grow 
































way 


sales 


Here 


The Advance-Badger Line of Rail- 


record of Safe and Efficient per- 
formance back of them. 


Increased production activity re- 
ported everywhere offers the Dis- 
tributor 
Badger Car-Movers a substantial 


KING—made of cast steel for the 
heavier Car-Loading and heavy4 











Car-Movers have a_ long 


who offers Advance- 


increase. 


they POWER- 


are—the 


duty service and the 
NEW - BADGER — the 
most widely used Car- 
Mover—speedy and effi- 
cient for the average 








POWER KING 











Car-Spotting job. BADGER 
"ADVANCE .ctt. COMPANY 





APPLETON, WISCONSIN 
CANADIAN FACTORY —CANADIAN ADVANCE CAR 














COFFING 


RATCHET LEVE 








co 














Danville 


MOVER CO., WELLAND, ONT., CANADA 
ADVANCED 


DESIGN HOISTS 


R---SPUR GEAR--- ELECTRIC 





LOADS EASIER 
PROFITS QUICKER 


Look at this line from a sound 
business angle. You can talk 
up Coffing Hoists to your cus- 
tomers with confidence in what 
they offer to users. They are 
low in first cost, low in main- 
tenance, and give long, trouble- 
free service. 


Coffing Hoists will build up a 
substantial hoist business for 
you. Industrials of all kinds 
are your prospective purchasers. 





Write for information on our 
sales franchise. It will make 
money for you! 

Ratchet Lever ‘Challenger’ 
Hoist. Straight twin levers with 
Ratchet princi- rope pull. Raises 


ple employed. 


loads by fric- 
Light and com- 


tion grip—grav- 


~y nie a ity lowers them. 
able. Foruseon Lowering speed 
quick hoisting controlled by a 
jobs. %4-to6-ton ‘simple gover- 
capacity. 14 to nor. '%- to 2-ton 
65 lbs. capacity. 














FFING HOIST COMPANY 





. | ‘ 
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Krauss Feted at 
Surprise Dinner 


Sixty workers of the Gilmer Co.., 
Philadelphia, scored a complete sur- 
prise on their “victim”, President 
John S. Krauss, the night of Feb- 
ruary 26 when they made him guest 
of honor at a gala dinner in the 
Warwick Hotel, honoring his 25 
years as an executive of the firm. 

Mr. Krauss was visibly touched 
as he walked into the huge Orchid 
Room and saw the lavish decora- 
tions that had been arranged for 
the affair. Two great bouquets 
stood at the head of the table, one 
bearing the congratulations of Lo- 
cal 37, United Rubber Workers 
Union, and the other from women 
employees. Telegrams were sent 
by men who could not attend. Rep- 
resentatives of all groups—execu- 
tives, clerks, factory workers, sales- 
men, directors and foremen—gave 
spoken tributes to Mr. Krauss’ man- 
agement of the firm. A golf addict, 
Mr. Krauss was presented with a 
matched set of clubs and leather 
bag. Rising, he said: 

“I have been sitting here won- 
dering who this John S. Krauss is 
that you have been talking. about. 
I can’t say all that I’d like to be- 
cause of emotion. Tomorrow I'll 
think of a lot of things I ought 
to say now. May you be forgiven 
for your little ‘excesses’ spoken here 
tonight. I don’t know how to thank 
you for this expression of your 
cooperation.” 





A handsome book bound in gray 
leather, embossed in silver and en- 
scribed to Mr. Krauss with their 
congratulations and appreciation of 
his 25 years of leadership was 
signed by all the men present and 
left with him as a souvenir of the 
memorable occasion. 

The Gilmer Company recently an- 
nounced a week’s vacation with pay 
for everyone in the factory with 
service of one years, and days off 
with pay for those who have worked 
lesser lengths of time. 


E. R. Galvin Promoted By 
Caterpillar Tractor 


E. R. Galvin was made general 
sales manager of the Caterpillar 
Tractor Co., Peoria, IIl., effective 
March 1. Mr. Galvin joined the 
firm in 1928, after several years 
with the Cleveland Tractor Co., and 
shortly thereafter became sales 
manager in charge of the Eastern 
Division. In January last year he 
was appointed assistant general 
sales manager. 

















MIGHTY 
MIDGETS ...... 


whether measured 
by pipe threading 
efficiency or 
saleability 


IF electric power had been available in P. 
T. Barnum's day, the man who made the hu- 
man Tom Thumb famous could have made an- 
other fortune exhibiting the Oster-Williams 
“TOM THUMB" in action. A mighty midget 
which is easily carried from job to job, "Tom 
Thumb" No. 512 cuts off, reams and threads 
all sizes of pipe from 2" to 2" at a speed 
which compares favorably with that of many 
a larger machine. 


Oster-Williams "POWER BOY" No. 412... 
(see below) . . . an amost equally spectacu- 
lar performer, is the lightest weight portable 
power drive for die-stocks on the market... 


one man easily carries it wherever it's need- 
ed. Capacity—!/2" to 2". 


POWER BOY 











Powerful Sales-Arguments are 
Built Into Every Item in the 
Oster-Williams Line 


OSTER doesn't build ''me-too" products, 
merely for the sake of competition. 
Oster prefers to stay out of a market 
rather than offer an inferior article or a 
mere imitation. No tool or machine is 
added to the OSTER-WILLIAMS line 
unless it has distinctive, built-in features 
to furnish effective sales-arguments and 


assure convincing demonstrations. 


Supply-house sales-managers and sales- 
men who handle OSTER-WILLIAMS 
Equipment know . . . to their annual 
profit . . . the difference this policy 


means in their sales-volume. 


THE OSTER MANUFACTURING COMPANY 


Sales Offices: 2041 East 6Ist Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 


Threading Headquarters Since 1893 
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The 
LUBRIPLATE FILM 


Published in the interest of better lubrication 











Mr. Distributor— 


Do you know that in this day of 
modern high speed production ma- 
chinery the use of just any lubri- 
cant doesn't go. No sir — times 
have changed and smart industrial 
distributors who wish to keep pace 
with the modern trend of things 
handle LUBRIPLATE lubricants. 
Read the following letter from one 
of this county's largest container 
corporations who use LUBRIPLATE 
in six of their plants. 


"As you know, our machinery is of the 
high speed type, and with the constant 
increasing of the speed of these ma- 
chines, lubrication has presented itself to 
be one of our biggest problems to solve 
before we can increase speed to a much 
greater extent. 


The results of our experience with 
LUBRIPLATE have been very gratifying, 
as it has caused our machines to run 
much cooler, and the fact that LUBRI- 
PLATE stays put and lasts longer it has 
minimized our lubrication costs. 


LUBRIPLATE has done all you have 


claimed it to do.” 


Don't confuse or compare LUBRIPLATE 
with any other lubricant—it's in a class 
by itself and free of competition. 
Lubricants are one of the most widely 
used commodities in industry. Every 
plant, large and small, needs LUBRI- 
PLATE and every one cf your salesmen 
can sell it along with their other lines. 


LUBRIPLATE has great sales appeal 
and our distribu- 
tors say it is the 
greatest e ntree 
medium. One dis 
tributor reports 
over four hundred 
new accounts on 
their books since 
taking on LUBRI- 
PLATE. 


LUBRIPLATE is 
a highly profitable 
account of major 
line possibilities— 
we sure help you 
make it so. 


We are extend- 
ing LUBRIPLATE 
distribution nation- 
wide—some_ dis- 
tricts are _ still 
open. Write to- 
day for complete 
information cover- 
ing this valuable 
franchise. 





LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 
Established 1870 

NEW YORK, N.Y 

and TOLEDO, OHIO 


24 STATE ST 
NEWARK, N 
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Wickwire-Spencer Sales 
Manager is Dead 





Photo by Blank 4 


Stollen 


RAYMOND H. CHERRY 


Raymond H. Cherry, sales man- 
ager of the wire rope division of 
Wickwire Spencer Steel Company, 
died at his home in Westfield, New 
Jersey, on March 20 after a pro- 
tracted illness of several weeks. 

Mr. Cherry was born in New 
York City in 1893 and moved to 
Westfield when he was 13. After 
graduating from the public high 
school there in 1909 he entered the 
employ of the American Steel & 
Wire Company where he remained 
until enlisting for military service 
in France from March, 1918, until 
the end of the World War. 

He returned to the employ of the 
American Steel & Wire Company 
where he held various positions 
until he was placed in charge of 
wire rope sales in New York City, 
a position he held until 1930 at 
which time he accepted the man- 
agership of the wire rope sales di- 
vision of Wickwire Spencer. 

Through all these years of service 
to both his country and to the wire 
and wire rope industry of which he 
had become an important part, Mr. 
Cherry developed a host of friends 
and associates who admired his 
splendid character and qu4ltities as 
an astute business man. 


New Catalog By 
Teuscher Co. 


The 1937 catalog of Teuscher 
Pulley & Belting Co., St. Louis, Mo., 
is just off the press. The booklet 
of 50 pages contains a full listing 
of this firm’s wide line of power 
transmission equipment. Gener- 
ously sprinkled throughout are con- 
venient order blanks for customers’ 
use. 
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In Sales 
and Profits 


@ Mill supply men every- 


where know the _profit- 
making features of Key 
Graphite Paste — the uni- 
versal sealing compound 
for all screw-thread 
gasket joints. 


\s the first graphite pipe 
joint compound in the field, 
it has unquestioned prestige 
and acceptance among buy- 
ers. Key Graphite Paste 
pays you a wider margin of 
profit than any of its near- 
est imitators 100% on 
every sale. 


Extensive advertising during 
the past 15 years has made 
Key Graphite Paste known 
to maintenance engineers 
and heating contractors 
throughout the country, and 
practically every industrial 
plant is a prospect. 


Officially listed by the Un- 
derwriters Laboratories for 
joint sealing on all types of 
oil and gasoline handling 
equipment, Key is the 


quality Graphite Paste with 
many exclusive features. 











2621 McCasland Ave., East St. Louis, Ill. 
25 NATE OT LE TT. 




































No mill supply sales- 
man who follows the 
lead of Modern Group 
Drive advertising 
fights one type of trans- 
mission equipment 
with another. He sells 
the drive, or combina- 
tion of drives, that the 
customer needs for 
production economy. 
He gets technical help 
through his Power 
Transmission Club. 





Look for Modern 
Group Drive ads 
in Business Week 
and 8 other busi- 
ness papers dur- 


ing April. 
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STER fe anicens 
are Facts 


Our Hanores 
STAY PUT,Z 


NEXT 
MONTH! 


THESE 
ARE 


WELL 
THE 


BUILT 
EFFICIENT 


(OUR TOOL STEEL) (LOOK ATOUR 
NS JAWS COVER THE SOLID STEEL 
ENTIRE TOP OF Bar SLIDE. 

THE VISE and ARE 


RENEWABLE 


STRENGTHENER 
(SUPER ion 
_SERIES 


STRONG SCREW, 
\ AND NuT/ 


VISE FACTS 
LOW COST 


SERVICE POINTS THAT HELP YOU SELL 


THE CHARLES PARKER CO. 








NEW... 


equipped with over-size pneumatic 
tires. This completes the line which 
already has steel wheel and solid 
rubber tire models. 


a Shovel-Barrow 


SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP 


MERIDEN, CONN., U.S.A. 














SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP 


THERE'S A DEMAND 
FOR SHOVEL-BARROWS 


Factories .. . foundries .. . building 
and road contractors . . . manufac- 
turers .. gardeners... and many 


others are finding the answer to their 
manual transportation problems in 
the SHOVEL-BARROW. This recent 
contribution to efficiency, loads, 
transports, and deposits loads up to 
600 pounds with unbelievable ease. 
Its construction permits it to scoop 
loose materials right up off the floor 
or ground. Heavy parts, boxes, tools, 
and other items can be rolled or slid 
into it. No back breaking shoveling 
and lifting is necessary with the 
Shovel-Barrow. 


A NOTE TO DISTRIBUTORS: Unique 
in the field of intra-plant transporta- 
tion, the Shovel-Barrow has great 
sales possibilities. Add it to your 
list. We'll back you with direct and 
publication advertising. Write today 
for a distributorship. 


SHOVEL-BARROW COMPANY 


80 East Jackson Boulevard 
Chicago, Illinois 


dOODS dOODS dOODS dOODS dOODS dOODS dOODS dOODS dOODS dOOOS 


SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP 
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All Dressed Up 


(Continued from page 33) 








board. A stairway leads to the offices 
on the second floor. A large central 
room on the second floor, which may 
be used for displays or for other 
purposes, is surrounded by executive, 
sales, purchasing and accounting de- 
partment offices and the salesmen’s 
room. Offices are handsomely deco- 
rated, have the: latest acoustics and 
indirect lighting. All offices save one 
have new steel furniture, and in this 
one the furniture has been completely 
done over. Venetian blinds have been 
installed on all office windows. 
Directly back of the offices is the 
second floor stock room, a large, airy 
space with plenty of expansion possi- 
bilities, wherein are stocked the less 
bulky supplies, equipment and tools. 
Ceiling is of aluminum foil board and 
walls have been sprayed with alumi- 
num paint, producing excellent light 
for the big room. The bins are also be- 
ing painted with aluminum. The top- 
most bins may be reached by hand. 
Vacuum cleaners are used exclusively 
for cleaning purposes in this room. 


Ground Floor Arrangement 


The greater portion of the ground 
floor, to the rear, is used for ware- 
housing the bulkier equipment and 
materials handled by Ross-Willough- 
by, including an unusually large 
stock of wire rope, the steel stock, 
tubing, nails, refractories and paints. 
The front portion of the ground floor 
contains stock rooms for smaller, fast 
moving items, the city sales room and 
shipping and receiving room. These 
latter rooms open out into the large 
one story addition, the front portion 
of which is used by customers’ trucks 
in picking up supplies, during the 
day time, and as a garage for the 
company’s trucks at night. Plenty 
of room is left in this building for 
neat storing and handling of the ex- 
tensive Ross-Willoughby pipe stock, 
for two pipe machines and the new, 
stoker-equipped heating plant. In 
case of rush business, customers’ 
trucks can be loaded through an out- 
side door. This building, with sky- 
lighting, is very bright inside. 

Running along the rear of the Ross- 
Willoughby building is a railroad sid- 
ing, on the high bank of the Scioto 
river. There are three doors through 
which shipments may be handled at 
second floor level. 

Chain hoists and a freight elevator 
facilitate the movement of pipe and 
other heavy goods. 

An inter-office communicating tele- 
phone system entirely independent of 
the outside telephone exchange is in 
operation in the building. By press 
ing a button a person may secure 
direct connection with any depart 








Sneak 











MONOBELT & 

FLEXOTYPE 

TENTACULAR The success Alexander representatives have enjoyed 
OAK LEATHER BELT through industry's ever increasing acceptance of 
Chrome Leather Belt MONOBELT®* and other Alexander products. is a 


ROUND BELTING tribute to the high standard of quality maintained 


Foren senemne Bolt by Alexander Brothers and the sincere cooperation 
TWISTED BELT . ‘ ‘ ‘ . 

of their entire dealer organization. 
LEATHER LINK BELT 


Far PACKINGS That the Alexander distributors profit in direct pro- 


"*U'’ PACKINGS ° ° ‘ 1—m@ 
portion to the increase in sales of MONOBELT™, 


FLEXOTYPE*, TENTACULAR and Alexander reg- 


VEE PACKINGS 


FLANGE PACKINGS 


ular oak and chrome tan belts. is a recognized fact. 
GIN CRIMPS ™ 
SPECIAL PACKINGS It is merely industry's way of rewarding those who 
LACE LEATHER market better products. 


TEXTILE LEATHERS 


LEATHER HOOF PADS There are many opportunities for profit through an 
Leather Specialties alliance with the Alexander organization. We invite 


HYDRAULIC LEATHER you to inquire relative to the Alexander distributor 


CURRIED LEATHER policy. 
Alexander Beltiube 


BELT CEMENTS * Exclusive makers. 





Alexander @) Brothers »< 


ae Se Tot A N S M E75 Se 0 N Cue U N C Pee 
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ORDINARY FAN 


VICT 


OR 
WUT ES 














ERE are fans that 

your customers will 
really go for! Think of 
it—no need to choose 
between refreshing, cool- 
ing breezes and the risk 
of catching cold. Pat- 
ented Victor “Breeze- 
Spreader’ eliminates dan 
serous drafts and sudden 
blasts—givesheat relief with 
complete safety. famous 
Ribbon Test proves it 


A COMPLETE LINE 
All sizes..All types 


No matter what the fan 
requirements, there's a 







~~) 22 INCH 
T\) Fuoor 
} y MODEL 


28 INCH 
CEILING MODEL 


=> SHELF 
MODELS In 
BOTH SIZES 








Victor model perfectly fit- 
ted to the need. Desk and 
wall types from 8 to 16 in.; 


VICTOR TORNADO 
HIGH VELOCITY FANS 





stationary and oscillating; 
overhead fans and big, 
powerful 22 and 28 in. high 
velocity air circulators for 
economical cooling of large 
areas. Every number is a 
mechanical masterpiece 


Sone 


te BO 











with many exclusive fea- 
tures — built to give long, 
satislying service. 


SEND TODAY FOR CATALOG 


Get the whole Victor story before you 
select your fan line. Advertising and 
merchandising support, window dis- 
plays, etc..and an extra big profit 
margin. Entire ling shown in new 
catalog—write for your copy today. 


VICTOR ELECTRIC PRODUCTS, INC. 


728 Reading Road Cincinnati, Ohio 


OVERHEAD TYPE CUTS 
COOLING COSTS 





MAKERS OF VICTOR VENTILATING FANS 
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ment. Calls may be transferred from 

one telephone to another simply by a 
| “twist of the fingers.” 

Members of the Ross-Willoughby 
organization are now planning the 
June industrial exhibit and open 
house, which they intend to make an 
outstanding affair. 




















New Highs for 
Show Interest 


(Continued from page 32) 








compelling exhibits. Buhl itself set 
up the booths and provided the gen- 
| eral attractive decorations, and the 
| manufacturers were required only to 
| supply their special equipment. 

Buhl Co. salesmen secured lists of 
| caitencinn agents, plant engineers, 
| superintendents and other buying fac- 
| tors in the plants on which they call 
| prior to the show. Each of these 
| individuals was sent an invitation to 
attend. The response was gratifying. 

Key men from large factories and 
| small shops, utilities and other cus- 
| tomers and prospects turned out in 
| force. The personal invitations were 
| supplemented by an announcement in 
| the “Detroit Purchaser,” extending a 
| general invitation to persons inter- 
| ested. Buhl followed up after the 
| show, too, with a message of thanks 
; in the “Purchaser” to those who 
| attended. 
| On this and the following page are 

pictures snapped at the Buhl show by 
| MILL SupPLiEs staff representatives 
who attended. 





Robert Gavan of Standard Tool Co. (in 


the center background, facina the cemera) 





| At extreme left is Buhl's E. P. Shepard. 





Action around the United States Steel, In- 
| dependent Pneumatic Tool and Chicago 
Eve Shield Booths. 
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watches as show guests do their guessing. | 








CARD 


COMMERCIAL 
GROUND 
THREAD 


THE 
TAP THAT 
MEETS ALL 
IMPORTANT 
THREADING 

NEEDS 






DISTRIBUTORS 


When you sell Card Taps 
you are assured of these 
three points: 


|. There is nothing better. 


eS) 


. They'll give full satis- 
faction. 


They'll 

business 

CARD QUALITY 
IS 

EASY TO SELL 


w 


build repeat 
for you. 





S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 


Mansfield, Mass., U. S. A. 























COOPERATING WITH INDUSTRIAL 
DISTRIBUTORS YEAR AFTER YEAR... 


... THROUGH STRONG ADVERTISING 
IN YOUR CUSTOMERS’ MAGAZINES 
AND A POLICY THAT PROTECTS 


YOU 


PIPE WRENCH 


Look for the Red Tag 

always attached to 

every Trimo Pipe 
Wrench. 


TRIMO 


Made throughout of Chrome Molybde- 
num Nickel Alloy Steel. Drop Forged. 


TRIMONT MFG. CO., INC. ROXBURY (BOSTON) MASS. 
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aC 


Carbon Steel ENGINEERS’ WRENCHES 
available in single or double head type 
heads set at 15 angleand with openings 
trom to 4°« Available 
finishes, hardened or unhardened 


in all 


met ad 


Carbon Steel SHORT, HEAVY "S” 
WRENCHES with heads set at 22'» 
angle. Openings from to 1° 
from stock Available in all finishes, 
hardened or unhardened 


STRUCTURAL WRENCHES of carbon 
steel, with offset head and straight open 
ing from “46° to 2' is Available in 
all finishes, hardened or unhardened 


The wrenches illustrated can also be 
supplied in ‘CV Chrome-Vanadium 


Steel 









TOOLS 


are the 


Finest 


that money can buy 
Write for Catalog IW 


Bonney Force & Toot Works 


Allentown, Pa. 














Capital RED CAP 


is today's 
Brush and 


Broom Line 


to Sell 


Capital Red Cap Brooms now 
sold in modern, handy cartons. 


Ly bbe 


» RIBUTORS 


<M 





Industrial 


A profit maker for 
distributors for al 
most half a century, 
it is no wonder the 
Capital Red Cap line is 
preferred by mill supply 
men who know. 

The Red Cap line is well 
quirement. Our guarantee eliminates any possi 
bility of dissatisfaction. Our service on distributors’ 
orders makes prompt deliveries possible—and our 
distributor policy includes good profit margins. 

We invite 


rounded for every re- 


your inquiry. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 





Corner Brush & Broom Sts., Indianapolis, Ind. 
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E. P. Shepard, Buhl salesman (right), gets 
a piece of literature from Jack Munro of 
E. C. Atkins & Co. Third from the left is 
Basil "Duke" Thompson of the Atkins Com- 
pany, engaged in conyersation with Buhl's 
office manager, H. G. Anno. 





Yale & Towne's Floyd Dewey and Buhl's re- 


tail sales manager, J. R. Young (both 
seated), get a kick out of something or 
other. 








(Continued from page 29) 








1. At least *; inch at the end 
surface. 

2. No, except for a few special 
shapes, jobs, and for some in- 
ternal boring. Usually, toolhold- 
ers with bits are much more eco- 
nomical. 

3. In big shops on _ high-pro- 
duction work with high rates of 
metal removal; in small shops on 
very hard materials, Bakelite and 
similar plastics. Recommend a 
tool tip on a solid shank, because 
the carbide needs support difficult 
to provide in just a cutting bit. 
Don’t forget Stellite for services 
between ordinary work and those 
requiring carbide. 

4. They should be forged steel, 
with good setscrews having hard- 
ened points. Recommend a range 
of sizes—a dog too big or too 














Read YOUR April Ad...160,000 industrial buyers will see i 





O GET the latest news delivered to 

your door each morning, you don’t 
need to operate a news plant with facili- 
ties for news-gathering, editing, printing 
and delivery. Daily, you obtain the news 
from every corner of the world, without 
difficulty and at low cost, because your 
local newspaper—a“ cooperative service” 
—supplies it, not only to you, but also 
to thousands of other business men. 

In a similar way a recognized in- 
“dustrial distributor, identified with the 
National Industrial Distributors’ Founda- 
tion, provides a “cooperative service” in 
your locality that enables you to avoid 
work and expense in getting the bulk of 
your industrial supplies and equipment. 
He maintains complete and specialized 
facilities which relieve you of time-con- 
suming, costly tasks in meeting plant 
requirements. 

By sharing the valuable facilities of this 
“cooperative service” with other plants 
in your neighborhood, you can obtain 
what you want, when you want it, and at 
a cost that reflects the economies of 
sharing expenses. It will pay you well to 
call in the man who wears the N.I.D.F. 
emblem and plan ways to make full use 
of his money-saving facilities. 


Webeome the Man 


...who wears THIS PIN 





He represents one of the leading industrial distribu- 
tors whose ability to render complete “cooperative 
service” has been verified. He offers these combined 
facilities for saving you work, worry, money: 

1. Expert buying service that “narrows-down” your work 
of selecting supplies. 

2. Superior warehousing facilities that enable you to 
limit plant stocks, and reduce stock-carrying charges. 

3. To-your-door delivery that cuts down shipping and 
trucking expense. 

4. One-source supply which enables you to obtain many 
items with a single order. 

5. An information service that gives you latest unbiased 
product-and-price data without bother or delay. 


NATIONAL INDUSTRIAL DISTRIBUTORS’ FOUNDATIO 


| of the industrial Supply Research Bureau, 7th and Bainbridge Sts., Richmond, Va.; an activity of the National Supply & Machinery 





YOU DON’T HAVE TO 


Run a Newspaper / 
























































LOCK-ON SOCKETS 






ee 


For “LOCK-ON" slip 
socket on square 
drive—hole in line 
with plunger. For 
friction grip, do not 
line up hole and 
plunger. 


HEAVY AND 
EXTRA HEAVY 
DUTY SOCKETS 
IN WIDE RANGE 

OF SIZES 
BOTH DOUBLE 
HEX AND 
DOUBLE SQUARE 


ARE SAFE 


4 


THEY 
DROP OFF 


LACKHAWK “LOCK-ON” 

sockets are “clicking” in 
many lines of industry —mak- 
ing a big hit with millwrights, 
bridge and building construc- 
tion crews; in shops and fac- 
tories, and on speed production lines. A 
“Lock-On” socket is securely locked on 
handle or extension in a jiffy. Can't drop 
into machinery, gear boxes — or injure 
workmen working from below. Stays on 
until worker wants it off — then exclusive 
Thumb-Release permits removing socket in- 
stantly. “Lock-On” sockets speed up results, 
save time, prevent accidents, help turn out 
more and better work—no matter how dif- 
ficult the position or how close the quarters. 


Ask BLACKHAWK about ”Lock-On” Sockets 
and Wrenches — also Box Type and Open 
End Wrenches in the complete line of fa- 
mous Blackhawk Wrenches. 


BLACKHAWK MFG. CO., Milwaukee, Wis. 


Exclusive Canadian Distributors: 
THE CANADIAN FAIRBANKS-MORSE CO., LIMITED 


Branches in All Principal Cities 


BLACKHAWK 


Socket Wrenches 
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| small for a job only causes 
trouble. Show the customer some 
tricks of clamping finished work 
with a piece of copper between 
piece and setscrew, etc. 


5. Usually the independent- 
jawed, particularly on rough work. 
For bar work, the universal is 
much faster and normally just as 
satisfactory. 

6. No. The internal expanding 
mandrel is much better, because it 
will grip the walls of a hole uni- 
formly, while the tapered solid 
mandrel never fits exactly. 

7. Collets are good for holding 
round finished work for a second 
operation and also for handling 
first-operation bar work if the 
stock is not too rough. Suggest a 
collet chuck with several sizes of 
jaws. 

8. Morse taper is 2 inch to the 
foot, pipe tap and die taper } inch 
per foot or 1 inch in 16, new mill- 
ing-machine spindle taper 314 


' inches per foot. 


9. Yes, unless its melting point 
is above 5,250 deg. F. Almost all 
common metals can be sprayed 
easily, including steel and its al- 
loys and non-ferrous materials. 

10. Air, acetylene and oxygen 
are fed to it. The acetylene and 
oxygen are mixed and provide an 
oxy-acetylene flame, while the air 
rotates a turbine to provide wire 
feed, then passes on to cool the 
gun nose and to blast out the 
atomized molten metal. 

11. Usually a 125-c. f. m. com- 
pressor, the sand-blasting prep- 
aratory to spraying taking 75 c. f. 
m. and the metal-spray gun itself 
taking about 35. These two are 
usually done simultaneously by 
two operators. 

12. In the March, 1935 number 
of MILL SUPPLIES, from which 
these questions are taken, as well 
as the preceding ones on lathes. 
All are answered in articles. 

13. Post, upright, bench, high- 
speed sensitive, radial and gang. 

14. This is the common ma- 
chine-shop drilling machine, an 
upright drill spindle powered by a 
head that has_ several speed 
changes, and adjustable automatic 
feed, a table which can be swung 
out of the way when required, and 
a control head which can be moved 
up or down as necessary to clear 
and yet support the spindle. 


























Keeping Books on 
Social Security 


(Continued from page 21) 








with the employee’s weekly income 
records or in the general ledger. 
The employee’s weekly income rec- 
ords should be balanced against the 
controls on the payroll tax sum- 
mary sheet. This form is conveni- 
ent for income tax purposes and 
makes payroll totals for filing re- 
turns readily available. The em- 
ployer can deduct his social secu- 
rity tax payments from his income 
tax, the employee cannot. This 
record should show the taxable 
gross, employer’s tax payment, em- 
ployee’s tax deductions, exemptions 
and detail on old age benefits and 
unemployment compensation. 

4. Payroll tax receipt. The em- 
ployer should give to the employee 
a receipt to certify deduction from 
pay. The employer is liable for 
the tax whether withheld from em- 
ployee or not. Because of possible 
irregularities, the employer should 
give tax deduction receipts to pre- 
vent subsequent misunderstandings. 
One Southern distributor has had 
a stamp made to add a fill-in on 
payroll checks. This tells exactly 
the deductions that have been made 
and why they were made. Another 
has discarded all of his old check 
forms and had new blanks printed. 
On the new blanks a special “box” 
provides space for the firm to write 
in what deductions have been made 
for the state and national govern- 
ments. , 

During our survey it was found 
that many distributors who for- 
merly paid wages in cash, are 
switching to checks, as a result of 
the Social Security Act. A check 
keeps a clean-cut recording from 
check stub to employee’s weekly in- 
come record and in some cases, gives 
automatic receipt because some 
emplovers combine a payroll tax 
receipt with the check. Besides 
minimizing future arguments anent 
tax deductions and simplifying re- 
cording procedure, check payrolls 
are a protection against banditry. 

It appears that many employers 
have given too little thought to this 


important matter of recording So- | 


CONCENTRATED 










« ae Say : : 
* oe ‘ Saul 
r : ee 
BENDING 
PUSHING — MOVING 
SHAPING ~ TESTING 


NDUSTRY has hundreds of 

calls for concentrated power 
under micro-precision con- 
trol. And there’s a Blackhawk 
“Hydraulic” for every one of 
these needs. Complete range of capacity— 
1 to 75 tons. Rugged, dependable jacks for 
doing toughest jobs efficiently and safely. 
Blackhawk Hydraulics handle many jobs 
“cold” that formerly required heating—real 
time savers. Easy to “set up” — easy to 


operate — always under finger-tip control. 


Blackhawk Hydraulics open the way to in- 
creased sales and profits for Mill Supply 
Dealers. Get the complete story on Black- 
hawk Hydraulic Jacks in Industry. Its yours 
for the asking. Just write — we'll do the rest. 


BLACKHAWK MFG. CO.., Milwaukee, Wis. 


Exclusive Canadian Distributors: 
THE CANADIAN FAIRBANKS-MORSE CO., LIMITED 
Branches in All Principal Cities 


1 


MODEL H-14 


Capacity 12 tons on toe, 

20 tons from top of ram; 

1442" low, 7%" hydrau- 

lic lift, total height 22“, 
for 

Setting Boilers 


Lifting and setting 
machinery 


Moving Electrical Units 
Moving Safes 
Setting Tanks | 


Bridge Construction and 
Repair 


MORE | 
THAN A SCORE | 
OF MODELS — 


1to 75 TONS | 


CAPACITY 


BLACKHAWK 


Hydraulic Jacks 
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e Commercial cap screws are sold from a stand- 
ard price list but that does not mean that all 
cap screws are made as well as Cleveland Cap 
Screws. We invested many years in time and effort, and 
have gone to great expense, to develop the Kaufman 
Process, patented, our own plant method of making 
a cap screw better than it has ever been made before. 
By the extrusion process we developed, cap screws 


Address the Factory or Our Nearest are stronger, more accurate in fit, an have a finer full 


Warehouse: finish. Heads and threads are bright and clean, cham- 
CHICAGO, 726 W. Washington Bivd. fered flats are smooth and true. THE CLEVELAND CAP 
PHILADELPHIA . 12th & Olive Sts. SCREW COMPANY, 2931 E. 79th St., Cleveland, Ohio. 
NEW YORK .. . . 47 Murray Street ie ae cans 
LOS ANGELES . 1015 East 16th St. 

Laveta nane oa car. JER EwS, 
& . 


TRADE MARK REG. U.S. PAT. OFFICE 


[EEL BELT 1X OI INC 
—— fips : 


we 


Alligator Steei 

Belt Lacing “Never Lets 

0.” The most universally used 

beit lacing on earth. Supplied in steel, 

“Monel Metal,” and alloys in twelve sizes for 

belts up to j in. Standard boxes, “Handy Packages,” 

and long lengths. The Alligator and size number are 

stamped on the lacing. 
Sold only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING COMPANY 


1633 Lexington Street, Chicago 
In Bngland at 135 Finsbury Pavement, London, BE. C. 2 
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cial Security payroll tax data. Some 
are merely taking the required per- 
centage of total payroll each month, 
omitting individual income records 
and history cards. This practice 
makes the going easy at first but 
hard later. Unless outlawed by the 
Supreme Court, the Social Security 
Act will be a permanent fixture in 
every business and many times in 
the years to come it will be neces- 
sary to pore over old records to 
verify certain facts in connection 
with claims or irregularities, so it 
is business acumen to keep adequate 
records right from the start. The 
wrong system installed now will 
prove expensive later and just an- 
other headache. The government 
or state insist upon adequate rec- 
ords on Social Security—or else. 
There are reams of Social Security 
tax forms on the market. The em- 
ployer should purchase those that 
fit his own situation or adjust his 
own forms, already installed, in line 
with the above suggestions. 








No Engineers 
Needed 


(Continued from page 20) 








diameters for different sizes of 
belts. These are fairly well stand- 
ardized and are given in Table IV 
for one particular manufacturer. 
For speed reducing drives these 
recommendations apply to the driv- 
ing sheave. Some manufacturers 
list only the minimum _recom- 
mended diameter of the sheaves 
and these are practically the same 
for all makes of V-belts. Unless 
there is a good reason for doing 
so, sheaves smaller than the rec- 
ommended minimum diameter 
should never be used. Table V 
gives recommended cross-sections 
of V-belts for different powers and 
speeds. The belt selected depends 
upon power to be transmitted and 
peripheral speed. Several combi- 
nations of belts and _ peripheral 
speeds are possible for a given 
drive. 

One of the few troubles V-belt 
makers have encountered is a drive 
someone has designed based on mo- 
tor name-plate rating. When the 
drive gives short life, investigation 





ITS MISSION IS 


TRANS MISSION 


POWER ECONOMY 


Rules / A steam engine driving a 400 Kw generator. 


Nothing unusual about this power plant operation, 
you say. True, nothing but the efficient, economical 
performance of the Thermoid Belt transmitting 


the power. 


That excellent belt performance is no accident. It 
is the result of patient research, scrupulous testing 


and experienced manufacture. 


Plant superintendents, purchasing agents, — even 


plant owners — of power plants which have used 
THERMOID RUBBER Thermoid Transmission Belting say that it is an in- 


Division of Thermoid Company 


TRENTON. NEW JERSEY 


hermol 


BELTING * HOSE * PACKINGS * BRAKE LININGS 
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vestment — not an expense item. 


Why not let Thermoid prove to you how efficient 


and economical transmission belting can be? 





soLo 
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KNIFE HANDLE 
+ SCREW WRENCH 


L 


No. 62 


BEMISe CALL 


SPRINGFIELD, MASS. 


BY 


LEADING 


DISTRIBUTORS 


usually shows that the motor is 
driving considerably more than its 
name-plate rating. Thus correct 
designs are best obtained by using 
actual horsepower shown by watt- 


|meter readings or from maximum 
total horsepower consumed by the 


driven mechanism. 
Minimum diameter of sheaves 


are listed but larger sheaves should 


'be used where possible as it re- 


duces the bending stresses and in- 
creases the driving power of the 
belt. A belt speed of slightly under 
1,000 feet per minute gives the 
best drives. In figuring on speed- 
up drives, it must be remembered 
that the type of drive is very se- 
vere and requires special attention 
to prevent slippage. Efficiency is 
very low. 

In figuring a drive it is best to 
assume a belt speed of approxi- 
mately 3800 feet per minute, then 
select the driving sheave that will 
rive this belt speed and multiply 


by driven ratio to obtain size of 
large sheaves. Check the sheave 
for limitations. If size is allow- 


ible, select a belt cross-section suit- 
ible for the sheave diameters. Num- 
ber of belts is determined by the 
load on the drive, allowing for suit- 
able overloads, and correcting for 
arc of contact on small sheaves. 
Here is an example to show how 
the tables are used in case you 
must figure a special drive. As- 
sume a vertical pressure pump re- 
quiring 45 hp. to drive at 225 
r.p.m., and that the driving element 


| 


is a 50-hp., 870-r.p.m. motor. In| 
Table II the service factor is 1.25. | 


Therefore, the drive rating should 
be 45 1.25 56.25 hp. If a belt 


speed of between 2,000 and 3,500 | 


f.p.m. is assumed in Table V, it) 


will be found that either a Type C 
or D belt may be used. Which of 
the two is selected will depend on 
local conditions and cost of instal- 
lation. 

First assume a Type D belt is 
selected. From Table IV, mini- 
mum recommended pitch diameter 
of the driving sheave is 13 in. 
Speed ratio is 870 + 225 = 3.9, and 
nitch diameter of the driven sheave 
is 13 3.9 50.7. 
tance slightly larger than the di- 
ameter of the largest sheave and 
smaller than the sum of the two 
sheave diameters will be found sat- 
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A center dis-! 








MARVEL 






High-Speed-Edge 


Are you 


selling "Pre-War" 
Hack Saw Blades? 


World War condi- 
tions demanded great- 
er speed Post-war 
competitions demand- 
ed more than mere 
speed it required 
speed with depend- 
ability and ied to the 
positively _unbreak- 
able MARVEL High- 
Speed - Edge Hack 
Saw Blades. This pat- 
ented blade not only 
assures continuous 
operation but because 
of its great strength 
permits greatly in- 
creased speeds and 
feed pressures. 





1 


For more of today’s and 
tomorrow's hack 
business, sell these mod- 
ern blades with: 


saw 


1. Genuine 18% 
Tungsten High 
Speed Steel Cut- 
ting Edge 

2. Unbreakable Al- 
loy Steel Back 


3. Patented inte- 
gral weld. 


Write for Catalog 
Armstrong-Blum Mfg. Co. 


"The Hack Saw People’ 
353 N. Francisco Ave. 
Chicago, U.S.A. 


























Mr. Charles J. Shaw 


General Manager 


BARRETT HARDWARE CO. 


Joliet, Illinois 





“WELL PLANNED ADVERTISEMENTS IN 
SUCH A MAGAZINE AS FACTORY....” 


The Barrett Hardware Company, Joliet, Illinois, 
was established in 1850. Starting as a retail 
hardware and implement store, this concern has 
developed into one of the largest industrial dis- 
tributors in the middle west, handling a complete 
range of industrial supplies for the many types 
of industry served in the northern half of Illinois. 
There are three outside salesmen selling indus- 
trial equipment, and six inside salesmen. 


Mr. Shaw, General Manager, has been with 
the organization many years and is recognized 
as an outstanding merchandiser of industrial sup 
plies and equipment. 


MR. SHAW says: 


"No question about it! Advertising in publica- 
tions reaching key executives in the plants and 
shops where we call is a definite help to us in 
our selling. Well planned advertisements in such 
a magazine as FACTORY, which goes to the 
people who really are buying factors, does a 
missionary job the value of which can hardly be 
overestimated. We feel our manufacturers are 
doing a great deal to make our sales job easier 
when they tell our customers about the advan- 
tages of their products in FACTORY." 


@ Plant Operating O 
ticials are the men | 


MA NAGEMENT ; ac - easel distributo 


A McGRAW - HILL 
330 WEST 42nd 


MAINTENANCE Official 
manufacturing industri 
PUBLICATION > than has any 
STREET-NEW YORK iper 
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other bu 





STEEL 
LOADING 


HERCULES 
25% Stronger 


CHAIN 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from *¢"’ (safe working load 
1,100 lbs.) to 4%” (s.w.|. 
12,500 Ibs.) 

















WHERE STRENGTH 
1S VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 


Proven Profitable q 


to Distributors --- 


























; 
> 


- 





PROFITABLE TO DISTRIBUTORS BECAUSE PROFITABLE TO USERS 


THAT tells the whole story ... a COM- 

PLETE line of Sheet Packings and Gaskets 

INEA that have proven Profitable to Distributors 

and GASKETS LINEAR is equipped to cut Gaskets of all 
shapes from all types of Sheet. 


because they have proven economical to In- 
dustrial Plants everywhere 

LINEAR PACKING & RUBBER CO., INC., TACONY, PHILADELPHIA, PA. 
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LINEAR Sheet Packings include cross lami- 
nated and homogenous compressed Asbestos 
Asbestos Metallic, Red Rubber, Cloth Insertea 
Rubber, Duck Inserted Rubber, Black Ollproof 
and Fibre, in various grades and thicknesses. 








isfactory in most cases, where 
other factors do not establish the 
limits. Longer or shorter centers 
are recommended where conditions 
necessitate their use. 

On high-speed drives, compara- 
tively short centers are recom- 
mended. In this problem the sum 
of the pitch diameter of the two 
sheaves is 138 + 50.7 = 63.7 in. As- 
sume a center distance of 60 in., 
which should be so selected that 
when the motor is moved or placed 
in position near the pump, the belts 
can be put on the sheaves, as well 
as allowing ample room for 5 per 
cent adjustment for stretch and 
seating during the life of the belt. 
Pitch length L of the belt may be 
determined by the formula: 


(D—d)}? 


L=2C+1.57 (D+d)+ rT 





where D and d are pitch diameters 
in inches of large and small sheaves, 
and C the center distance in inches, 
Fig. 4. Pitch length of the belt is 
then: 

sian ‘ae oiagie (50.7 —13) 
L=(2X60)+1.57 (50.7 +13) + FG 
= 225.4 in. 


The belt will have a_ peripheral 
speed of: 
dXr.p.m, _3.1416X13X870_ 





= : . 
: 12 12 2,960 feet 
per min. 

Are of contact on the driving 
sheave is: 

( ies e ar 5 
Are _jg9 WLP -% = 19 — 21 0.7—13 ) 
60 
= 142.3 deg. 


From Table I, a Type D belt at 
2,900 feet per min. has a normal 
rating when making 180-deg. con- 
tact of 14.1 hp. But are of con- 
tact in this case is only 142.3 on 
the driving sheave. From Table 
III, a correction factor of 92.5 is 
obtained, so the belt is actually good 


for 14.1 925 = 18 hp. The 
drive is to be 56.25 hp. total, so 
56.25 — 13 = 4.3 belts. Use 5 


belts to provide overload capacity, 
unless the drive is to have only 
light service (for example, to be 
used only a little bit each day). 
Usually, cost of the greater num- 
ber of belts is repaid in longer life 
and greater efficiency. 

If the Type C is chosen instead, 
minimum recommended driving 











sheave size is 9 in. pitch diameter. 
Then the driver sheave must be 
13 «* 3.9 = 35.1 in. Assume the 
same center distance for this drive. 
Then pitch length is: 


for good work and long service 





(35.1—9)* 


L=(2X60)+1.57(35.1+4 9)+ 60 


= 192 in. 





The belt will have peripheral speed 
of : 


_ 3.1416 X9X870 


. 12 


=2,050 ft. per min. 






Are of contact with the driving 
sheave is: The UTICA Alloy Steel 
60(35.1-9) _ 154 4 Diagonal Cutting Plier is drop 
~— | - . 

forged from special Alloy Steel, 


A Type C belt running at 2,050 | hardened and tempered in oil 
ft. per min. has a normal rating of 


Arc = 180 — 


about 5.5 hp., but for this are of | ~* made to give lasting service. 
contact is good for 5.5 «& 0.95 = 5.2 % 
hp. Then a total of 56.25 ~ 5.2 = The UTICA Alloy Steel 


10.8, say 11 belts will be required. 

On a cost basis, the Type D belt 
will probably be cheapest. Where 
flywheel effect is a consideration, 
the Type D also has an advantage 
of 100 per cent or more weight and 
diameter in the driven sheave. For 
a plunger-pump drive, this will be 
beneficial. 


Diagonal Cutting Plier 
No. 41 

4 in. $1.35; 5 in. $1.50; 

54 in. $1.70; 6 in. $1.85 


| NTI CA 'o} Lo) Mm te) 1c] we. Mm cele) Mae) te) F-Wile)) 
UTICA, N. Y. 














It would also be possible to oper- 
ate the Type C at the same speed 
as a Type D, but this drive is more | 
expensive than the Type D, with 
flywheel effect lower. However, if | 
operating speed of the Type C is 
increased still more, it may be the | 
better drive. 


METAL CUTTING BAND SAWS 


are money savers... aid maintenance 
In any recommendation, try to | : j : 
suggest standard sizes. When you help Bales d—7- tl — joy dole b Coie Koya! «se Ove easily 
figure a sheave size, check up on | 


stock sizes, and select the next to all parts of plant a have a ruqged 
larger stock sheave. Then divide Koyate, life 
its diameter by the speed ratio to 
find driving-sheave diameter. This : 
is cheaper and better, because| ...@dd them to your line, they sell themselves 
rarely do sheaves turn at exactly 
the figured speed anyway—slight 
voltage drops cause speed declines. 
Also try to suggest a stock belt 


mar-b4-h'4-) 4-7-100(- Mb ale ME: Volel bb ¢-ta-) 





length. If the nearest stock belt ne. ¢ oe eo 
is slightly longer than your calcu- 8 in. diameter 5 in. diameter 
lated length, move the centers apart round or 8 in. round or 5 in. 
slightly. This will improve arc by 16 in. flat by 10 in. flat 


of contact and possibly require | 
fewer belts. If the nearest stock 
belt is shorter, move centers closer 
together, but don’t forget then to 
recalculate arc of contact and be 
sure capacity is sufficient for the 
lead. | 













Three Rivers, 
Ged abet bal 





WELLS MFG. CORP. 
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High-Pressure Asbestos 
Packing—Belmont 30 
Made from 


closely woven 
asbestos cloth 
frictioned with 
a heat-resisting 
rubber com- 
pound. The 
center asbestos 
block is made 
by folding the cloth upon itself. The 
rubber cushi is « P ded to re- 
main resilient when subjected to 
extreme temperatures. Always fur- 
nished lubricated and graphited un- 
less otherwise specified. Rubber 
cushion supplied on all packing space 
sizes from 7/j¢” upward; amaller sizes 
without rubber cushion. 









































Square Braided Asbestos 
Packing—Belmont 754 


Made of Long Fibre Asbestos Yarn, 
with a fine copper wire twisted with 
each strand. Braided square 
in the same manner as in 
braided flax pack- 
ings. Each strand 
of metallic yarn 
is lubricated and 
garaphited, result- 
ing in a thor- 
oughly lubricated 
finished packing, 
which avoids pos- 
sibility of harden- 
ing in service. 
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IS YOUR HORSEPOWER 





tunning away? 


We're asking this question of 
100,000 packing buyers through- 
out the country ... And we're 


telling them how BELMONT 
packing will stop costly power 
leaks will add to their 


profits!! 


That’s the kind of advertising 
a man reads... and pays atten- 
tion to!! That’s why BELMONT 


packings sell!! 


But that isn’t all!! BELMONT 
gives their distributors sales 
catalogue No. 33, picturing the 
entire BELMONT line and 
recommending packings for 
every type of service . .. The 


BELMONT sample _ kit — that 


every salesman should always 
carry with him—puts BELMONT 
quality right before the buyer's 
eyes... The BELMONT folders, 
each relating to a specific service, 
that cut valuable hours from 
both yours and the buyer’s time 

- « The BELMONT name, 
backed by almost 50 years of 
meritorious service in the field!! 


When you sell BELMONT pack- 
ings, you’re selling the finest raw 
materials . . . the efforts of 
skilled craftsmen .. . the most 
modern manufacturing methods 


. - in short—QUALITY!! 


A few choice territories are still 
open!! Write to-day!! 


BELMONT Support Helps Distributors’ Sales 


BELMONT 


Paching4 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PA. 
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Wire Stripper 


1 A new wire stripper that op- 

erates on the principle of 
centrifugal action, and strips either 
from left to right or right to left, has 
been announced under the name of the 
“Tdeal Colonial Wire Stripper.” Dou- 
ble edged blades in the stripping cham- 
ber fly outward in motion, and a slight 
pressure on the -foot pedal closes the 
blades to within .001 in. of the diam- 
eter set by the dialed micrometer 
gage. When wire is inserted into the 
stripper, the insulation is cut clean, 
the wire properly twisted and polished, 





and made ready for soldering or ter- 
minals. The duplex blades are of tool 
steel, and can be resharpened indefi- 
nitely. As some wires are twisted 
from right to left, a small switch is 


provided to make the stripper operate 
counter-clockwise. An adjustable stop 
permits the operator to make any 
length of strip up to 2 in. The com- 
plete unit, with its 4 h.p. reversible 
type ball bearing motor can be placed 
anywhere along the assembly line, 
without special installation. A flexible 
metal carries waste strippings to a 
disposal container. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, and superintendent. 
Ideal Commutator Dresser Co., 1427 
Park Ave., Sycamore, II].—MILL Sup- 
PLIES, April, 1937. 


Slow-Speed Electric Drills 


2 Two new slow-speed, high 

torque electric drills have 
just been placed on the market in 4 
and 3 in. sizes. The new drills were 
developed particularly for drilling 
*steels of high nickel content such as 
Monel and Allegheny metals, stainless 
steel, etc., and also for wood drilling. 
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Their slow speed materially lengthens 
the life of twist drills, the manufac- 
turer claims, eliminating the need for 
frequent sharpening. Drilling speed, 
however, is not sacrificed because the 
high torque feature makes it impos- 
sible to stall the drills at maximum 
drilling capacities. The 4-in. model is 
of a brand new design for a drill of 
this capacity, its one-hand grip mak- 





ing it useful for close quarter work 
and for use with hole saws in places 
that are inaccessible with side-handle 
drills. Both new models are built in 
speeds of 350, 450, 600, and 750 r.p.m. 
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That’s What Gives 
More Quick, Clean Cuts 


PRACTICALLY WITHOUT BURR 





The RICxID Thin Tool-Steel . 


Not cut out of bar stock, this Rimaip 
Cutter Wheel is coined from tool steel 
sheets, hammered, heat-treated and cast 
into a solid steel-bearing hub. This exclu- 
sive patented wheel gives your customers 
a durable cutting edge that means easier 


Cutter Wheel 


cuts—and many more of them. 


The cutter housing is steel re-inforced— 
guaranteed not to warp or break. The 


blade wheel cuts true. 


THE RIDGE TOOL CO., Elyria, Ohio, U.S. A. 


1 nr 


Ask your Jobber 


| RII 


Tubing Cutter 
smooths the tube 
for soldering as 
it cuts, has in- 
tegral reamer. 
Made in 2 sizes, 
for %” tubing up. 





Sell your customers 75% reduction in wrench repairs 
vith RIBBID Pipe Wrenches with unconditionally 


guaranteed housings. 








Get this — 
display board! 


This Display Board placed in 
your store or show window will 
attract customers and _ increase 
your Maurey Pulley Sales. Re- 
member also—all Maurey Pulleys 
are neatly boxed in strong cartons 
for the convenience of the dis- 
tributor and our quick service 
makes it possible to keep well 
stocked in all sizes. 


Build up your Pulley Sales! 


Maurey does everything possible to make your selling easy and profit- 
Maurey distributors are carefully selected and protected in their 


able. 


territories. They make money. 


Maurey is the largest manufacturer in the world of Single-groove 
No die cast hubs used—only solid steel or malleable 
iron, yet they cost no more than ordinary types. 


steel V-Pulleys. 


severest conditions and are strong 
and of good appearance. 

We will gladly send you details 
as to our desirable sales arrangement 
for distributors. Write! 





Mlawrey 


) 
Universat V Sreet Puitey 
MAUREY MANUFACTURING ‘ 


R 


They run true under 


MAUREY 


MFG. CORP. 
2907-15 S. Wabash Ave. 
CHICAGO 
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Smooth operation is claimed because 


of ball bearings on armature and 
spindle, and the aluminum alloy bodies 
were adopted for durability and light 
weight. The }-in. drill weighs 6% lb. 
and the 3-in. drill 8 lb. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, maintenance superintendent, 
foremen, chief engineer, and master 
mechanic.—Skilsaw, Inc., Chicago, Ill. 
—MILL SUPPLIES, April, 1937. 


Industrial Teletalk 


3 Designed primarily for fac- 

tory use, a new intercom- 
municating system with both selective 
and non-selective units has just been 
announced. The line embodies 15 dif- 
ferent models which will take care of 
anything from a single two-stage, non- 
selective system for use, for instance, 
between any two rooms in a home, up 
to a selective industrial system. The 
latter consists of a master unit by 
which any one of nine stations can be 
communicated with directly and indi- 
vidually, and another stop on the 





selector 


dial which permits simul- 
taneous conversation with all nine 
stations. The speaker unit has an out- 
put of five watts, which is sufficient to 
be audible over a radius of about 
100 ft. When noise from machinery is 
not excessive, two of the speaker units 
will cover a floor space of approxi- 
mately 30,000 sq.ft. The units act as 
both receiving and sending units. In 
other words, when an executive turns 
the selector key to station No. 2 and 
talks, the person to whom the message 
is addressed can reply without any 
manual operation. He can converse 
with the executive as long as the lat- 
ter holds down the “talk and listen’”’ 
switch on the master unit. For small 
offices, a non-selective unit to handle 
up to six speakers on one circuit can 
be supplied. This unit transmits a 
message to all speakers simultan- 
eously, and no one speaker station can 
be talked with individually. Speakers 
are equipped with universal mount- 
ings. Installation is comparatively 
simple, each master unit being fitted 
with a special cable which can be fur- 
nished in any necessary length. Pri- 











mary buying officials to be contacted 
in introducing this product are plant | 
manager, superintendent, and chief 
engineer.—Webster Electric Co., Ra- 
cine, Wisc.—MILL SvUpPLIEs, April, 
1937. 


Spray Gun 


4 Several new design features 

have been incorporated in a 
new spray gun, just announced by its 
manufacturer as model 14-B. Nozzle 
parts and inner connections are of 
stainless steel, and the fluid valve de- 
sign has been improved to make con- 
trol more fool-proof and accurate. The 
spreader, too, has stainless steel in- 
serts, and the air valve construction 
has been materially changed. The one- | 
piece gun body is drop-forged alumi- 
num, making the new model what the 
maker calls the lightest spray gun on | 
the market. All fittings are chromium | 
plated. Primary buying officials to be | 
contacted in introducing this new | 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, chief engineer 
and master mechanic.—Spray Engi- 
neering Co., 156 Central St., Somer- 
ville, Mass.—MILL Svuppuies, April, 
1937. 





| 
Drill Indexes | 


5 This new drill index, or drill 
case, is now made in six sizes | 
instead of three. No. 13 is for frac- 
tional drills »; to 3 in., No. 20 for wire | 
gage drills Nos. 61 to 80, No. 26 for | 
letter drills A to Z, No. 29 for frac- | 
tional drills +; to 4 in., No. 60 for 
wire gage drills 1 to 60, No. 72 for 
wire gage drills 1 to 60, and 12 taps | 





Nos. 256 to 1420. No. 60, illustrated 

herewith, with capacity for 60 drills, 
can be carried in the vest pocket. This 
drill index eliminates tedious search 
for the right drill, and has a number 
ot other useful features, including a 
place for each drill, and each drill 
marked with size and decimal equiv- 
alent. The manufacturer claims that | 
it is very simple to use. Primary buy- 

ing officials to be contacted in intro- 

ducing this new product are plant | 
manager, foremen, chief engineer, and | 
master mechanic.—Huot Mfg. Co., St. | 
Paul, Minn.—MILL Suppwies, April, | 
1937 








with ULTRA-CUT STEEL —— 


of a competitive steel 


The general speeding-up of production in the nem Shield 


steel using ope tag: penne oat nation- from ULTRA-CUT te- 
wide demand for this fast machining screw ction ia 39% Game 
stock. output and better 
Ultra-Cut permits the increased feed and threads than previously 
spindle speeds of modern automatic equip- obtained. 


ment. It is the favorite screw steel of manu- 
facturers because it produces finely finished 
parts, increases tool life and lowers the cost 
of production. 


B & L Cold Drawn ULTRA-CUT STEEL is C04 Drawn Bars 
ae “eueaiaee i Ground Shafting— 
available in Rounds, Squares and Hexagons : ‘ 
: at ert Se are 2 Screw Stock—Special 
from the local stocks of Steel Distributors chat 

a es Sections—Alloy Steels. 
from Coast to Coast. 


BLISS & LAUGHLIN, INC. 


HARVEY. ILL. Sales Offices in all Principal Cities BUFFALO. N.Y. 


WANT TO BUY A 


“CHAIN DOG" 


OR A “PUPPY DOG"? 





Queer terms, those, but everybody in the lumber- 
ing or logging industry knows what they mean. 
The job of The McKay Company, for more than 
fifty years, has been to study the Chain needs of 
thousands of different industries. There is hardly 
any industry today that is not well acquainted 
with the A-No. | quality produced by 


“McKay’s 50 years of knowing how.” 


For quality Chain, better line up with. . . 


THE McKAY COMPAN 


McKAY BUILDING PITTSBURGH, PA 





Formerly U.S. Chain & Forging Co ) 
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YOU'LL SAVE 


TI 


AND TROUBLE 


YOUR CUSTOMERS WILL 
BE MORE SATISFIED WHEN 
you stu Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 












NATIONAL TWIST (gi) DRILL ano TOOL CO. 


























DETROIT U. S. A. 
Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: ° New York « Chicago °* Philadelphia ° Cleveland 
Distributors in Principal Cities 
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MORE AND MORE USERS 
ARE GETTING RESULTS FROM 
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HACK SAW BLADES 


YOU Can Sell Lenox Blades With Satistaction and Profit 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U.S.A. 
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Hand Grinder 


6 Originally developed for a 

large automobile manufac- 
turer, a hand grinder has just been 
made generally available to all indus- 
tries. Known as model No. 10 in the 
line, it has a 1/18 h.p. dynamically 
balanced motor, 3-in. collet chuck, 
three-bearing construction, precision, 
grease-sealed ball bearings. Air for 
cooling passes through the snap-on 
filter cap, preventing dust and dirt 
from entering the tool, according to 
the manufacturer. The tool has a 
speed of 20,000 r.p.m., and weighs 
only 2 lb., 12 0z., permitting continu- 
ous operation by an operator on the 
production line. Equipment included 
consists of mounted wheels, abrasive 
bands and arbor, wrenches, cord, plug, 
and toggle switch built into the case. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foremen, and me- 
chanic.—Dumore Co., Racine, Wisc.— 
MILL SupPPLIEs, April, 1937. 


master 


Hydraulic Remote Control 


7 By means of a new develop- 

ment in this manufacturer’s 
“Varidrive” motor, remote control of 
variable speed units can now be ob- 
The 


tained by hydraulic means. op- 





erator, by turning the hand-wheel at 
the remote control station, can vary 
the speed of the unit over a wide 
range. According to the maker, this 
hydraulic remote control provides a 
smooth regulation of speed, and an 
infinite number of speeds within the 
speed range offered. Liquid at the 
remote control station cylinder is 
forced through copper tubing to the 
cylinder at the variable speed unit it- 
self, and the movement of the cylin- 
der changes the speed. Primary buy- 
ing officials to be contacted in intro- 
ducing this plant 
manager, purchasing ageuvt, superin- 
tendent, and chief engineer.—uU.S. 
Electrical Motors, Inc., Los Angeles, 
Calif.— MILL SupPFLiEs, April, 1937. 


new product are 


Moisture-Proof Paint Com- 
pound 
compound is an- 


8 A new 
nounced which, when mixed 
with paints, lacquers and varnishes 











(including primers, resinous, nitro- 
cellulose, nitro-combination, and chlo- 
rinated rubber lacquers) can safely 
be applied directly to damp surfaces. 
It is not necessary to wait for sun- 
shine or artificial heat to dry surfaces, 
according to the manufacturer, who 
recommends it particularly for iron 
and steel structures. When paint 
mixed with the compound is applied, 
the compound absorbs the water, then 
separates from the paint and forces 
itself {with absorbed water) through 
the paint to the top of the paint firm, 
the manufacturer claims, where the 
entire water-laden compound decom- 
poses and evaporates completely. Due 
to the exhaling of water and com- 
pound, no water is supposed to work 
its way back through the paint. A 
proportion of five parts of compound 
to 95 parts of paint is recommended, 
with a thorough stirring. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 


agent and maintenance superinten- 
dent.—Wet-x-Hale Paint Compound 
Co., 572 Greenwich St., New York, 


N. Y.—MILL Supp.ies, April, 1937. 


Waste Water Pumps 











—_—__ 


y Application of “Freflo” cen- 

trifugal pumps to underpass 
drainage is announced by the manu- 
facturer of these pumps, claiming that 
they supply the most economical 
method, except for gravity feed, of 
automatically handling waste water, 
pumping directly from the catch 
basin. A simple catch basin, or sump 
and an inexpensive housing, are the 
only additional requirements. These 
centrifugals are made in capacities of 
85 to 7500 g.p.m., and can be installed 
to operate without an attendant by 
equipping the pumps for automatic 
starting and stopping. Features of 
the pump are flared suction inlet that 
minimizes entrance losses, free pas- 
sages through the impeller and casing, 
and ball thrust bearing. They are fur- 
nished with foundation plate and steel 
driving head frame, ready to install. 
Primary buying officials to be con- 
tucted in introducing this product are 


















STEEL FI 


Revere AS Fee Fane 


The Watson-Stillman 
icy was especially formulated to 
allow distributors to do an ag- 
gressive selling job at an attrac- wet iy: 
tive profit. re ol i 


Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings 
highly satisfactory and profitable 
line to sell. 


Investigate 
| 





Sales Pol- 


it a 


have found 


the Watson-Stillman 
Line! 














100 ALDENE ROAD, ROSELLE, N. J. 


‘The Watson Stillman Co. 


* 
7% 
- 
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STANDARD 


FOR 40 YEARS 


because it saves 
both Power and Belts! 


Cotton gins, metal-working and brick 
plants, textile and paper mills— 
wherever there’s a power belt, it needs 
Cling-Surface for maximum efficiency 
—for minimum operating cost. Cling- 

Surface completely stops the slipping 
that wastes power—gives belts so much 
greater grip on pulley faces that ten- 
sion is no longer needed. Cling- 
Surface-treated belts can be operated 
“slack”, free from the strain on belt, 
bearings and shafting that wastes 
power, increases lubrication costs, 
causes “break-downs”, and_ shortens 
the life of the belt. 


Not a “surface dressing”, Cling-Sur- 
face penetrates, energizes every fibre, 
keeps belts constantly waterproofed 
and pliable, and lengthens their life. 
Contains no resin or harmful ele- 
ments—will not dry out or crack—ef- 
fective for all types of belts. Known 









Cling-Surface- 
treated and run 


“slack,” this Texas 
cotton oil mill belt de- 
livers up to 175 H.P. 

with a 150 H.P 
motor-—600 R.P.M 
Driver 22”, driven 
pulley 36”, belt 14” 
double — leather, 12’ 
centers. 


the world over—used by 50,000 plants. 


Belts cost money and so does power. 
Because users find Cling-Surface makes 
savings in both beyond comparison to 
the ordinary by-product “belt dress- 
ing”, distributors who change to Cling- 
Surface report larger sales and profits 
as a result. Write for prices and 
complete information. Cling-Surface 
Company, 1017 Niagara _ Street, 
Buffalo, N. Y. 


Available in Bar form—or Liquid in tubes or tins 


CLING-SURFACE. 


Preserves Power Belts 


Prevents Slipping 
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SALES OPPORTUNITIES 


In Most of Your Customers’ Plants 





DESMOND DRESSERS AND CUTTERS 














SIMPLEX 


Steel Slide 


VISES 


Every one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 
Cutters. 

We make the only complete 
line of these tools and 
their national accept- 
ance makes sales 
easier for you. 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 


The ad- 
vantages of 
this modern vise 
are self evident to 
your customers and you 
will like our up to date sales 
assistance and co-operation. 
Let us send you our new vise 
catalog and full information on our 
distributor co-operation. 








You will find many sales and good repeat orders on Desmond Dressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








Twin-Cylinder 
4% H.P. Outfit, 





Air Compressor 
Equipment 
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$182.65 


PROFITS 


with 
Saylor-Beall 


Paint Spray 
Outfits and 






This 


as shown, 
sells for 


NEW! Saylor-Beall Paint Spray Outfits 
have always been fast-moving items. Now 
they are equipped with the NEW Saylor- 
Beall Guns, embodying advanced design 
which results in better coverage, saving in 
paint, economy of air, elimination of lap 
marks. 

Quick change nozzles serve wide range 
of spraying needs. Easily adjusted from 
light to heavy spray. 

Made in an external atomizing model for 
paints and enamels and an internal atom- 
izing model for quick drying lacquers. 

Write for attractive dealer proposition 
and a folder describing the New Saylor- 
Beall Paint Spray Guns, Gas and Electric 
Driven Compressors, Material Tanks and 
Fittings. 


Saylor-Beall Manufacturing Co. 


1519 East Philadelphia Ave., Detroit, Mich. 
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plant manager, maintenance superin- 
tendent, and chief engineer.—Worth- 
ington Pump & Machinery Corp., Har- 
rison, N. J.—MILL Suppuies, April, 
1937. 


| Recirculating Driers 

















10 A new line of *“Electromode” 
recirculating driers, two of 
which were rushed to the Ohio River 
flood zone for drying out motor parts 
|and other electrical equipment, have 
|been introduced for the solution of 
various drying problems of industry. 
Temperatures up to 400 deg. F. are 
| Obtained in the new driers by means 
of recirculation, and a constant heat 
| within 2 deg. of any desired tempera- 
ture can be maintained by the thermo- 
static control. A housing 6 ft. long, 
16 in. deep, and 15 in. wide contains 
all the electric heating and circulating 
mechanisms, and can be bolted onto 
the drying room. Completely insulated 
throughout, there are no exposed hot 
wires or glow elements in the units. 
Heating is accomplished by electric 
|Calrod elements, around which an 
laluminum grid is poured. Primary 
| buying officials to be contacted in in- 
| troducing this new product are plant 
|manager, purchasing agent, mainte- 
| nance superintendent, and chief engi- 
| neer.—Electric Air Heater Co., Divi- 
sion of the American Foundry Equip- 
|ment Co., 555 Byrkit St., Mishawaka, 
|Ind.—MILL Supp.igs, April, 1937. 





Rust Eliminator 


ll A concentrated antidote, 

“Rust-X,” for rust has been 
| developed for use in heating piants, 
| water systems, and brine refrigerat- 
|ing tanks. The maker claims that it 
is both corrective and preventive in 
nature, for it will dissolve and elimi- 
nate rust, discoloration, and corro- 
sion. Water treated with this prod- 
uct can safely be used for domestic 
purposes such as washing, cooking, 
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WIREGRIp 
BELT HOOKS 
Belt Hooks on pro- 
cessed cards (Pat. 
Applied for) ... 


your latest sales 
feature. 


Not only pro- 
tect fingers from 
sharp hooks but 
holds them to the last 
hook in correct position. 
There's no card waste with WIREGRIP 
—Easily cut to size with scissors or knife. 
Coming in all sizes, easily applied with a 
WIREGRIP Lacer or any other standard 
lacing machine. Made of special analysis wire. 
The sharp WIREGRIP Belt Hooks easily 
penetrate the toughest belt clinch securely, 
and give a long-life, trouble-free joint. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People'' 
ig 310 N. Sheldon St. 
ston Chicago, U.S.A. N 
—€@ 














“KEEP YOUR PRODUCT ON WHEELS” 








REYNOLDS 
Freight House Truck 


Strongly constructed. re- 


inforced, has rounded 
corners bound with steel; 
21,” ball-bearing casters 
and 18 x 31%” roller 
bearing wheels. Platform 
19” high, 3 x 6 ft.. un- 
usual capacity of 6000 
lbs. Weight 370 lbs. Easy 
and fast to handle. Get 
prices and details. Write 


LANSING COMPANY 


LANSING, MICHIGAN 


Chicago Kansas City Minneapolis 
Boston San Francisco Los Angeles 
New York Philadelphia 











| neapolis, 


7 Dumore grinder, making it possible 
| to grind small 


and bathing. Although various meth- | 


ods of introducing “Rust-X” into the 
system can be used, the company has 
designed a special feeder which in- 
jects it into the pipes. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, maintenance superintendent, 
and chief engineer.—Continental As- 
bestos & Refining Corp., 1 Madison 
Ave., New York, N. Y.—MILL Sup- 
PLIES, April, 1937. 
Contour Sawing Machine 
12 A new model of this manu- 
facturer’s line of ‘Doall” 
contour sawing machines has just 
been placed on the market, featuring 
a dual dial control as its major im- 
provement. The designers point out 
that the most important factor in 
narrow band contour sawing is the 
correct speed of the saw for each 
material, and for each thickness of 
job. To cut high chrome, high car- 
bon steel, the saw must travel at the 


rate of 50 to 75 ft. per minute. 
cut aluminum castings the saw must 





To | 


travel 400 to 500 ft. per minute. The | 


same variations prevail in 


require- | 


ments for filing or polishing when | 


these operations are performed on 
the machine. To simplify these ad- 
justments, a control dial is built into 
this new machine, mounted on the 
hinged door. 


different materials in alphabetical 
order around the rim, including all 
the common metals and trade-marked 
materials. 


After the manner of | 
radio dial selections, the dial lists 48 | 


| 


In addition to dialing the | 


correct sawing and filing speed, the | 


control also translates 
saw to use for each material; that is, 
it shows the correct selection of saw 
as to pitch, temper, and set for each 
of the materials. Other improve- 
ments in the new machine are an 
improved lap grinder,'a new wider 
adjustment in the saw guide, and 
greater ruggedness. Primary buying 


the correct | 


officials to be contacted in introduc- | 


ing this product are plant manager, 
purchasing agent, superintendent, 
chief engineer, and master mechanic. 
—Continental Machine Specialties, 
1301 Washington Ave. South, Min- 
Minn. — MILL SUPPLIES, 
April, 1937. 


Grinder Quills 




















13 Two new quills have just been 

brought out for use with No. 
internal holes of di- 
ameters less than an inch to a depth 
of 14 in. The upper one in the illus- 
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EAGLE MANUFACTURING CO. 


Wellsburg, West Virginia 



















Shafting, Hangers, Col- 
lars, Pulleys, Friction 
Clutches, Ball Bearings. 
Flexible Couplings, Rope 
Sheaves, Pillow Blocks, 
Belt Contactors, V-Beits, 
V-Belt Sheaves and com- 
plete V-Belt Drives. 









MOST OFTEN 
SPECIFIED BECAUSE 


Universal experience 


has proven 
conclusively the tong, 


dependable, 
power-thrifty performance of this 
efficiently engineered equipment. . . 

blishing a fid that is 
as well grounded as it is 
spread. 











line sells readily (PROF - 
. too) with never a fear 
of dissatisfaction. And there's still 
some good territory open. 


Write for the proposition 





ap CHAMBERSBURG, PA. 
+50 Church St.,New York City 387-391 Atlantic Ave, Boston 


The Mechanical Power Engi 



























OINT out to your customers the 
extra weight, the clean-cut ma- 
chine work, the exceptional finish, 
the many refinements in design of 
body, bonnet and operating mecha- 
nism of any Kennedy Valve. Then 


FIG. 89 


KENNEDY 
Heavy Standard 
4 Bronze Gate 


° Valve 
show them its comfortable firm- 

grip handwheel and smooth, easy 

operation. 


These are some of the features that 
proclaim every Kennedy Valve to 
be extra value. You will find that 
they sell easily and provide the 
satisfactory service that assures 
repeat orders. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y¥. 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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tration is known as the “P” quill, 
and is equipped with a }-in. chuck 
for using mounted wheels. A sleeve 
collet of 4-in. capacity is also fur- 
nished. The lower model is the “N-6” 
which is capable of grinding a hole 
tt of an inch in diameter to a depth 
of 6 in. It can also be used to grind 
smaller diameters to a_ respectively 
shorter depth; for instance, a y-in. 
hole can be ground to a depth of 2 
in. Another new quill, not shown, is 
the “N-5” which is equivalent to the 
“N-6” except that its maximum depth 
of grind is 5 in. A fourth new quill, 
known as the “V-6,” is also equiva- 
lent to the “N-6,” but is used with 
the No. 5 Dumore grinder, while the 
“N-6” is used with the No. 7 grinder. 
Primary buying officials to be con- 
tacted in introducing this new prod- 
uct are purchasing agent, superin- 
tendent, maintenance superintendent, 
foremen, and master mechanic.—Du- 
more Co., Racine, Wisc.—MILL Sup- 
PLIES, April, 1937. 


Unifocal Light 





14 Designed especially for in- 

stailations on benches and 
tables which are subject to excessive 
vibration, this new unifocal light has 
been announced for sale to industrial 
plants. The light is equipped with a 
ball-and-socket joint at the reflector, 
and a spring friction joint at the top 
of the base, making it completely flex- 
ible horizontally and vertically, yet 
rigid in any position. The assembly 
includes a unifocal reflector, of spun 
aluminum, from which light rays are 
reflected onto a converging beam, 
bringing the light to focus about 18 
in. ahead of the reflector. Although 
designed for a 60-watt bulb, a 50- 
watt mill type or regular 40 or 25- 
watt bulb may be used with the 
proper extension outlet. The base is 
14 in. high, and is drilled with four 
holes for attachment to bench or table. 
The horizontal arm is 15 in. overall, 
and overall length of the light is 33 
in. Primary buying officials to be con- 
tacted in introducing this new prod- 
uct are plant manager, purchasing 
agent, superintendent, and chief en- 
gineer.—Fostoria Pressed Steel Corp., 
Fostoria, Ohio. MILL SUPPLIES, 
April, 1937. 











Air Compressor Hose 

15 Developed for severe service, 

a new air compressor hose 
has been introduced. It has a special 
oil-resisting tube, and specially woven 
fabric reinforcement plies. The cover 
obtains firm anchorage to the carcass 
by means of a special braid under 
the cover. The cover itself is almost 
pure rubber, and is claimed by the 
manufacturer to have great resist- 
ance to abrasion. The hose has been 
used extensively on the Mona Basin 
project in California, on air drill and 
air compressor applications. Primary 
buying officials to be contacted in in- 
troducing this new product are pur- 
chasing agent, superintendent, and 
chief engineer. — Thermoid Rubber 
Co., Trenton, N. . SUPPLIES, 
April, 1937. 





Aquanamel 


16 A new product of the paint 

industry, although it is much 
different from the conventional paint, 
Aquaname!l is a preparation in paste 
form to which 50 per cent water is 


added. According to claims of the 
manufacturer, a single coat of this 
paint, properly mixed and applied, 


will transform black surfaces to a 
snowy white. Due to the fact that it 
does not contain any of the fats, 
benzine, etc. of other paints, the 
maker declares that it does not turn 
yellow. It does not rub off or flake, 
and no priming coat is needed. It 
dries in 40 minutes, and after 30 days 
can be washed with plain soap and 
water, and will not be affected by acid 
or gas fumes. Because of its odor- 
less properties, it is recommended 
for hospitals and sick rooms. Pri- 
mary buying officials to be contacted 
in introducing this new product are 
plant manager, purchasing agent, and 
maintenance superintendent. — Con- 
tinental Asbestos & Refining Corp., 
1 Madison Ave., New York, N. Y.- 
MILL SuPPLIES, April, 1937. 


Rubber Gloves 


17 Rubber work gloves are now 

being manufactured by the 
company below with the trade name 
“Rubberwear” gloves. They are im- 
pregnated with rubber, and _ then 
coated with a tough rubber compound 
which makes it just about as durable 
as a leather glove. The glove which 
forms the base for the product is a 
10-0z. long-staple cotton canvas glove, 
fleece lined and with full gauntlet. 
The entire surface is first filled with 
a light rubber coating. Then heavier 
coats of tough, long-wearing rubber 
compound are added, so it is prac- 
tically water-proof and moisture can- 
not enter to rot the fabric. Two 
styles are offered: the Rubberwear 
heavy duty glove (illustrated) which 
is useful in handling chemicals, acids, 
canning plants, and heavy industrial 
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Sells DIXON'S 


A half century of 


engineering 
progress... 





FLAKE LUBRICATING GRAPHITE 


Power plants of fifty years ago welcomed 
Dixon's Ticonderoga Flake Lubricating 
Graphite. It became indispensable for lubri- 
cation, for coating gaskets, packing and 
countless other uses. The qualities inherent 
in Dixon's Ticonderoga Flake Lubricating 
Graphite need no stronger endorsement than 
the fact that, with all the changes in power 
equipment, this fine old Dixon product still 
holds its place. The red can is as familiar to 
engineers today as it was a half century ago. 


Dixon's Ticonderoga Flake Lubricating 
Graphite No. | has large unctuous, lustrous 
flakes of the highest grade natural flake 
graphite. In size No. 2, the flakes are finely 
powdered. 


Dixon's Microfyne Flake Graphite 
Processed to microscopic subdivision in par- 
ticle size. Adapted to applications requiring 
highest purity in smallest particle size. 
Write for Booklet C7!. 


If you are not among the great number of distributors and dealers 
handling Dixon products, write for details of products, plan and prices. 


Joseph Dixon 
Jersey City 
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Crucible Co. 


New Jersey 
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~ American Swiss 


Siles of Precision 


SWISS PATTERN — 


Made in United States 


When you handle AMERICAN SWISS FILES you 
can be sure of these 4 facts. 


1. That you are handling the highest quality of Swiss 


Pattern Files obtainable. 


2. That their quality and service will build repeat 


business. 


3. That the sales policy behind them is "100%, 


through Distributors" 


4. Over 2000 shapes, sizes and cuts to choose 


from. 

















American Swiss File & Tool Co., 


ELIZABETH, N. J. 


ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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BELTING. 


@ Careful, expert manufacture of all Globe 
Products assures you of consumer ac- 
ceptance with complete satisfaction... 
Globe makes it easy for you to sell. 

@ There's a Globe Belting and Webbing 
product adaptable to nearly every large 
industry and small business. And in 
every line Globe builds you a sound 
repeat order business. 


@SELL THESE GLOBE LINES FOR 
YOUR BEST PROFITS... 


SOLID WOVEN White Cotton BELTING 
ENDLESS WOVEN BELTS 
Solid Woven Waterproof Apron Webbing 
Treated Belting Spindle Banding 
Harvester Webbing Linen Webbing 
Sifter Brush Webbing And other Webbing 
Shoe Machine Webbing and Belting 
Bolting Cloth Webbing Specialties 


WRITE TODAY FOR INFORMATION| 


GLOBE WOVEN BELTING CO., Inc. 


(Est. 1916) 
1402 CLINTON ST. 


— 


BUFFALO, N. Y. 
4 





NUTS You'll Respect 


Toughened to prevent splitting. 
TRIPLEX Nuts stand wrench 
abuse. Exact size, fuller threads, 


100% bearing surface — hot 
pressed, cold punched, cham: 
fered-and-trimmed and _ semi- 


finished. 
Send for samples, catalog, price list. 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


IPLEX 


COMPLETE LINE OF CAP AND SET 
SCREWS, BOLTS AND NUTS 
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work, and the full coated which can 
be used for garage work, handling 
shrubbery, etc. where the service is 
lighter. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, and superintendent.—Western 
Reserve Rubber Co., Akron, Ohio.— 
Mri Suppwies, April, 1937. 


Pneumatic Tired Shovel- 
Barrow 





18 Model 100, just announced, 
completes the line of Shovel- 
Barrows. The new model is equipped 
with pneumatic tires, which are 4- 
ply, size 10 by 3, inflated to 70- 
pound air pressure and providing 
for a maximum load of 690 pounds. 
They are made by a leading tire 
manufacturer, according to the 
company. The Shovel-Barrow ac- 
tually loads and unloads itself. It 
is constructed of 18-gauge steel, 
with 12-gauge reinforced nose to 
permit digging into piles of heavy 
material. The back wall is also | 
reinforced to withstand throwback 
of load. Wheels have roller bear- 
ings in dustproof housings. Load 
rests entirely upon axle at all times. 
Capacity is 4 cubic feet, width 24 
inches, length four feet, 1 inch, and 
height 34 feet. Primary buying 
officials to be contacted in intro- 
ducing this new product are pur- 
chasing agent and plant manager. 
—The Shovel-Barrow Company, 80 | 
East Jackson Blvd., Chicago, IIl. 
| MILL SuPPLIES, April, 1937. 
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MR. DISTRIBUTOR: 
Put this up to YOUR 
Customer— 











“MARVEL” 


Ball Bearing 
Portable 


ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOD- 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS’ TRIAL, and test it in 
your own plant. Give VOLTAGE of your Lighting 
Circuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 


ing Fans. 
Model No. 2, $35.00 


(Reduced from $45.00) 






ditional. 
use in more t 
8,000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U. S. A. 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
you. 


the way to greater profits for 


Profusely illustrated with descriptive 


diagrams! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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BALDOR 


formerly named "HANDY" 


BALL BEARING 


GRINDERS 
is 





BALDOR GRINDER No. 548 


Ruggedly built. Ball-bearing. 4 H.P. Capaci- 
tor type meter, protects against burn-out. 
o” x wheels Adjustable tool rest. 
1-YEAR GUARANTEE. rt 
wire brush on right side instead 1 .50 
of grinding whee! $20.50.) 
DISTRIBUTORS: 
Write for Lulletins on complete line 
6" to 12°, bench and pedestal types 


BALDOR ELECTRIC CO. 


(Electrical Manufacturers for 17 years) 


4364 Duncan Ave. ST. LOUIS, MO. 


sys Be) 24 GRINDERS 






















¢ Logical Source 


of Supply o” ws 
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po _, WASHERS 
_in 
BRASS 


BRONZE 
EVERDUR 


You 


MONEL 
STAINLESS STEEL 


COPPER 
requirements 
satisfactorily. 
tably with = 
Harper 


rce of 
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Fill users 
promptly ‘ 
and profi 
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ys ITEMS. 


catalog 


The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 





Broach-Saw 


19 sign of teeth for hacksaw 


blades has been adopted in the new | 


“Super-Sterling Broach-Saw.” From 
the first tooth on the starting end of 
the saw to the last tooth on the finish- 
ing end, there is a progressive increase 
in the pitch and height of every 
tooth. Each succeeding tooth of the 


blade, being slightly larger, takes a | 
larger bite, resulting in an increase 
in the cutting speed. In a hand blade | 


with teeth starting at 18 to the inch 
and finishing at 14 to the inch, the 
manufacturer claims that  coarse- 
tooth cutting speed is obtained with 
the smooth operation of the finer 


tooth. Primary buying officials to be | 


contacted in introducing this new 
product are purchasing agent, super- 
intendent, and master mechanic.— 
Diamond Saw & Stamping Works, 
Buffalo, N. Y.—MILL Supp.igs, April, 
1937. 


Shock-Absorbing Roller 
Conveyer 


A new departure in the de- | 





Consistent 
Profits! For 
Columbian 
Distributors 


CEAGLE Took STR 
we rnas 








Columbian Machinists’ 
sold under a policy that helps dis- 
tributors make consistent profits. 


Vises are 


Established Resale 
| | complete 


Prices and 
distributor protection 
guaranteed by Columbian’s written 
Sales Policy make this line attrac- 
tive and profitable to distributors. 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 

















20 By incorporating a resilient, 
shock-absorbing element in 
the mounting of roller conveyors, this 
manufacturer claims two substantial 
improvements in this new product: 
(1) the resiliently mounted conveyer 
has minimized the abuse of the con- 
veyers and has thereby reduced main- 
tenance cost, and (2) with resiliency 
in the roller mountings each roller 
carries its proportionate share of the 
load, and bearing friction is reduced 
to normal. The result of this is that 
the coefficient of friction used to cal- 
culate the effort required to move 
loads over the conveyer has been re- 
duced considerably. Heavy loads can 
be dropped on these new conveyers 


| without injuring the rollers, it is said, 


which makes the development of spe- 
cial interest to steel mills and foun- 
dries, and for heavy shipping cases, 


manufactured stone, timber, drums, 





Files onal Seals Out Dust 
CESCO NO. 90 


HEALTHGUARD 
RESPIRATOR 


Approved by U. S. Bureau of Mines 


>. 


Easiest to sell because easiest to wear. 
This newly developed respirator mini- 
mizes resistance to breathing because it 
has maximum filtration area without 
broad exposure of delicate parts. 
Nothing to get out of order — no 


"grief". Draws customers — makes 
friends. Write for literature and dis- 
counts. 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd. _Chicago 





MILL SUPPLIES © APRIL 1937 


147 














— 
ove Usaprace to STO SBOE WALL HONE tag Anny 


The Famous ‘‘ATLAS’’ 


Manual Freight Car Mover—the 
most powerful car mover on the 
market today. No experimenting 
necessary as it has proven itself 
superior to other movers in power, 
speed and efficiency for over thirty 
years. Consult your distributor 
today. No doubt, he carries it. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St. Milwaukee, Wis. 


(Formerly the Appleton Car Mover Co., 
Appleton, Wis.) 

















TWOFOLD 
PROFITS 


®@ you make money 


@® your customer 


saves money 





DAGGETT BALL BEARING 
LOOSE PULLEYS 


Our profit margin and 
engineering assistance make the DAG- 
GETT line profitable to the _ seller. 
DAGGETT performance cuts maintenance 
and operating costs, and so saves money 
for the user. DAGGETT’S profit is two- 
fold! You owe it to your business to 
investigate. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St. CHICAGO 
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refrigerators, stoves, etc. Primary 
buying officials to be contacted in 
introducing this new product are 


plant manager, maintenance superin- 
tendent, purchasing agent, and super- 
intendent. — Mathews Conveyer Co., 
Ellwood City, Pa. — MILL SuPPLIEs, 
April, 1937. 








Trade 
Literature 








Up-to-Date-Manual—Pictures clear- 
ly how to operate the modern lathe 
and includes’ easy-to-understand 
technical data for machining new 
metals, alloys, plastics, ete. 272 
pages—metal binding, with 12 
chapter headings, among which are 
Theory of Metal Cutting, the Ma- 
chining of Various Materials, Drill- 
ing and Boring, Lathe Attachments 
and Their Uses, Woodturning on 


the Metal Lathe, and Machinist 
Tables. This manual is priced at 


$1.00, and may be had by writing 
the Atlas Press Company, 1819 
North Pitcher Street, Kalamazoo, 
Michigan, 


Sheet Metal—Entitled, “The Path 
to Sheet Metal Permanence”, this 
20 page booklet contains more than 
60 interesting photographs depict- 
ing many uses for sheet metal in a 
wide variety of applications. In- 
formation about rust resistance, 
forming and welding properties, as 
well as data on physical properties 
and constants, forms, finishes, sizes 
and gages, are presented in an at- 
tractive manner. For copies write 
the Advertising Division, Republic 
Steel Corporation, Cleveland, Ohio. 


Portable Hydraulic Workshop—Two 
new booklets on ‘Porto-Power,” a 
portable, remotely controlled hy- 
draulic ram with especially de- 
signed attachments, extensions and 
chains to adapt the power devel- 
oped to lifting, pushing, pulling, 
spreading, clamping, bending or 
straightening operations plus a 
practical, handy press. It is a 
workshop on wheels said to be cap- 
able of doing 101 jobs on ears, 
trucks and buses. The first, Num- 
ber 860, describes the unit and its 
component parts, and_ illustrates 
them in sixteen pages. Cellophane 
is used effectively to present “Porto- 
Power” in action. The second 
booklet is called “Easy Methods” 
and is a shop manual for users of 
“Porto-Power”. It consists of 32 
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Sells Easily 
because it 
SERVES WELL 





Most popular of all portable Blowers 
and Suction Cleaners and a sure profit- 
maker for you—the 


CLEMENTS — CADILLAC 


Buyers demand it because it very defi- 
nitely cuts costs by keeping motors, 
machinery and intricate factory equip- 
ment clean and in working order. 

INVESTIGATE OUR PLAN 
Write today for catalog, distributors’ 
terms and free trial offer. 


CLEMENTS MFG. CO. 


6656 So. Narragansett Ave. 





Chicago, Ill. 











@ The multiple spline, 
Engineering’s most effi- 
cient principle of power 
transmission, is used in 
all Bristo Socket Cap 
and Set Screws. 

The Bristol Company |; 

Mill Supplies Division 

Waterbury, Conn. 


BRISTO 


TRADE MARK REG. U. S. PAT. OFF. 


CAP AND SET SCREWS 




















NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 
Simply pull the thin shim stock through 
the slot and cut it off!" 
These handy cartons 
stee! shim stock will save time and 
trouble AND PREVENT WASTE in every 
tool room, maintenance and repair shop. 
Precision shim stock . . . thicknesses from 
00!” to .015”; strips 6” x 100”. 
(Shim brass and steel also supplied in 
rolls 6” wide and sold by weight.) 
SOLD THROUGH MILL SUPPLY HOUSES 


A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
LONG ISLAND CITY 


of thin brass or 


INC. 
NEW. YORK 
743 


| 














Aggressive 
Distributors 
PLAN AHEAD with the 


J. E. LONERGAN CO. 


213 RACE ST PHILATL 


ELPHIA PA 





| standard 


| ship. 


pages and cover, is completely illus- 
trated and provides pertinent in- 


| er,” a sectional reamer using a re- 
| placeable cutter that can be readily 


removed when dull and replaced by 


| a new cutter with little loss of time, 
| is the subject of a four-page folder. | 
| The folder contains description, and 
specification | 
| tables and is illustrated with both 
| photographs 


and cutter 


and drawings.—Na- 
tional Twist Drill & Tool Co., De- 


| troit, Michigan. 


by the Department 
Commerce, this book “is intended 
to bring to all of those manufac- 
turers selling to the gas and electric 
utilities a quick and accurate pic- 
ture of the location and density of 
the market offered by these great 
industrials.” The data for the elec- 


| structions for many applications of 


| the equipment.—Blackhawk Mfg. | 
Co., Milwaukee, Wisconsin. 
Sectional Reamer —“The Boream- 


| Report on Gas and Electric Utilities | 


| —Issued of | 


trical industry is broken down by | 


type of ownership and by kind of 
production. The gas utilities are 
also broken down by type of produc- 
tion showing all manufactured gas 
and natural gas data separately. 
In this report, the third in the 
series covering basic industrial 
markets in the United States, there 
are 157 pages of text and tables 
with 9 large maps. Statistical data, 
on a county basis, for each of the 


major groups in the electrical power | 


industry, is given, both by type of 
production and by type of owner- 
It is available from the 


Bureau of Foreign and Domestic | 


Commerce, Washington, D. C. and 


| is priced at 10 cents the copy. 


| Flexible Coupling—The T. B. Wood's 
| Sons Company announces new pages 
| to be added to its catalog, illustrat- | 
| ing and describing the Universal 


| Giant flexible coupling, (known as | ;. conglain thr teasliedile 
| all purposes, and it pro- 


| 38-A and 38-B and may be had by | 
| writing T. B. Wood’s Sons Com- 


Type “B”). The page numbers are 


pany, care of R. E. Lovekin Cor- 


| poration, 1505 Race Street, Phila- 
delphia, Pennsylvania. 


| Non-Indicating Controllers—Catalog 
| No, 900C will interest many engi- 
| neers and draughtmen because it 
| completely describes and illustrates 
Non- | 
| Indicating Controllers for tempera- 


the latest models of “Tag” 
ture, pressure and time. In addi- 
tion to the instrument listings, the 
book contains a comprehensive dis- 


cussion of various types of “Tag” 
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NO. 32A QUART SIZE 


MECHANIC'S GRADE 
TORCHES 


AND 
FIREPOTS 
CLAYTON & LAMBERT 


MFG. CO. 
MICHIGAN 


PTTL 


_ DETROIT 


FOUND ... 


in almost 
every plant 


Cap screws, set 
screws, coupling bolts, 
or studs are found on 
the purchasing requi- 
sitions of almost every 
plant. Distributors can 
develop this highly 
profitable business 
with OTTEMILLER Products. 


The OTTEMILLER line of 


milled screw machine parts 






vides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- 


| ter of this business makes 


it particularly interesting to 
distributors. OTTEMILLER 
gives 100 per cent distribu- 
tor service. 


The Wm. H. 


OTTEMILLER CO. 


| 


YORK, PA. 


We also manufacture Dardelet Thread Screws 
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WORTHINGTON | 
MULT DRIVE 





GOODFTEAR 


| EMERALD CORD BELTS | 





25,000 stock combinati . ++ unlimit 
Fractional to 1500 hp. 
Send for HANDBOOK OF SELECTION DATA | 





d specials 


WORTHINGTON PUMP AND MACHINERY CORPORATION | 
uv7.) @eneral Offices: HARRISON, NEW JERSEY | 


A good deal 


When You Buy Fitler Rope 


The shrewd buyer specifies 
Fitler for superior Manila 
Rope—and receives a good 
deal of extra service and 
economy. 


a 


Look for the 
Blue 4 Yellow 
Trademark Reg. 
U. 8. Pet. Of- 
fice No, 245091 


A Rope For Every Requirement 


Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 
Drilling Cables 


THE EDWIN H. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 
NEW YORK NEW ORLEANS 
CHICAGO HOUSTON 





| Co., Park and Nostrand Avenues, 


| Conveyors — Standard 


| Standard 


| cific purposes for which they were 


| 





This manual is the result of com- 


| the most complete in this field. Its 


| erly adapting various packings to 
| their specific needs. 
| page engineering section is devoted 
| exclusively to charts listing specific 
| gravities, the temperature of steam 


| Centigrade conversion table, metric 
| conversion table, melting points of 


| other useful data. 


| indexed and cross-indexed depart- 


| Hydraulic Packings, Flax and Jute, 
| Locomotive and Special‘ Oil Well 


| and Engineering Sections.—United 


| York, N. Y. 


Controllers, their applications and | 
how they work. For further infor- 
mation write C. J. Tagliabue Mfg. 


Brooklyn, N. Y. 


Conveyor 
Company has issued a new bulletin 
describing their piler conveyors and 
combination piler conveyors. This | 
equipment employs an endless car- 
rying apron supported on an adjust- 
able boom to enable piling materials 


| to heights of 30 feet or greater. | 
| The equipment, which is portable, 


enables easier handling of materials | 
in warehouses, mills, industrial | 
plants, packing plants, sugar mills, | 
wholesale houses, marine and river | 
terminals, or wherever materials | 
must be stored or shipped. The | 
piler conveyors are adaptable to 
sacked, barreled, boxed, baled or 
flat materials. A copy may be ob- 
tained free of charge by writing to 
Conveyor Co., North 
Street, St. Paul, Minnesota. 


Industrial Packings—In order to in- 
sure the most efficient application 
of Industrial packings to the spe- 


designed, this company has issued 
a 112 page manual on the subject. 


bined efforts on the part of many 
engineers, plant operators, execu- 
tives, and technicians, and is one of 


aim is to assist engineers in prop- 


A special 12 


at different pressures, Fahrenheit- 


materials and their weights, and 
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Flexible Shafts and 
Machines 


IT'S A GREAT FEELING 
OF SATISFACTION 
WHEN YOU HAVE SECURED 
AN ORDER BASED UPON 
QUALITY 


SELL YOUR CUSTOMERS 
"STRAND" 
Flexible Shafts and 
Machines 
OF HIGH QUALITY 
Vg to 2 H.P. 











MANUFACTURED BY 


N. A. STRAND & CO. 
5001 NO. LINCOLN ST. 
CHICAGO 




















The 12 specially 
ments include Sheet Packings, Gas- 


kets, Rod and Plunder Packings, 


Rotary Drilling Packings, Pump | 
Valves, and Miscellaneous Packings | 


States Rubber Products, Inc., (Me- 
chanical Goods Division), 1790 | 
Broadway, New York. 


New Catalog —This company an- 
nounces its initial catalog, ready | 
for Spring distribution, which con- 
tains the list prices of bolts, nuts, 
rivets, washers and screws. Con- 
cerns wishing a copy may write | 
Remington Screw & Bolt Mfg. Co., | 
Inc., 17 Desbrosses Street, New | 
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Change 


BELTING PROBLEMS 
ink 
BELTING PROFITS 


CONCENTRATE ON 


VICTO Rw AND TEXTILE 

BELTING COMPANY 
oe i i a a ode oe New York 

345 Wes 4 t : - Ch ago 

TORY EASTON PENNSYLVANIA 
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The Complete Line of 


METAL FLOATS 


Copper Steel 
Aluminum 
Stainless Steel 
Monel Metal 


List Harris Industrial Products 
in your new catalog 


ARTHUR HARRIS & CO. 


COPPERSMITHS - ENGINEERS - BRASS FOUNDERS 


210-218 N. Curtis St. | Chicago, Ill. 


RE: 
Better REsuLts 


Experienced help does faster 
work and the novice does better 
work with Gardiner Flux-Filled 
Solder 
oo 
cause of 
its high 
quality 
and uni- 


formity. 


Brass 











Furn- 
ished with 
acidor 
ros'n cores 
in various 
alloys and 
g auges. 
Sells for 
less than ordinary and “nameless” 
solders. 








For sale in 1, 5, and 
20 Pound Spools. 


Gardiner also produces a com- 
plete line of bar, solid wire, drop 
and pellet solders and babbitts. 


Write for prices and complete 




















information. 
N C. ' y 
q *. SP. 
t= ardiner = 
= 4 x & imMETAL CO. #7 . 


4833 So. Campbell Ave., Chicago, III. 








Surprise Show to 


Feature Convention 
(Continued from page 31) 








The method of presentation, how- 
ever, will be, it is reported, “colos- 
sal” and “stupendous.” 
Association Meetings — Separate 
meetings of the three Associations 
are scheduled for Monday after- 
noon and Wednesday afternoon. 

The National Association, in ad- 
dition to its regular business, has 
scheduled discussions of the Rob- 
inson-Patman Act and the Miller- 
Tydings bill. 

The Southern Association will 
feature, in its closed meetings, an 
extensive discussion on rising de- 
livery costs. 

The American Association has 
prepared a “bang-up” survey on 
sales promotion practices which 
will be presented by a committee 
headed by Chester Conners. Also, 
this group will hear a talk on labor 
relations by an outstanding au- 
thority. 

Increased Efficiency — The joint 
meeting on Wednesday morning 
will be devoted to a discussion of 


| “Increased Efficiency in Distribu- 


| 


\‘*‘Why 


| and their effect 
| efficiency;” “The 


tion.” 

Tentative subjects include: 
industrial distributors 
should operate in natural eco- 
nomic territories;” “Rising costs 
on distributors’ 
importance of 


adequate records in maintaining 


| distribution efficiency.” 


Among the speakers mentioned 
for these subjects are C. A. Dil- 
lon, president, Southern Associa- 
tion, John Potts, formerly presi- 
dent, National Association and 


| Charles Curtis, president, Western 


Iron Stores, Co., Milwaukee. 

Entertainment—A _ golf  tourna- 
ment is being arranged for Tues- 
day afternoon. The annual dinner 


| dance is scheduled for Tuesday 


night (Alvin Smith and John Pitts 
are working on obtaining a bang- 
up entertainer). The ladies, of 
course, will be entertained by a 


committee of local distributors’ 
wives. 
The Memphis committee in 


charge of entertainment and ar- 
rangement includes “Phil” Pid- 
geon, R. D. Van Dyke, Jr. and 


| “Tim” Guinee. 
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WORTHINGTON 
MONOBLOC 
CENTRIFUGAL PUMPS 
for every service 





GENERAL WATER 
SUPPLY | 
BUILDING SERVICE 
AIR CONDITIONING 
REFRIGERATION 
HEATING SYSTEMS 
CHEMICAL PROCESSES 
and many other 
SPECIAL 
INDUSTRIAL 





1” to 2%" 


@ Available all-bronze 
or cast iron. 

@ Specially designed 
splash-proof motor. 

@ Ball-bearing- 
mounted rotor. 

@ Extra heavy 
motor base. 

@ Can be mounted 
vertically. 


USES 





3” and 4” 


Capacities to 1100 g.p.m. 
Heads up to 280 ft. 


Special motors for all electrical 
characteristics are available 


@ Send for complete specifications 
and rating tables 


Dealers and offices in principal cities 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
General Offices: HARRISON, NEW JERSEY 
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“THERE IS A SHERMAN CLAMP FOR 
EVERY PURPOSE" 


SHERMAN 


HOSE CLAMPS 








SAVE HOSE 


Sherman Hose Ciamps are 
made of heavy wrought 
brass clear through . . . can 
never rust . . . have been 
the world's standard for over 
40 years . . . Sold by lead- 
ing jobbers everywhere . . . 
Write for quotation and 
catalogs. * 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICHIGAN 


re eae 


uw 


IT'S THOSE LITTLE DETAILS 
that cause trouble on 
industrial jobs --- 


T'S surprising how much grief poorly 

connected tubing causes .. . and 

it's the kind of grief that’s entirely 
unnecessary. 

As a rule the trouble starts with the 
selection of the wrong type of fittings, 
or it is caused by using fittings of in- 
ferior quality. 

Both of these possibilities for trouble 
are eliminated by using IMPERIAL fit- 
tings. You can get, in the Imperial line, 
exactly the type required to solve any 
kind of connection problem where cop- 
per, Shelby, aluminum, Bundy, Bundy 
Weld, Everdur, Monel, or steel tubing 
are used . . . and you can be abso- 
lutely certain that the fittings selected 
will be the finest on the market. 


The greatest fitting of them all! 


Foremost in the broad line of Im- 
perial fittings is the Hi-Duty. 

Tests have shown that joints as- 
sembled with Hi-Duty fittings have 
many times the resistance to vibration- 
breakage as compared with joints as- 
sembled with ordinary types. Also, 
Hi-Duty fittings are much simpler to 
connect. No flaring or soldering is re- 
quired and—since it is a two-piece fit- 
ting—there is no loose sleeve to con- 

tend with. No matter how many 

times it is reconnected, the joint re- 
mains tight and the tubing is never 
damaged. 

You can lick the tubing 
problem once and for all with 
IMPERIAL Hi-Duty connectors, 
ells, tees, ball checks, unions, 
and shut-off cocks. 

Write for the new 
Hi-Duty booklet 
IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago 
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